Lot 


Go To--and Take Part I|n-- 
YOUR CONVENTION 


The annual round of conventions has begun, and prob- 
ably you are already asking the question, ‘Will it pay to 
go to the meeting of my association?’’ You have said to 
yourself several times, ‘If I thought I could get something 
out of the convention I certainly would go. I would like 
to meet the other lumbermen and listen to the discussions. 
I would like to talk to the experts about some of the ques- 
tions that have been bothering me.” 

Why don't you take some of these questions to the con- 
vention with you? Why don't you ask the secretary to 
arrange for an open sesion, or part of one, in which you 
and others who have something on their minds can swap 
views concerning their problems? 

An exchange of ideas is like an exchange of products. 
You have something the other fellow wants, and he has 
something you want. Get up and talk about the things in 
your heart. You don't have to be an orator. Just say it out 
loud enough so that everyone can hear you. 

Tell them what you have done this year to make your 
business better. Tell them 
about that particular stunt 


ers about home building to the parents. Tell them why 
you have taken on the many new lines of building ma- 
terials that are constantly being developed. 

You can't expect something for nothing. You will be a 
better merchant by giving away some of these things that 
have made you a better lumberman, and the other fellow 
will appreciate it. He will tell you some of the things he 
has done. Get up on the floor and talk. 

Your association may make a new record, a new kind 
of convention—the give-and-take kind. Of course you want 
to hear the special speakers, but you want to hear some 
of the regular fellows too. 

The best meeting of the convention will be attended: by 
the group that hears the most practical suggestions from 
the men who are gathered there. It will be the highwater 
mark of the convention. It will stimulate the association. 
It will build for a better association. You will go home with 
a feeling that you have had your money's worth, plus. 

To be successful in the highest degree today a business 
man must be a constant 
student of his job. You have 





you staged that brought a 
thousand people to your 
store. Tell them about your 
best piece of advertising in 
1939 and how you got the 
idea. Then they'll open up 
and tell about their good 
ideas, and everyone will 
benefit. 

Tell them what you have 
done to get women cus- 
tomers to come to your 
yards. .Tell how you build 
up gdodwill by keeping 
track of :the’ babies’ birth- 





studied your job of mer- 
chandising building ma- 
terials all year. Give the 
other fellows the benefit of 
your study. 

You will grow just in pro- 
portion as you grow in ap- 
preciation and action rela- 
tive to those things that are 
essential to your business. 
That may be simple, but 
better business is built up 
of close attention to small 
things. So, go to your con- 
vention, and when there get 











days and sending remind- 


up on your feet and tok. 





















WHITE PINE MILLS: Winton Lumber Co., Gibbs. 
Idaho. 


SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 


PONDEROSA PINE MILLS: Somers Lumber Co., 
Somers, Montana.—Craig Mountain Lumber Co., 
Winchester, Idaho. 
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Good Lumber For 


COMPLETE SATISFACTION FOR 
WINTON CUSTOMERS! That is 
our constant aim. That is the policy 
which forms the keystone of this 
Winton business. For you, Mr. Lum- 
ber Buyer, there is real satisfaction, 
as well as good profit, in depending 
on Winton for your exacting require- 
ments in lumber. You can be sure of 


surpassing quality, outstanding values, 
unfailing service. Winton choice tim- 


Over 53 Years 


ber and Winton modern manufactur- 
ing are your assurances of steady, 
dependable source of supply. The 
BEST in Idaho White Pine, Ponder- 
osa, Sugar Pine, White Spruce, Doug- 
las Fir, Western Hemlock, Red Cedar 
Siding and Shingles. This 54-year-old 
organization has a thorough under- 
standing of lumber buyers’ needs. 
Why not make full use of Winton’s 











WINTO 


prompt, dependable service? 


LUMBER SALES CU. 





FOSHAY TOWER* MINNEAPOLIS 





“SAVE THE SURFACE” -- sure! 


but don’t let Rot and Termites wreck 
the wood beneath said Surface 


Fight Rot and Termites 


with PAR - TOX 


“Saving the surface” is usually up to the man who 
buys your sash, doors and millwork. But protecting 
the wood against Rot and Termite damage is strictly 
up to YOU—Mr. Dealer. 





The place to treat millwork is in the mill. It’s 
up to you to buy materials that will give your cus- 
tomer the kind of protection that PAR-TOX insures. 
There are plenty of fine. reliable mills using PAR- 
TOX for you to deal with. Or. if you prefer. your 
favored mill will certainly adopt PAR-TOX if you 
demand it. Drop us a line and we'll send you a list 
of mills using PAR-TOX. 







MILLS! Write us for samples, 
prices and data on methods of 


application. ¢ 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


Serving the Sash and 
Door Industry for 75 
yehrs. 





Street, Chicago. [fll. 














ALL MALTA 


“SUPREME” FRAMES 
HAVE PATENTED 
FEATURES 










“Topco” Overhead, 
Housed Pulley— 
Easily Removed. 
(Pat. Aug. ’39) 





Winter time—Inventory time and time 

to stock a strictly water tight window 
frame—Malta "Supreme" with improved 
Over-head Pulley. Three width Jamb 
47/,", 5/4" and 5!/.". Three Point Jamb 
— Clamp which provides a permanent water 

ze tight sill joint. Mull Center 
Clamp which clamps the mull 
center and sill firmly together. 
Non Break-down sill construc- 
tion. All patented improve- 
ments. 
The new Patented Over-head pulleys per- 
mit the use of round or flat weights— 
any type of weatherstrip—cutting down 
of frame in height any point between 
the head and pocket, no pulley inter- 
ference. 
Pulleys are: fastened with one screw and 
easily removed. 
These valuable improvements break down 
competition. We help you contact the 
customers in your territory. 


——- Write for full information. 


MALTA "‘SUPREME'' 
FRAMES COST LESS PER 
YEAR OF SERVICE 


THE MALTA MFG. CO, tor-auativ 


MALTA, OHIO Since 1901 












































The Mark of 
“Supreme” Frame, with Top- Quality 
Latest Improvement— 


“Topco” Overhead Pulley 
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134-inch Chassis with Cab (95 or 85 hp), Dual wheels, heavy-duty and spare tires, auxiliary springs and factory-installed two-speed axle at extra cost. 


Pur the kind of body you need on this Ford 
chassis and you’ve got a truck that will serve you 
long and economically. 

That much could be said of last year’s Ford 
Truck — and of all Ford Trucks before it. But the 
°40 is the best of them all — a rugged, dependable 
unit with many new features designed to cut your 
hauling costs. 

Right now, when operating conditions are at their 
worst, is the time to put a Ford on your job. See if 
you can’t actually fill more orders in a day’s time. 
See if this truck won’t stand up better than some of 
the heavy, costly types you may have used in the 
past. And, see if it doesn’t cost you less to operate 
and maintain. 

Get in touch with your Ford dealer, and ask him 
about an “on-the-job” test — a free demonstration 
that will give you the facts before you invest a cent. 


FORD TRUCKS 


January 18, 1940 











FORD IS THE OUTSTANDING TRUCK 


VALUE FOR 1940 


3 ENGINE SIZES — 95, 85, 60 HP 
NEW SIMPLIFIED CHASSIS DESIGN 
NEW LONGITUDINAL FRONT SPRINGS 
STRONGER CAB CONSTRUCTION 
NEW SEALED-BEAM HEADLAMPS 
23 BODY TYPES, 19 CHASSIS TYPES 
NEW, MODERN STYLING 
INCREASED ENGINE ACCESSIBILITY 
INCREASED DRIVER COMFORT 
NEW INSTRUMENT PANEL 
— and a combination of other new and time- 


proved features offered by no other truck at 
any price. See your Ford dealer for full data 


on prices, specifications and 
optional equipment. 








AND COMMERCIAL CARS 


Ford Motor Company, Builders of Ford V-8 
and Mercury Cars, Ford Trucks, Commercial 
Cars, Station Wagons and Transit Buses 











Jan 








Jo, 
January 18, 1940 
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This is a Great Country 


S A GOOD MANY city people see 
it, farming is a problem child; one 
they can’t live with or without. But 

since farming is the oldest major indus- 
try, farmers get irritated over this child 
stuff. Which is the child, anyway? And 
who is trying to teach what to whom? 

There isn’t much percentage in these 
unpleasantries ; for farming is a piece with 
all the other economic goings-on. Every 
business has an interest in finding the 
right answers for thirty million farm peo- 
ple. These millions are customers; at 
least when they have something they can 
use for money. 

e 2 « 

Since the early days of the Republic, 
rural population has dropped in percent- 
ages from something like ninety to about 
twenty-five. Everybody knows all too 
well that farm production has not de- 
clined in a similar way. News releases, 
for example, tell us that in 1940 the State 
of Iowa must take another million acres 
out of corn production, to bring the yield 
down to fit the current markets. The 
government has felt obliged to spend huge 
sums of money on artificial ways of bal- 
ancing production with demand and of 
equalizing the farm income with that of 
other industries. There is the fear that 
otherwise thirty millions of people would 
be pushed below the subsistence level. 

Se 

It doesn’t help much in a practical way 
to know why a smaller percentage of farm 
people can swamp American markets ; but 
these reasons are important in explain- 
ing that the situation is no fault of indi- 
vidual farmers. 

Two or three generations ago farming 
was done with hand and horse labor ; and 
after man and horse had eaten their 
diurnal three squares there wasn’t so 
much left to sell. But for this remainder 
there were practically unlimited markets, 
both at home and abroad. The United 
States, after the Civil War, was a debtor 
country and could ship almost any sur- 
plus of lard and wheat and cotton to Eu- 
rope to pay the charges on these foreign 
debts. * * Ok 


Then things happened. The First 
World War made ours a creditor coun- 
try; and farm exports generally had to 
be balanced by foreign industrial imports. 
These imports had to hurdle the tariff 
and compete with domestic manufactur- 
ers. Few made the grade; and newer agri- 
cultural lands in other parts of the world 
undersold American farmers. The Euro- 
pean market for American farm products 
declined to a squirrel track, climbed a 
tree and disappeared into a knot hole. 

Meanwhile improved methods of cul- 
tivation and seed breeding increased 


yields. In about a generation corn yields 
per acre were practically doubled. Thirty 
years ago a farmer with a Corn Belt quar- 
ter-section hired a couple of hands. With 
power tools, he now farms a half-section. 
He hires half or less than half as much 
labor and has some four times as much 
produce to sell. No realist expects farm- 
ers to scrap power machines for grain 
cradles and hoes; but a realist has to ad- 
mit that tractors and electricity by step- 
ping up production and putting a couple 
of million farm hands permanently out of 








National Thrift Week 


will be observed throughout the 
country by financial institutions, 
such as banks, insurance compa- 
nies, building and loan associa- 
tions, and thrift organizations of 
every sort, as well as by the YMCA 
and many other civic clubs and or- 
ganizations, beginning Jan. 17. 
That date is appropriately chosen 
for the opening of the National 
Thrift campaign each year because 
it is the anniversary of the birth- 
day of Benjamin Franklin, the 
great apostle of thrift. Not for a 
week only, but throughout the 
year, thrift is to be emphasized as 
a means leading to home owner- 
ship, individual security, and self 
improvement. Make Thrift the Key 
to Home Ownership in 1940! 




















work have sharpened a lot of problems 
that reach far beyond the country dis- 
tricts. ss & 


Agriculture is wading the same creek 
that all American industries are trying 
to cross. Production has gotten far 
enough ahead of distribution so that part 
of the people can produce as many goods 
and services as all the people can pay 
for—not as many as they want, but as 
many as they can buy. Straightening this 
one out calls for big-time economic states- 
manship that extends beyond farms to in- 
clude buyers of farm produce. 

a 

Meanwhile, if we cross-roads philoso- 
phers and economists are not so good at 
fixing up the big farm question at one 
crack, there are some smaller but none 
the less important things we can under- 
stand. 

One is the importance of maintaining 
the family-sized farm; not only as a unit 
of production but as a way of life. 

Following the World War there was a 
big push toward corporation farming. 


One big wheat farm in the Southwest 
claimed that in years of high yield it could 
produce wheat for about 21 cents a bush- 
el, as against some four times that cost 
for small farms. But when the hard 
years came on it was the big farms that 
failed and the family farms that came 
through. 

“Family-sized farm” involves more 
than the amount of acreage. There has 
been a tendency toward looking at a farm 
as a factory or mine, useful only in pro- 
ducing cash income. There has been less 
pride in the farm itself, less care of equip- 
ment, less effort to control water erosion 
and to maintain fertility, less interest in 
country living as a way of life. 

Such things as erosion and fertility con- 
trol are being looked after by farm-col- 
lege extension, experiment station and 
county-agent work. Others can be pro- 
moted by a friendlier co-operation be- 
tween country and town. Pride in farm- 
ing as a way of life does not appear as 
an item in public agricultural programs ; 
but it is a factor that can be promoted 
and one that is important in farm re- 
covery. Often it explains why one com- 
munity progresses and another sags. A 
proper pride puts flowers on the lawn and 
paint on the barn, stretches sagging 
fences, culls poultry flocks, puts neglected 
corners to use, centers attention upon 
neglected opportunities. Four-H Fairs 
are grand ways for town and country to 
co-operate, to mutual interest and ad- 


vantage. 
* * x 


The farm program should be adminis- 
tered by farmers; not only because they 
know agriculture but because dealing with 
these things in a responsible way will 
show them the close interrelations of 
farming, industry and labor. This is a 
national as well as a local problem. In- 
dustry needs to be understood by agri- 
culture quite as much as the other way 
around. 


Taxation, rural credits, marketing, 
freight rates, speeding up of general re- 
covery, trade treaties and scores of other 
factors, enter into this big farm problem. 
Some will have to be handled by big-time 
statesmanship. But back of these things 
there should be local. understanding, mu- 
tual respect and co-operation. These 
things can no longer be looked upon as 
wide and generous gestures of benevo- 
lence; certainly not as matters of char- 
ity. Without a sound agriculture, offer- 
ing a satisfactory life to a quarter of the 
people, the country is sunk. There are 
human as well as economic values at 
stake; and the place to begin is at the 
grass roots, the place where town and 
country meet. 
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Amemcanfiunherman 


January 13, 1940 


Commenting Upon Our Readers’ Views 


OME OF OUR best copy is written 
by readers; comes to us in general 
correspondence. We offer this as a 

sample : 
* oK *K 

“The ‘Looking Ahead’ letters in the 
issue for Dec. 30 were good stuff. They 
don’t all agree, and a person has to read 
between the lines. But when adjustments 
are made for personal temperament and 
political bias the letters add up to an ex- 
pectation of good sales in 1940. I go 
along with the crowd. These great ex- 
pectations are more than a matter of sta- 
tistics, important as such figures are. 
Tables and graphs show sales and sales 
trends after these things appear. Some- 
thing must happen first in the public mind 
before sales are made or trends show up. 


“Some dealers think that after about 
so long a time, getting along in poor ren- 
tal quarters or making old houses do, the 
pressure of dissatisfaction just naturally 
starts new building. I doubt that. If it 
were true, we'd be able to predict exactly 
when the turn would come. There’s more 
to it than that. There’s more to it than 
the size of national or local income; 
although I don’t discount such things or 
deny that they have a bearing. 

“But when these outside things are 
allowed for there’s still a bottle neck; the 
bottle neck of confidence. I don’t like 
that word so much, because it hardly ever 
means what it says. Confidence isn’t 
something you just pick out of the air. 
A man doesn’t go to bed at night sure 
he doesn't dare to build and wake up in 
the morning sure that he does. Oh, cer- 
tainly, the state of his income has a lot to 
do with it but not everything. I know 
people who have had resources enough 
these past ten years to build any time 
they chose ; but they didn’t choose. I hate 
to say it, but I’m guessing they hung 
their lack of confidence on the front gate 
of my lumber yard and those of my fel- 
low dealers. It’s been a fear that we 
didn’t know enough about the business 
to get them full value for their invest- 
ments. They didn’t necessarily think us 
crooked ; just not up to the job. 

* ok x 


“In general they do have confidence in 
us now. The tough years have taught us 
to know our business. 

“Some of us used to be content to 
warehouse lumber and to sell it by the 
thousand feet. That worked when plans 
were simple, when houses were heated by 
the old base burner and lighted by oil 
lamps and when the country plumber’s 
pride had a place of honor in the back 
yard. But don’t get me wrong. I’m not 
working up to the noise and pressure and 
the auctioneering tactics that used to pass 
for salesmanship. Those things, standing 


alone, did more than their bit in frosting 
confidence. They added up to the dealer’s 
desire to sell; not to his ability to help 
the customer buy. I’m pointing up to the 
advisory skill that helps a family fix up 
the architectural plan and the financing 
of a home to fit the family needs and re- 
sources. A house planned in this way is 
always worth what it costs. But if it 
misses in a few important points, it isn’t 
worth what it costs; not to that family. 
Just a few mistakes in a community will 
send confidence in the local dealer to the 
port of missing men; and then there’s a 
building paralysis. 


“It’s taken us dealers a shocking long 
time to realize that building a house under 
current conditions — and _ incidentally 
building good business for us—is more 
than selling materials at fair prices. Our 
customers learned it before we did; 
though they couldn’t always put their 
fingers on our weak points. 

“Several agencies outside our immedi- 
ate business helped to inform them. One 
was women’s magazines. The magazines 
knew, a long time before it dawned upon 
us, that skilled planning plus the same 





If you want to contribute to the 
relief of the Finns send your 
subscription to the Finnish Re- 
lief Fund, (Inc.) 200 S. La Salle 
St., Chicago, Illinois. 





expenditure of money could create a large 
margin of surplus value; more usable 
space, better window lighting, more effi- 
cient layout for household work. Even 
after we changed over to what we thought 
were new methods it took us some time 
to realize that trick designs are seldom 
good designs; that sound architectural 
style has it all over florid world’s-fair 
stuff ; that exact measurements to accom- 
modate furniture, making small rooms 
spacious and livable, are worth a thou- 
sand more than a cockeyed and non-func- 
tioning dormer window. 


“It took such demonstrations as the 
FHA to show us that the old toll gate of 
financing—first and second mortgages 
and concealed charges that brought inter- 
est rates to twelve or fifteen percent or 
even to higher percentages—was not nec- 
essary and lost us business. It took all 
these things and some others to convince 
us that there is a large and safe market 
among low-income prospects who in the 
old days were dismissed as not being en- 
titled to homes. It took a lot of stumble- 


bumming to get it through our heads that 
the public desire for a guaranteed house 
at a guaranted advance price was any- 
thing more than sheer orneriness. 

“The new confidence is not a vague or 
mystical thing that appears like a ghost 
and disappears like a wraith. It is some- 
thing we create as a doctor creates his 
reputation ; by skill in effecting cures. Of 
course our troubles are not all over. I’m 
rather sure that stupid union-labor regu- 
lations are hurting both us and the me- 
chanics more than any other current fac- 
tor. But taking everything into account 
we're in a better position now than we’ve 
been for a good many years. 


“Lumbermen with their new skill and 
information have reason to feel a large 
confidence in themselves and their indus- 
try. The industry shows every sign of 
stability and reliable growth. We've got- 
ten past that old chill of thinking it a 
poor, dying affair, the prey of unorthodox 
materials and marketing methods. We 
know we can offer adjusted, satisfying, 
economical factors of home ownership. 
We can do this as long as we keep up in 
a practical, serviceable way with sound 
methods that fit public desires. Why 
shouldn’t we keep up? What other im- 
portant thing do we have on our hands?” 


* * * 


HAT’S THE SENSE of quoting 
a price at which you can not de- 
liver the goods?” is in effect the 
question asked by a Florida reader, in 
commenting on the trans-Atlantic rate 
schedule published in the issue of Dec. 
30 (page 53). His inquiries found that 
there was no space available at these 
nominal rates from North or South At- 
lantic ports, and he has been quoted as 
high as $2 a hundred pounds. Publica- 
tion of such nominal rates, he feels, may 
give overseas importers a false impres- 
sion, for they will wonder why United 
States exporters can not ship on them. 
His statement is confirmed by a hard- 
wood shipping organization, which says 
that the first space it will have available 
out of the Gulf for Great Britain is for 
March loading, and that it does not yet 
know what the rate will be. Those who 
have been fortunate enough to obtain 
Conference space out of Gulf ports are 
paying 93 cents through January; space 
has recently been available to Oslo and 
Gothenberg at $1.10, and to Copenhagen 
at $1.25; but there is very little space to 
Antwerp at $1.75—and little demand for 
it at that level. Shippers naturally pre- 
fer to ship via Conference lines at these 
rates, but “tramp” steamers have been 
asking and getting $1.60 to $1.75 out of 
the Gulf, and higher rates through At- 
lantic ports. 
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Attract Women With 


Fireplace Equipment 


Geister Bros., lumber and_ building 
material dealers, Elgin, IIl., sell more than 
a carload of fireplace equipment and 
accessories a year, and in the little more 
than two years they have handled the line 
they have sold three carloads of screens, 
andirons, brooms, grates, grate boxes, fire 
pots, coal holders and wood baskets in 
both hammered and cast wrought iron 
and brass. 

“Window display does it,’ said Wm. 





Geister, answering a question of how the 
concern managed to sell such a large 
volume of these goods. The company 
occupies a position at the intersection of 
two important highways through Elgin, 
and has ample window display space. The 
entire front window is-devoted to fireplace 
equipment and accessories, and fully half 
of the side window contains the same 
items. 
“We keep this same window display 
the year around,” continued Mr. Geister. 
“It brings women in here by the dozen, 
and in addition to buying the items in the 
window that attracted them, which is 
what we want them to do, of course, we 
get a chance to make friends of them, and 
to show them other lines. It is a profitable 
line in itself, and doubly so, because it 
brings people in here who would other- 
wise possibly never enter our door.” 
Asked how he happened to take the line 
on in the first place, and later stock it so 
heavily, Mr. Geister said, “Two years ago 
a salesman spent two hours in here trying 
to sell me one set. He won, and the result 





Main entrance to Geister Bros. Note 

front window filled with fireplace sets, 

and part of large panel at extreme left 
containing same material 
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Front window of 
Geister Bros. Note 
lighting fixtures at 
tops of windows, ar- 
ranged to throw light 
to rear wall of store 





of that salesman’s effort is that we have 
sold three carloads of the goods since that 
day. We sell most of them locally, but get 
a large transient trade, too. People driv- 
ing through here see the window displays, 
stop, and generally buy something be- 





Left—Side window of Geister Bros., 

Elgin, Ill, retailers, almost entirely 

filled with fireplace sets in which costly 
brass predominates 





tween one small item and a complete set. 
Sometimes they take their purchases with 
them, and sometimes we ship. We have 
shipped fireplace material as far west as 
Des Moines, and as far south as Evans- 
ville, Ind. 

“We don't stock heavily, nor do we buy 
heavily. Ordinarily, we purchase 75 
packages, which is a truckload, at a time. 
Delivery is fast, and we suffer practically 
no breakage. We try to keep complete 
sets on hand. Occasionally, because of a 
large number of small sales, we accumu- 
late a number of incomplete sets. That 
happened in October. About the first of 
the month we had seventeen incomplete 
sets. We ordered pieces to replace the 
items sold in these sets. 
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“We moved so much fireplace equip- 
ment during the Christmas buying season 
that it was necessary to order several 
times. Sales are well divided between 
part sets and full sets, and we recently 
took on smaller items, including toaster 
forks, fire lighters and fire pots. 

“People buy with no particular refer- 
ence to price. There seem to be cycles 
of buying. For instance, last year, most 
of our sales of full sets were in the low 
price brackets. This year a big majority 
of sales are in the high price class. At 
present we have on hand 12 full sets of 
high price brass. Buying is not seasonal, 
although, because of the particular adap- 
tability of the wares as Christmas gifts 
we get quite a spurt in December.” 

The effectiveness of the Geister window 
displays does not diminish with nightfall. 
A lighting system specially designed for 
the windows was installed when fireplace 
equipment was featured in them. It is 
not..enough, according to Mr. Geister, 
merely to light the windows with some 
economical arrangement of spot lights. 
Window lighting should be designed for 
both intensity and diffusion over a pre- 
determined area. About 15 feet back of 
the front window the company has its 

(Continued on Page 39) 














Out of the lumber yard on the 
left come many things that 
can't be carried in trucks. The 
breakfast nook, the cabinet 
work surrounding the kitchen 
window on the right are exam- 
ples. The ideas and plans for 
them, as well as the lumber, are 
products of I. G. Iverson Lum- 
ber Co., Houston, Minnesota 


This Dealer /S the Town Builder 


lf you want to know why the town of 
Houston, Minn., (population, 794) 
hasn’t a ramshackle house within its 
boundaries—it’s because the I. G, Iver- 
son Lumber Co., is there. More partic- 
ularly, it’s because I. G. Iverson is the 
lumber dealer there. 

Mr. Iverson plans the houses built in 
Houston, Minn. Then he furnishes the 
materials, works out the details and over- 
sees the job. The method, he states, 
doesn’t take anything away from any- 
body—because when Mr. Iverson puts 
the carpenters and contractors to work, 
that makes business for the local hard- 
ware store, the plumbers, linoleum layers, 
electricians and painters in town. Often, 
however, through his handling, the price 
of the house is reduced to the future home 
owner, and sometimes a better profit ac- 
crues to the Iverson Lumber Co. But 
above all the system takes the business 
out of the competitive class. 

“A man down the road,” said Mr. 
Iverson, “came to me one day and said 
he wanted to build a new house. I sat 
down and we went into the subject, cut- 
ting down a feature here and adding one 
there. After we had arrived at a con- 
servative cost figure the man went home 
and I drew up a set of plans which a 
day or two later I took out to this pros- 
pect’s farm. After looking over the plans 
he said he liked them, but he thought he 
ought to talk to another dealer in a town 
on the other side of his farm. After all, 
he said, he was so friendly with that 
dealer, he thought he ought to give him 
the business if the dealer could meet the 
cost I had* figured. 


“I told him the other firm might even 
be able to shave the cost a little, that 
undoubtedly they could put up a house 
for less. But they couldn’t put up a bet- 
ter one and although there was no charge 
for the plans I had given him there had 


been a lot of time and thought put into 
them. 

**T would like the business,’ I told him. 
He thought it over again, then, and said, 
‘IT guess that’s right. You go ahead.’ 

“That’s an example of how furnishing 
the plans, the bill of goods and the cost 
figures can take the business out of com- 
petition.” 

But that didn’t explain everything. 

On a tour to see this year’s construc- 
tion—the doctor’s house that ran to 
about $5,000; the hardware store deal- 
er’s house that, outside of heating, wir- 
ing and plumbing, cost $2,700; the bun- 
galow that had been remodeled into a 2- 
story house; the elderly couple’s little 
$2,500 home that did include wiring and 
plumbing, four rooms, bath, two closets, 
full basement, front and rear entry and 
attic—there was a definite impression 
that something was lacking. When Mr. 
Iverson pointed out the yard man’s home 
built Jast year, the carpenter’s home re- 
built the year before, the big brick house 
built about the same time, and on and on, 
it became apparent what the matter was. 











There simply weren’t any old houses— 
they all looked new. 

When this was remarked on and asked 
about, Mr. Iverson said, “Well, we've 
managed to keep the organization and 
the carpenters in the town working.” But 
that still wasn’t the whole story. The 
main ideas seeped out sideways between 
chinks of conversation. They were 
dropped in statements like these. 

“Well, we plan to suit the needs as 
well as the pocketbook.” 

“No, we don’t sell much hardware or 
much paint, only pushing paints such as 
casein paint. You know the hardware 
man in town has to live.” 

“This business isn’t as cold-blooded as 
some might think. In a town like this 
you have to work along with others. Give 
them a chance to make something and 
they'll give you a chance. Find the money 
for their needed repairs, or a new build- 
ing, if necessary. Sometimes you have 
to give credit even when you know a man 
can't pay. You have to do it just be- 
cause he was once one of your best cus- 
tomers, and he may be again. You've 
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vot to make it possible for your neigh- 
hors to live in a town like this—if you 
don’t, there won't be anything for you 
to live on after while.” 

Still, that philosophy didn’t account for 
the fact that the I. G. Iverson Lumber 
yard was one of the best appearing mod- 
ern yards in the county. An impractical 
dreamer rather than a progressive busi- 
ness man might have been speaking. But 
the hard facts, such as the barrels of 
cement going into the new combination 
grammar and high school; the solid facts 
like the lumber in his son’s, Paul G. 
[verson’s, new house, and the smooth 
facts evidenced by the convenience and 
beauty of his daughter-in-laws’ built-in 
kitchen, testified that here was not a 
dreamer, but a man of vision. Even the 
fact that the fine looking lumber yard 
building-front was to be rebuilt testifies 
to that. 

“This fall,’ said Mr. Iverson, “the 
front will be torn down and replaced with 
glass.” .A complete show window be- 
tween the driveways will exhibit the 
products and materials the I. G. Iver- 
son Lumber Co. has for modernizing the 
town—and keeping it modern. For Mr. 
Iverson is out to keep the town building- 
conscious. 

When his son’s house was built this 
summer, he opened it to the public—gave 


At the left is a house that cost 
$2,500 including plumbing and 
lighting. It might have fit into the 
new FHA $2,500 dollar plan, but 
it was built before that time. The 
house at the right was built as a 
model home. The breakfast nook, 
kitchen window and cabinet work 
(above) are a part of that home. 
I. G. Iverson's son and family live 
there now 








the word through his philosophical cor- 
ner on the front page of the Houston 
Signal, a paper that hasn’t gone to press 
for years without I. G, Iverson’s weekly 
observation—and 400 visitors responded. 

That exhibition house is insulated in 
attic and walls. A salmon-tinted recre- 
ation room, modern built-in laundry tubs, 
a wood and coal burning forced air draft 
furnace, and a shower are basement fea- 
tures. Three bedrooms, a small dining 
room, a medium sized living room with 
a fireplace, a colorfully decorated bath- 
room with built-in fixtures, and a kit- 
chen are on the ground floor. 

In the kitchen all the cabinet work and 
the breakfast nook was made in the lum- 
ber yard’s woodworking shop. The house 
is featured with arched doorways, stiple 
painted walls—the baby’s room, for ex- 
ample, is decorated in a combination of 
baby blue and pink. 

No bungalow could be more conveni- 
ently modern or more attractively deco- 
rated than this one whose plans, mate- 
rials and workmanship came from the I. 
G. Iverson Lumber Co. For above all, 
[. G. Iverson has things to sell that can’t 
be delivered in a truck. They are the 
plans, the workmanship, the idea of a 
man behind the building, behind the lum- 
ber yard—you might almost say, behind 
the town. And that idea is found in his 
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philosophy, which is his form of adver- 
tising, on the front page of the Houston 
Signal. On Sept. 7, 1939, for example, 
he wrote: 

“FOR LANDS SAKE! 

“For lands sake men and nations have 
ever fought and bled. For it the spirit 
of the conqueror has run riot in the 
world, His lust for fame and the power 
to dominate lands, their populations and 
resources has brought on the killing of 
humans and destruction of property and 
nations, until today the world is an armed 
camp, and wars to conquer and wars of 
defense are in action on every side, and 
the building of war machinery and mak- 
ing of war supplies have become the con- 
cern and chief business among nations. 

“For lands sake peace and security 
have taken wing and when they again 
shall come to earth, no one can foretell. 
For the would-be conquerors are on the 
move, more mighty and better equipped 
with death dealing machines, more ruth- 
less and ambitious to power than ever. 
How successful they will be only time 
will tell. Only this seems certain, Their 
own methods and their will to take and 
rule by force will eventually bring their 
own destruction. He who takes to the 
sword shall perish by the sword, in one 
way or another. 

(Continued on Page 38) 










If you want to know why the town of 
Houston, Minn., (population, 794) 
hasn’t a ramshackle house within its 
boundaries—it’s because the I. G, ‘Iver- 
son Lumber Co., is there. More partic- 
ularly, it’s because I. G. Iverson is the 
lumber dealer there. 

Mr. Iverson plans the houses built in 
Houston, Minn. Then he furnishes the 
materials, works out the details and over- 
sees the job. The method, he states, 
doesn’t take anything away from any- 
body—because when Mr. Iverson puts 
the carpenters and contractors to work, 
that makes business for the local hard- 
ware store, the plumbers, linoleum layers, 
electricians and painters in town. Often, 
however, through his handling, the price 
of the house is reduced to the future home 
owner, and sometimes a better profit ac- 
crues to the Iverson Lumber Co. But 
above all the system takes the business 
out of the competitive class. 

“A man down the road,” said Mr. 
Iverson, “came to me one day and said 
he wanted to build a new house. I sat 
down and we went into the subject, cut- 
ting down a feature here and adding one 
there. After we had arrived at a con- 
servative cost figure the man went home 
and I drew up a set of plans which a 
day or two later I took out to this pros- 
pect’s farm. After looking over the plans 
he said he liked them, but he thought he 
ought to talk to another dealer in a town 
on the other side of his farm. After all, 
he said, he was so friendly with that 
dealer, he thought he ought to give him 
the business if the dealer could meet the 
cost I had* figured. 

“T told him the other firm might even 
be able to shave the cost a little, that 
undoubtedly they could put up a house 
for less. But they couldn’t put up a bet- 
ter one and although there was no charge 
for the plans I had given him there had 














been a lot of time and thought put into 
them. 

**T would like the business,’ I told him. 
He thought it over again, then, and said, 
‘I guess that’s right. You go ahead.’ 

“That’s an example of how furnishing 
the plans, the bill of goods and the cost 
figures can take the business out of com- 
petition.” 

But that didn’t explain everything. 

On a tour to see this year’s construc- 
tion—the doctor’s house that ran to 
about $5,000; the hardware store deal- 
er’s house that, outside of heating, wir- 
ing and plumbing, cost $2,700; the bun- 
galow that had been remodeled into a 2- 
story house; the elderly couple’s little 
$2,500 home that did include wiring and 
plumbing, four rooms, bath, two closets, 
full basement, front and rear entry and 
attic—there was a definite impression 
that something was lacking. When Mr. 
Iverson pointed out the yard man’s home 
built Jast year, the carpenter’s home re- 
built the year before, the big brick house 
built about the same time, and on and on, 
it became apparent what the matter was. 





Out of the lumber yard on the 
left come many things that 
can't be carried in trucks. The 
breakfast nook, the cabinet 
work surrounding the kitchen 
window on the right are exam- 
ples. The ideas and plans for 
them, as well as the lumber, are 
products of I. G. Iverson Lum- 
ber Co., Houston, Minnesota 


This Dealer /S the Town Builder 


There simply weren't any old houses— 
they all looked new. 

When this was remarked on and asked 
about, Mr. Iverson said, “Well, we've 
managed to keep the organization and 
the carpenters in the town working.” But 
that still wasn’t the whole story. The 
main ideas seeped out sideways between 
chinks of conversation, They were 
dropped in statements like these. 

“Well, we plan to suit the needs as 
well as the pocketbook.” 

“No, we don’t sell much hardware 
much paint, only pushing paints such as 
casein paint. You know the hardware 
man in town has to live.” 

“This business isn’t as cold-blooded as 
some might think. In a town like this 
you have to work along with others. Give 
them a chance to make something and 
they'll give you a chance. Find the money 
for their needed repairs, or a new build- 
ing, if necessary. Sometimes you have 
to give credit even when you know a man 
can’t pay. You have to do it just be- 
cause he was once one of your best cus- 
tomers, and he may be again. You've 
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vot to make it possible for your neigh- 
hors to live in a town like this—if you 
don’t, there won't be anything for you 
to live on after while.” 

Still, that philosophy didn’t account for 
the fact that the I. G. Iverson Lumber 
yard was one of the best appearing mod- 
ern yards in the county. An impractical 
dreamer rather than a progressive busi- 
ness man might have been speaking. But 
the hard facts, such as the barrels of 
cement going into the new combination 
grammar and high school; the solid facts 
like the lumber in his son’s, Paul G. 
[verson’s, new house, and the smooth 
facts evidenced by the convenience and 
heauty of his daughter-in-laws’ built-in 
kitchen, testified that here was not a 
dreamer, but a man of vision. Even the 
fact that the fine looking lumber yard 
building-front was to be rebuilt testifies 
to that. 

“This fall,’ said Mr. Iverson, “the 
front will be torn down and replaced with 
glass.” . A complete show window be- 
tween the driveways will exhibit the 
products and materials the I. G. Iver- 
son Lumber Co. has for modernizing the 
town—and keeping it modern. For Mr. 
Iverson is out to keep the town building- 
conscious. 

When his son’s house was built this 
summer, he opened it to the public—gave 


At the left is a house that cost 
$2,500 including plumbing and 
lighting. It might have fit into the 
new FHA $2,500 dollar plan, but 
it was built before that time. The 
house at the right was built as a 
model home. The breakfast nook, 
kitchen window and cabinet work 
(above) are a part of that home. 
|. G. Iverson's son and family live 
there now 





the word through his philosophical cor- 
ner on the front page of the Houston 
Signal, a paper that hasn’t gone to press 
for years without I. G, Iverson’s weekly 
observation—and 400 visitors responded. 

That exhibition house is insulated in 
attic and walls. A salmon-tinted recre- 
ation room, modern built-in laundry tubs, 
a wood and coal burning forced air draft 
furnace, and a shower are basement fea- 
tures. Three bedrooms, a small dining 
room, a medium sized living room with 
a fireplace, a colorfully decorated bath- 
room with built-in fixtures, and a kit- 
chen are on the ground floor. 

In the kitchen all the cabinet work and 
the breakfast nook was made in the lum- 
ber yard’s woodworking shop. The house 
is featured with arched doorways, stiple 
painted walls—the baby’s room, for ex- 
ample, is decorated in a combination of 
baby blue and pink. 

No bungalow could be more conveni- 
ently modern or more attractively deco- 
rated than this one whose plans, mate- 
rials and workmanship came from the I. 
G. Iverson Lumber Co. For above all, 
I. G. Iverson has things to sell that can’t 
be delivered in a truck. They are the 
plans, the workmanship, the idea of a 
man behind the building, behind the lum- 
ber yard—you might almost say, behind 
the town. And that idea is found in his 
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philosophy, which is his form of adver- 
tising, on the front page of the Houston 
Signal. On Sept. 7, 1939, for example, 
he wrote: 

“FOR LANDS SAKE! 

“For lands sake men and nations have 
ever fought and bled. For it the spirit 
of the conqueror has run riot in the 
world. His lust for fame and the power 
to dominate lands, their populations and 
resources has brought on the killing of 
humans and destruction of property and 
nations, until today the world is an armed 
camp, and wars to conquer and wars of 
defense are in action on every side, and 
the building of war machinery and mak- 
ing of war supplies have become the con- 
cern and chief business among nations. 

“For lands sake peace and security 
have taken wing and when they again 
shall come to earth, no one can foretell. 
For the would-be conquerors are on the 
move, more mighty and better equipped 
with death dealing machines, more ruth- 
less and ambitious to power than ever. 
How successful they will be only time 
will tell. Only this seems certain. Their 
own methods and their will to take and 
rule by force will eventually bring their 
own destruction. He who takes to the 


sword shall perish by the sword, in one 
way or another. 
(Continued on Page 38) 
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When Sales Drop, Study The Reasons 


Too many lumber dealers are disposed 
to blame their selling troubles on the yard 
two blocks down the street. After the 
same manner, every druggist feels that his 
lot would be much happier if something 
were to happen to remove the pill dis- 
penser across the street.. The hardware 
man’s animosity is divided among his 
rival hardware dealers, the five-and-ten- 
cent stores, and the drug stores that seem 
to be stocking more hardware than drug 
sundries. 

This view of our competitors is a nar- 
row one. The men who sell the same type 
of merchandise that we do, and thus com- 
pete directly with us for sales of material 
that go into the construction of the homes, 
farm improvements and public buildings, 
are also our partners in bearing the up- 
keep of the community. If we were to 
wipe out all competitors in our town we 


would soon find our own burden of com- 
munity overhead growing. Every time a 
merchant goes out of business there is 
just one man less to pay the taxes; to 
finance the county fair; to support the 
local picture show, and to pay the prizes 
for the Calf Club heifers. And, if we did 
not have other building material stores in 
our own town, a portion of the lumber 
business inevitably would go to neighbor- 
ing towns. 

In a still broader sense, the other men 
who sell building materials are our part- 
ners. Anybody who advertises and can- 
vasses to sell lumber is doing his bit 
toward making the community conscious 
of the need for new homes, better homes, 
improved living conditions. Even though 
we all work with selfish interests at heart, 
whether we want to do so or not, we are 
helping to shape public acceptance of the 
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spilling. 








P. H. Cox, for twenty years manager of the White Lumber Co., Princeton, 
Ind., is a stickler for neatness. He had noticed that sand and gravel piles 
were usually disorderly and decided to remedy the condition. Some of 
the company’s stock of cement was put into use in the construction of a 
three-foot wall around a space about 15x30 feet. A divisional wall was put 
in the center of the enclosure to keep the sand and gravel apart. The 
open end of each pit is wide enough to permit a truck to back in for 
unloading or loading, and not a pound is wasted through scattering or 








things that we sell. When a whole rural 
community is persuaded, for example, that 
electricity provides the economical method 
of lighting homes, refrigerating, milking, 
and doing other small jobs, it will not 
be long before we find that community 
being served with electric power of some 
kind, even though it may be generated by 
small farm plants individually owned. 


The time is ripe for a change in living 
conditions in rural areas as well as in 
tenement sections of our large cities. The 
farmer’s day in the field can be shortened, 
by the use of modern farm equipment, 
from sun-to-sun, to a schedule for fixed 
work that will allow him time to do his 
chores morning and evening. Modern 
barn equipment, labor-saving household 
appliances, make it practical for the farm 
wife to help with the chores. Thus, the 
money that farm families formerly spent 
for hired help is going into the labor-sav- 
ing conveniences that make it possible for 
them to do their own work, and at the 
same time, to live more comfortably. 


Building material men are doing their 
best to sell this idea of the modern home 
—the modern barn—chicken and hog 
houses, to their rural customers. In this 
campaign to overcome buying resistance 
the local lumberman has the able help of 
the farm papers. There also are local ad- 
vertising, circularization, demonstrations 
by individual dealers, and the canvassing 
job that tells the sales story over and over 
again. All of this is for the sake of min- 
imizing the lumberman’s most serious 
competition, which comes from lines 
totally unrelated to building materials. 
There are many angles to the business of 
selling successfully. But no single con- 
sideration is more important than the 
ability to weigh the diversity of competi- 
tion which seeks to attract the buyer’s 
dollars. 

The building material industry has al- 
ready started a campaign to “install an 
extra bathroom in every home”; “add a 
shower to the bath”; “make room in the 
garage for another car”; “raise the roof 
for an extra room’; “turn the basement 
into a play room.” We are doing our 
best to make the people of the country 
conscious that better homes make a better 
community ; that pride in one’s home in- 
creases an individual’s standing in his 
neighborhood. 


But, when a dealer goes out to sell a 
new roof or a stoker or a back porch a 
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conflict in the customer’s mind goes like 
this: “Do I want the kind of stoker this 
fellow sells? If so, is he giving me a bet- 
ter deal than I can get from the man 
forty or fifty miles away who sells the 
same machine? Does the extra service 
which he is equipped to give warrant the 
slightly higher price he is asking me?” 
3ut, behind all this mental conflict, is the 
one big question that has to be answered 
first “Do we want to buy this article at 
all? Because, if we do buy it... or put 
on a new roof... or build a back porch 

. .we will surely have to drive the old 
car at least one more year. And we'll 
have to give up buying a new refrigerator 
this season.” 

Yes, and the lumberman has the same 
kind of competition in smaller ways, too. 
Salesmen have a way of following the 
dollar. As soon as a community has a 
good crop, it is infested with traveling 
sewing machine salesmen who give the 
territory the “‘once over,” with magazine 
solicitors who trade subscriptions for 
chickens, eggs, cream. It is enough some- 
times to make all merchants in a com- 
munity consider themselves partners in 
an effort to rout their outside competition 
and save some of the business for their 
own profit. 

Sut, when we have co-operated with 
our fellow dealers for the common good, 
there partnership ceases and competition 
should begin. All lines of business seem 
to have been bitten by an urge to say 





A contributor sends in this “yard kink” and 


photo, of which he says: 


Key-ring belt spring makes handy device to 
accurately place and hold eye end, or ring, of 
tape line—The eye end, or ring, of the com- 
mon tape line is not easily held when gloves 
are worn. Remove the bunch of keys and slip 
the belt key-ring spring over the eye end of 
the tape line, as shown. Now it is easy to hold 
the eye end exactly where you want it, and to 
stretch the line tight. 





nothing but good things about their com- 
petitors. 

Now, it is all very well to sell posi- 
tively, by telling the good points of the 
brand one is handling. To make a prac- 
tice of selling negatively by knocking all 
competitive merchandise is to invite fail- 
ure. However, it may sometimes be just 
as ethical to tell the truth about the short- 
comings of a competitor’s goods as to ex- 
tol the virtues of your own merchandise. 
To exaggerate either beyond the bounds 
of truthfulness is to court disaster. 


37 


The good salesman knows all his com- 
petition thoroughly. He knows the good 
points and the weak points of all com- 
petitive goods. He knows his own mer- 
chandise completely. And when he goes 
out to sell, he tells the truth about his 
goods, stressing the good points. And he 
tells the truth about competitors’ mer- 
chandise. He does not go out of his way 
to knock a competitive product and he 
never resorts to personalities. But he can 
and does tell his prospective customer the 
reasons why he should not buy another 
product. After all, sales are usually made 
on the basis of comparative values. 


[By Ellen Newman, Valley Falls, Kan.] 





Ten Telephone Tips 


1. Answer the call promptly. How 
many times have you called a number, 
heard the receiver unhooked—then lis- 
tened maybe for minutes, to innumerable 
neighborhood noises, until the  callee 
finally got around to saying “Hello” ? 

2. Identify yourself. Merely answer- 
ing “Hello” doesn’t do it for the caller 
he may not always be your friend Bill, 
instantly familiar with your voice. “Mr. 
Carter speaking,” if it’s Carter at Car- 
ter’s phone. Or “Mr. Carter’s phone, 
Mr. Brown speaking,” if it isn’t. Saves 
time, temper and a possible bad impres- 
sion all around. 

3. Listen attentively. The same as 
you would in face-to-face talk. If you’re 





Device Saves Time In Glazing Frames 


The management of the Attica Lumber 
Co., Attica, N. Y., believes firmly in sav- 
ing labor and keeping down overhead 
wherever possible. Mr. Trausch is the 
alert manager, who keeps a watchful eye 
on all details to see that everything runs 
smoothly. In connection with its retail 
yard business the firm operates a glazing 
department. To enable giving quicker 


service in getting out glazing orders a 
handy rack was constructed to hold the 





frames that are to be glazed. 

The rest for the frames slides on these 
2x4s. A metal slip is fastened on each 
2x4 so that the rest will slide easily. In 
the center a piece of 1x2 is fastened, and 
notches are cut so that the rest is held 
steady at any desired level. 

A heavy counterbalance operating 
through pulleys is fastened to the rest, so 
that the frame will not drop in case the 
rest should become disengaged from one 


In one of the accom- 
panying photographs 
an employee is shown 
putting the finishing 
touches on a hurry- 
up order. The other 
picture shows a frame 
set in the rack, the 
latter 
two 2x4s set at an an- 
gle from the floor to 
the ceiling and se- 
curely fastened 


consisting of 


of the notches. Then, too, it adds to the 
balance in raising or lowering the rest, 
so that the frame will be in proper posi- 
tion for the workman to easily install the 
glass. 
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half-listening, and asking things over, 
“favorable” is hardly the word for the 
impression at the other end! 

4. If it’s something important, write 
it down. Just as you would otherwise, 
for future correct reference. Yet how 
many of us forget this simple point! 

5. Speak clearly and naturally. Vital. 
Sound alert; articulate distinctly; don’t 
use a mumbling or high-pitched, artificial 
tone of voice. Just remember to be your- 
self. 

6. Talk into the transmitter. Not at 
it. The transmitter is actually your lis- 
tener’s ear—he hears only what it hears. 

7. Replace the receiver gently. You 
wouldn’t slam the door on a visitor—why 
on a telephone caller? You may also 
injure the instrument, or leave it so that 
ihe phone is out of service. 

8. Return calls promptly. You don’t 
know how important they may have been. 
Also it’s a mark of business breeding and 
appreciation. 

9. Don’t get impatient. Operators are 


Amemcanf{umberman 
sometimes momentarily “swamped,” and 
therefore can’t answer your flash immie- 
diately. 

10. Cultivate a welcome voice. li 
yours is one of those harsh, thin, raspy, 
nervous voices—smooth it out, tone it 
down, make it persuasive and pleasing. 
On the telephone your voice, and your 
voice only, is YOU, 

—Courtesy Marshall Field & Co. 





Modern Display and New Lines 


Feature Big Sales Room 


The new demonstration building and 
display room of the Mantua Lumber Co., 
Mantua, Ohio, was opened for public in- 
spection on Saturday, Dec. 16. The 
building is 23 feet wide and 70 feet long, 
the front room being used for display 
and the rear for storage. The company 
has added a line of General Electric ap- 
pliances and installed an electric demon- 
stration kitchen. 

The show room, which is 22 feet 
square, is heated with a 34-inch Heatila- 











The bottom picture shows the recently modernized headquarters offices of the King Lum- 
ber Co., Grand Rapids, Minn. Special features of the rejuvenated structure are the 
modern display windows, the large Neon sign on the top, which when illuminated will 


be visible for a long distance, and the generally modern lines and design. The upper 


picture shows the building before remodeling—affording a very interesting contrast, and 
well illustrating the possibilities of remodeling and putting office and show room space 
into modern layouts 


‘that represents his business. 
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tor fireplace, which supplies ample heat. 

“We have added a line of stokers and 
heating plants, which we find work in 
very well with our lumber business, es- 
pecially when we quote houses complete,”’ 
remarked an officer of the company to the 
AMERICAN LUMBERMAN. 

This concern has been in business in 
Mantua since 1910, having purchased the 
yard operated by Hine & Cook, who 
were doing about $10,000 worth of busi- 
ness a year. The business has been built 
up to a volume of approximately $100,- 
000 a year, requiring operation of four 
trucks, and other equipment and help in 
proportion. 


This Dealer Is the Town 
Builder 


(Continued from page 35) 

“Tf one wishes to go to war for land's 
sake let 1t be a war against rot and rust, 
a war against erosion, a war against those 
things which destroy resources, a cam- 
paign of improvement that makes for a 
better community and good neighbors, a 
battle for our own well being and a de- 
sire to be of help and assistance to those 
living under less fortunate  circum- 
tances.” 

And in that last paragraph you have 
the idea of the man. There are other 
ways of saying the same thing. When 
he wrote of a 4,335 mile trip he stated 
that he was glad to be “back where the 
social ladder neither raises people to such 
dizzy heights nor drops them to such ab- 
ject depths .. . where man made Utopias 
have never been so lavishly undertaken 
nor have ended so disastrously with such 
tremendous wastes and consequent head- 
aches.” And he ends with the thought— 
“Build your home in Minnesota where 
living is worthwhile at all times. And 
see us about plans and all the rest.” 

For in Houston, Minn., you don’t have 
to consult an architect, a contractor, a 
lumber dealer, a plumber and half a 
dozen others to build a home. You just 
talk to I. G. Iverson. Tell him what you 
need; how much you can spend. He'll 
do the rest—producing—as he stated 
about his son’s model house—‘A home 
of quality in design, compact in its ap- 
pointments, yet roomy enough for the 
average family . a home built from 
start to finish with local skilled mechan- 
ics and workmen with linoleums, 
plumbing, heating, wiring, painting and 
builders’ hardware furnished by Hous- 
ton firms . . . a local improvement giv- 
ing home employment and support to the 
home community.” 

There isn’t any formula for I. G. Iver- 
son’s success. He simply made his busi- 
ness fit the community and in doing so 
he incidentally patterned a community as 
trim and attractive as the lumber yard 
There is 
no rule of thumb. Somebody who knows 
how has to make the plans for a house. 
Mr. Iverson found out how to make 
those plans. Somebody must be able to 
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furnish expert advice on bills of mate- 
rials, and costs; somebody has to take 
an interest in the appearance, comfort 
and housing of the community. 

Mr. Iverson is in the lumber business. 
He took an interest and to him it was 
logical that the best way to sell lumber 
was to make the other people take an in- 





terest, too. 


That’s why Mr. Iverson ad- 
vertises, that’s why he’s going to tear 
down the front of his lumber yard and 


put in glass. He never lets the neigh- 
bors forget that his business means prog- 
ress, and he never lets them forget that 
when he works—they work. The idea 
produces results for I. G. Iverson. 





Attract Women with Fireplace 
Equipment 

(Continued from page 33) 
builders’ hardware department, and light- 
light is reflected and diffused by mounting 
the tubes in troughs. There is no glare, 
light is evenly distributed, and the diffu- 
sion is such that the hardware shelves 
are thrown in relief as backdrops, plainly 
visible, but not sharply enough etched to 
detract from the window display. 

With such a large business in fireplace 
equipment, Geister Bros. naturally took 
on fireplaces, and as they expected, are 
doing a good business with this line. Re- 
cently four 50-inch Heatilators were sold 
on one order to a nearby country club. 
The experience of Geister Bros. Lumber 
Co. with fireplace equipment is an excel- 
lent example of how many dealers take 
one of their so-called specialty lines that 
has almost universal appeal and _ fairly 
even sales throughout the year, develop it 
into a feature item, and not only reap 
profits from selling it, but draw many new 
customers for their other lines—lines that 
cannot easily be featured with display. 





WATCH FOR. Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials. 
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Display Is Featured By Ameri- 
can Lumberman Model 


Some months ago Gregg & Son, mill- 
work manufacturers and retail lumber 
dealers at Nashua, N. H., decided to in- 
stall a temporary display in the North 
Station, Boston, Mass. As a central fea- 





In a statement to 
the American Lum- 
berman, Charles 
Rich, of Gregg & 
Son, said: "We are 


enclosing _photo- 
graph of our dis- 


play, showing use 
made of one of the 
model houses which 
you so kindly fur- 
nished us, and which 
added a great deal 
to its effectiveness" 





ture of the display, a miniature house 
model was used, this being supplied by 
the AMERICAN LUMBERMAN’S source of 
miniature house design and construction ; 
a special service for lumber dealers, ren- 
dered on a pre-arranged basis. 





Canadian Dealer Is Strong for 
Package Selling of Homes 


In writing the AMERICAN LUMBER- 
MAN requesting a specimen copy of our 
new book of “Moderate Cost Homes,” 
George H. Belton, of the lumber com- 
pany bearing his name, operating at Lon- 
don, Ont., added some interesting com- 
ments, which we quote: 


“For some time the writer has been an 
interested reader of your paper. The 
articles therein have proven most in- 
structive and profitable to us. Your re- 
cent articles on low-cost houses and 
package selling have been very inter- 
esting. 

“This last year we have been endeavor- 
ing to sell the complete article. We are 
now selling a complete house, turning the 
actual building work over to our con- 
tractor customers. Most of our efforts 
have been in the low-cost field, where 
we believe the building industry will find 
the greatest market; especially in On- 
tario, where 80 percent of the wage earn- 
ers receive less than $1,500 per annum.” 

Mr. Belton enclosed a pamphlet bear- 
ing his imprint, entitled “Now It’s Easy 
as ABC to Get the Home You Long to 
Own.” The pamphlet describes the com- 
pany’s plan, which follows that sponsored 
by the Johns-Manville Co., and by use of 
the question-and-answer method provides 
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in compact form a great deal of informa- 
tion essential to home builders. Dealers 
on this side of the boundary line will be 
interested to know that their Canadian 
colleagues are taking up the package sell- 
ing and Housing Guild ideas, and effec- 
tively harnessing them to the existing 
housing needs. 





Catchy Display In Dealer's 
Lobby Attracts Attention 


A little different use of display boards 
is seen in the first floor entrance lobby of 
the Kelsey & Freeman Lumber Co., in 
Toledo, Ohio. The idea is so popular with 
this company’s customers that it looked 
like a good one to pass along to other 
retailers through this department. 

Just as a department store knows that 
it can't keep people interested by leaving 
its sidewalk show windows decorated the 
same for a month at a stretch, the manage- 
ment of this 84-year-old lumber yard is 
careful to keep its home gallery changed 
to avoid its growing stale to frequent 
callers. The display board is sort of an 
appetizer for the much larger collection of 
home pictures in the second floor cus- 
tomer rooms. See illustration below. 





Thumb-tacked to a 3x5-foot piece of insu- 
lation board at the time of the writer's 
visit to the yard were six 8x10-inch photo- 
graphs of houses, four smaller glossy prints 
of homes, and three newspaper advertise- 
ments that had appeared shortly before 
and which carried pertinent messages. An 
attractive frame edged the display board 
to set it off fittingly. The pictures are of 
ten popular type dwellings ranging in price 
from $4,000 to $10,000 








Interior of lumber warehouse of M. L. Claster & Sons, 
Lock Haven, Penn. 


What we know is what retailers tell us. They've been telling 
us about the FITA; and here are two statements from Penn- 
sylvania. 

“Local banks are against it,” said a lumberman in the mining 
area. “I know why they’re against it, but I don’t think their 
reasons add up to common sense. At least not in this community. 

“This town had a little building boom a few years back ; and, 
to local bad luck, it was promoted as a speculative venture. The 
promoters got so dazzled by expected profits that they forgot 
to see that the jobs fitted either the community or the new own- 
ers. Of course the banks applied the old formula of loaning 
only sixty percent of the ‘value’; but they made the mistake 
of thinking that value is equal to cost. Here’s an instance. A 
bank put a plaster of $4,000 on a new house, had to take it back 
when the owner couldn’t make the grade, and is now trying to 
sell it for $1,800. You tell me the ‘value’ of this house! Is it 
the $6,700 it cost, or the $1,800 the bank would take for it? 
The sour part of it is that the former owner could have paid 
for a $3,500 house, and his family would have been happy in it. 


Selling Repossessed Houses 

“Naturaly the banks are trying to unload these repossessed 
houses. I’m not the smartest man in the industry by quite a 
number, but I do suspect I’m a little smarter in this instance 
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REALM of the 
RETAILER 


than the bankers are. They think that there are only so many 
possible home owners in the community, and they want to work 
on these prospects with their old houses before any more build- 
ing is done. So they’re against any loans for new construction 
until they get into the clear. If I take a loan prospect around, 
the banker stalls until he can get me out; after which he tries 
to dispose of one of his houses. 

“IT happen to know that in several places in this State there 
are houses being built for people who never before have been 
considered sound building risks; people earning small but regu- 
lar wages. They’re getting small but carefully designed and well 
built homes on which they can pay out by the month. I know 
there are such families here. But see what’s happening. 

“In the first place, the people who could use the banks’ re- 
possessed houses to advantage have gone shrewd; and they 
figure that if the banks are to take a loss, it might as well be 
a big loss. They’re getting away with it, because the bankers 
are being scared by their own stories; nobody buying, nobody 
building. In the second place, these scare stories are driving 
the low-income group to cover—convincing these people that 
home ownership is a ten-to-one hazard, a sure way of losing 
accumulated savings. 

“If we could have a fair chance at this low-income group 
with the FHA formulas, we could change this scared attitude 
in a month. We could convince people that houses, planned and 
financed under these formulas, are worth what they cost, and 
especially that they are planned with the owners’ needs and 
resources carefully in mind. With half a dozen or more of 
such houses on the go, planned in this common-sense way, the 
shrewd prospects for the repossessed houses wouldn’t be so cer- 
tain of bargain prices. With building and ownership on the go, 
the repossessed houses would be sold—not for their original 
cost, which was more than they were ever worth—but at least 
sold. We’re working, with some chance of success, on the pros- 
pects who could make a good use of the FHA service, and our 
one serious obstacle is this stubborn banker idea that the way 
to get out of one mistake is to make another and a bigger one.” 

The second comment was made by a dealer in an industrial 
city. 


Guiding the Young Family 


“I’m a Republican,” he said, “and so I don’t like many of 
the things this administration is doing such as catering to the 
radical wing of labor. But I do like the FHA, and local bank- 
ers agree with me. I like it because it’s sound in basic principle 
and is fitted to the special problem of the family with limited 
means, the family that wants to get ahead. A young fellow 
who makes $100 a month in this city can live decently and can 
pay out on a house that’s planned for his income and for his 
family. I see it being done. I think there isn’t much of more 
importance to a young family than getting started along lines 
of thrift. Paying out on a house is a grand start, and the FHA 
fits the purpose. It touches the points that are most important 
to a young man; a house in which his family can live com- 
fortably, a financial obligation which he can carry. If earnings 
increase and a bigger house is indicated, the original house can 





Steel handled in a lumber yard. M. L. Claster & Sons, 
Lock Haven, Penn. 
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The Keystone State Comments 
on the FHA 


Bankers Who Try to Cure One Mistake by 
Making Another--The Importance of Ex- 
act Planning in the Promotion of Thrift 


be sold or traded. The FHA house always is marked as a well 
built and well planned structure, a pedigreed article, one that 
finds ready resale. The FHA is good for people of all ages; 
but just now I’m thinking of young families standing at the 
forks of the road, thrift one way and planless living the other. 
It’s not only good for our business but its good for the city; 
raises the standard of citizenship.” 


Several dealers have told us the FHA has helped in cases 
where prospects didn’t want or need public loans ; teaching prin- 
ciples of sound design and financing, curing that hopeless feel- 
ing that home ownership is a dangerous field with the odds 
heavily against the owner. The FHA is making known the rela- 
tively simple principles of measuring home investment against 
resources, and of making sure the design and construction are 
sound. It is taking some of the mystery out of the business. 


Yard Makes Much Special Millwork 


So much for the moment about FHA. 


Our good friend Hart B. Daugherty operates the business in 
Indiana, Penn., that was founded by his grandfather, and that 
was later operated by his father. When we called, Hart was 
busy making small sales. A young fellow wanted a propellor 
for an air generator. An older man spent forty minutes buying 
forty feet of siding. “It takes time, selling these little orders,” 
Hart said, “but service to the community is part of our busi- 
ness. And for that matter you never know when the boys will 
be back with big orders.” 

Many of these eastern yards started as planing mills and 
gradually worked into lumber retailing. Customers bought their 
lumber rough directly from sawmills, and had moulding, sash, 
doors and other finish made from it at the planing mills. It’s 
still a slow business to introduce stock millwork in habit-form- 
ing quantities. Older houses are repaired and remodeled, and 
stock patterns seldom match; so there has to be much grinding 
of cutters. Daugherty told of selling much stock to the local 
college and of matching patterns that had originally been made 
by his grandfather. 


Importance of Exact Estimation 


“To meet the requirements of the 
FHA,” Daugherty said, “we go in for 
package sales to the extent of assembling 
subsidiary bids. Our contractors don’t 
like to fuss with these bids, so we handle 
them. Like all other retailers, we've 
found that in making lump-sum bids on 
lumber we have to be exact in estimating. 
In the old days we just sent out material 
until the job was done and then added up 
the delivery tickets ; something that’s out 
nowadays. Most errors in estimating are 
omissions; flooring or plaster or shingles 
or what not. So we follow a printed check 
list and go over the bill repeatedly with 
the contractor. 





Indiana Lumber & Supply Co., 


Indiana, Penn. 
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Enclosed millwork truck, being replaced by machines covered 
by tarpaulins. M. L. Claster & Sons, Lock Haven, Penn. 


“Much of the 39 building in this country has been done in this 
town; so naturally we’ve had plenty of competition from other 
yards in the county. That’s all right, and we understand it. It 
brings up a tough problem, but I’ve settled it by refusing to cut 
prices against outside competition. I want my prices to be fair, 
and I want to set them, myself, and not to have them set for 
me. If I cut off my profit for a prowler and didn’t make the 
same prices to my good customers who don’t shop around, I'd 
be all kinds of a so-and-so. We hate to lose jobs, but we like 
to get paid for our stock, and always we want to be fair.” 

A. K. Simpson, of the Indiana Lumber & Supply Co., of 
Indiana, Penn., said most of the building money there was 
loaned by a local B & L.. About 30 percent of his business, 
he added, is the product of his planing mill. Neighboring deal- 
ers tell us this concern has a real flair for millwork and makes 
it pay, and that’s high praise in the East where mills are looked 
upon as a necessary evil rather than as a sure source of profit. 


Promoting the Small House 


M. L. Claster & Sons, Lock Haven, Penn., operate five 
yards. Samuel Claster tells us the company started years 
ago in the junk business, something long since discontinued. 
It began handling steel, and still does; including a certain 
amount of fabrication. Years ago the company added lumber, 
and carries complete stocks. The company has framed some of 
its lumber warehouses of steel. Recently it moved one of these 
warehouses ; and, because the frame was bolted and not riveted, 
the building was easily moved. Not a piece was spoiled. 

“We're investigating methods of building small houses, $2,500 
to $3,500,” Mr. Claster said. “I’m certain there’s a large and 
undeveloped field for them in several of our towns, but so far 
I haven’t gotten contractors much interested. They’ll build 
anything, but they don’t like to work out the ways of an exact 
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price in advance, and too often a supposed $3,500 house reaches 
toward $5,000 when it’s done. That defeats the whole thing, for 
these less expensive houses have to be priced exactly or they 
can’t be sold. Because there are large numbers of prospects in 
that bracket, to be interested by exact advance prices, I’m still 
working on it. In some of our areas there is no demand for 
small houses. In fact in one town we can’t sell any kind of 
house except something the owner can’t afford, and that makes 
a tough financing problem.” 

The company is replacing its big semi-trailer enclosed trucks 
with machines of similar size covered by tarpaulins. There are 
rods running along the sides, with cross bars fitted with over- 
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size [-joints that slide on the side rods. When the machine is 
to be loaded, these cross bars are pushed forward out of the 
way. When the load is on, the cross bars are pulled back and 
support the canvas cover. 





FIRE TRAINING SCHOOLS were held in September and Octo- 
ber in Grenada, Calhoun, Chickasaw, Simpson, Harrison, 
Stone, George, Hancock, Jackson, Smith, Jasper, Clarke, Lau- 
derdale and Covington counties, Mississippi, and also for the 
Sumter Lumber Co., of Electric Mills, at which 300 in attend- 
ance studied the rules and regulations governing the work of the 
State Forest Service. 


Times Change, But Opportunity Is Still Here 


Wherever you go you find that the lumber dealer in the town 
is one of the moving spirits for progress. Figuratively, of 
course, he builds the town. But it is not often that you find a 
lumber business that practically accounts for the town. A. H. 
KKrouskop & Co., Richland Center, Wisconsin, is such a one. 

Away back when there were more trees than farm land, A. HH. 
Krouskop started a logging mill and began to manufacture 
hardwood flooring. It seemed logical to open a retail lumber 
yard in the growing community, so that was the next step. 
The farmers cleared their land and brought logs to the mill. 
When they were paid, they had to spend it somewhere; so the 
company opened a general store, and branched out with a 





Top, left: Three Krouskop stores in business district. 


Right: One of the garage door installations. 


grocery, a hardware store and a feed mill. 

By the time the founder died all of his interrelated businesses 
were flourishing and in addition he owned a number of farms 
around the community. The present owners today are Wm. S. 
McCorkle, Jr., a nephew of the founder, and Carl Barnes, the 
former bookkeeper. 

This year, the local druggist, the feed mill man, the banker, 
and the florist all built houses. $25,700 were spent for these 
houses. In addition, a fire in the country created the need of 
rebuilding the Turner house, and as an added splurge of enter- 
prise, the company constructed, on speculation, a $3,500 house 
from their plan book service. 





Lower left: All-wood house 


constructed on speculation by A. H. Krouskop & Co. Taken from a plan book service, this $3,500 house is equipped with wooden 
gutters 


4 





“We would like to go through the book and build them all,” 
stated C, E. Pratt, manager of the lumber yard. “That first 
house was an all wood house, even to the gutters. We tried 
it out and it is sold already. We sublet the work and stood 
behind all the bills, plumbing, heating, lighting and everything. 
We've done that on several houses. Some people want to deal 
with only one source; then they come to us.” That observa- 
tion, incidentally, clearly stated the main reason why lumber 
dealers are in such an excellent position to cash-in on the house 
building business. People like to deal with one source. 

Aside from new building and the usual repair work in town, 
four sets of overhead garage doors have been installed. The 
one in the Standard Oil Station grease pit garage is in a central 
position where everyone in town can see it. The installation 
makes good advertising. 

Although the early opportunities of the founder of the busi- 
ness are of the past, A. H. Krouskop & Co. continues to de- 
velop the even greater opportunities available to lumber dealers 
today, wherever they may be. 
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ern Pine Features Swiss 





Northern white pine planks were used 
effectively for gables and the garage 


SHOREWOOD, Wis., Jan. 10.—In this 
suburb of Milwaukee there are scores of 
fine homes, but the one which is receiv- 
ing, perhaps, more attention than any 
other at this time is the residence of Mr. 
and Mrs. Edmund J. Schrang and their 
two sons. The house, of Swiss chalet ar- 
chitecture, was designed by Mr. Schrang 
for his own home, and wood was gener- 
ously and prominently used inside and 
out. All of the material except the mill- 
work for the house was bought from the 
North Milwaukee Lumber & Supply Co. 
of which Ray Coerper is manager. It is 
one of many residences designed by Mr. 
Schrang and built with lumber from the 
fore-named company. 

At first glance, a person is impressed 
with the rich appearance which the wood 
gables and cedar shingles on the roof give 
to the charmingly different home. North- 
ern white pine from around Neenah, 
Wis., was used in 1x12-inch plank form 
in the gables and stained a dark brown. 
The same material was used for con- 
structing the detached double garage, and 














This pleasing view is first thing a visitor sees 


E. J. Schrang, architect-owner, stands in 
plank-lined entranceway of his home 


for the walls of the large open porch at 
the rear of the house, It, also, lines the 
recessed front entranceway, and was used 
in building the railed balcony that ex- 
tends the full width of the front gable. 

The windows in this house are unique. 
The large circular one to the left of the 
entrance is in the dining room, extend- 
ing from floor to ceiling. A center sash 
about three feet square swings inward. 
Matching the dining room’s clever open- 
ing, there is in the livingroom a large 
divided front window, composed of 
three sash containing fifteen leaded round 
panes. Scattered among these circular 
panes are several of crown bullion mould. 

There are two bedrooms, a bath, dining 
room, kitchen, and living room on the 
first fioor, with space available for three . 
bedrooms and another bathroom upstairs. 
The floors throughout are Perfection 
brand of clear, plain red oak from the 
Arkansas Oak Flooring Co., the trim is 
gum, and all doors are Rezo. Insulation 
was used all over the house. 





This is the way the large round window looks in the dining room The painting over the living room mantel is Mr. Schrang's work 














View of $2775 house, designed 

by Lieber Lumber & Millwork 

Co. Monthly payments are 
$19.95 





Add another lumber dealer 
to the already substantial list 
whose. package-home _ selling 
operations have developed to 
a point where the services of 
a full-time architect as a mem- 
ber of the staff are required. 
Recently, Otto Lieber, Jr., 
president of the Lieber Lum- 
ber & Millwork Co., Neenah, 
Wis., who for some time have 
been engaged in package sell- 
ing substantially as outlined in 
the Johns - Manville Guild 
Plan, added J. L. Fetters as a 
full-time employee. Mr. Fet- 
ters has had retail lumber yard 
experience, is a skilled free- 


hand artist, and an expert 
small home architect. He is 
drawing plans and _ writing 


specifications for small homes 
and remodeling projects, and 
assisting in the supervision of 
the building work sold by the 
company and performed by 
selected contractors. 

“Our first move with a 
prospect for a new home” said 
Mr. Lieber, outlining the pres- 
ent package selling procedure, 
“is to sit down with him and 
fill out what we call our analy- 
sis sheet. We explain that 
the information we are asking 
for is necessary to permit us 
to develop a building plan that 
will be both satisfactory to 
him and within his ability to 
pay for it. The information 
includes the size of his family, 
age of children and _ recrea- 
tional pursuits and interests of 
the family members. We get 
his occupation and salary, and 
information that will enable us 
to check his credit standing. 





Foundation and floor plan of 

$2775 house designed by Lieber 

Lumber & Millwork Co. Note 

location of heater and utility 
room 
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We get his ideas of the size 
and design of a house that will 
be satisfactory to him, or if his 
mind is open on the subject we 
show him plans, and make 
suggestions, finally arriving at 
a general agreement in accord 
with what he wants and ap- 
proximately what we think he 
can afford to build. 

“We take the stand that 
each prospect presents an in- 
dividual problem for which we 
must prescribe in very much 
the same manner that a physi- 
cian prescribes for an ailment. 
With the information all on 
the analysis sheet, we have the 
prospect sign a statement at 
the bottom saying that if we 
can get out a plan for him we 
will get the job. We proceed 
at once then to draw plans, 
write specifications, and ar- 
range for financing the work. 

“With our own architect, 
plans and specifications are 
developed very rapidly, as 
they should be. Time is an 
important factor when a pros- 
pect has had his interest stim- 
ulated to a point where he has 
agreed to the drawing of 
plans. Our plans now include 
a rendering of the front eleva- 
tion with landscaping in color. 
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Architect Added 
to Dealer’s Staff 


This rendering is a very im- 
portant part of the presenta- 
tion of plans, specifications and 
financing with which we close 
the deal. The average man is 
almost entirely incapable of 
getting an accurate picture of 
what a house will look like 
merely by studying plans. The 
rendering in color, however, 
gives him the exact picture 
with no guess work on his 
part.” 

The company has developed 
a base plan for small homes, 
and has arrived at a base price 
for its construction. For re- 
finements or additions there 
are pre-determined amounts to 
add to the base price. The 
base plan calls for a rectangu- 
lar house 32 feet by 26 feet. 
Changes in room layout are 
made at no increase in price. 
Additions are made for a Nor- 
man roof, for a basement, for 
finished second story, ete. 
Each house built by the Lieber 
Lumber & Millwork Co. under 
this plan of operation is 
opened for public inspection 
before it is turned over to the 
owner. 

“A lot of attention,” said 
Mr. Lieber, “has been directed 
to providing small homes for 
young married couples, and it 
is right that the small house 
should be emphasized for 
these people. In addition to 
these young people, however, 
are the couples at the other 





30-0" 

















| 


cL. 
46D ROOM TH 


Wo” 











7 -O- 











end of the cycle—the old cou- 
ples whose families have 
grown up and married. The 
time and energy required to 
keep up a large house is too 
much for them. Many of these 
elderly couples have been sur- 
prised and delighted at our 
little base house at $29.95 a 
month. We are going to keep 
right on developing the small 
house. That is the market. 

“This year,” continued Mr. 
Lieber, “we are having an 
experience that we have never 
had before. For the month of 
December we have a_ half 
dozen leads for new houses. 
We have never had leads in 
that quantity this time of the 
year.” 

J. L. Fetters, the recently 
acquired architect has a fully 
equipped office over the com- 
pany’s display room. Discuss- 
ing his operations, he said, “In 
drawing house plans, I watch 
continuously for opportunities 
to use stock items. When the 
aim is to provide a good house 
at the lowest cost compatible 
with efficient design and sound 
construction, use of stock 
items is an important factor. 
Another thing that is impor- 
tant is effective use of as 
much of the space in the house 
as possible. To get this and 
at the same time provide the 
contractor with details that 
eliminate compromising and 
guessing, it is necessary to 
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consider actual lumber dimen- 
sions in arriving at all room 
sizes. 

“Also, I try to use the same 
plan as much as possible. That 
cuts down the planning .cost, 
keeps the bills of material 
exactly the same in a maxi- 
mum number of cases, and 
inakes the contractor’s job 
easier. We are beginning now 
to take photographs of the 
houses we have built with the 
idea of enlarging them to 8x10 
size for salesmen’s data cases. 
We are also going to take 
color photos, and project them 
on a screen to give the client 
a better idea of what the 
houses look like.” 

The company recently de- 
veloped an elementary house 
to sell for $2775. It is financed 
by a local building and loan 
association, and monthly pay- 
ments are $19.95. The price 
does not include taxes. Plan 
and photograph of the house 
are shown with this article. It 
is 30 feet across the front and 
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Wall in private office of Otto Lieber, Jr., with house plans and 
On each plan is shown the monthly pay- 


renderings in color. 





ment 


twenty-three feet, six inches 
deep. Ceiling height is eight 
feet. Foundation wall is eight 
inch concrete with an 18-inch 


spread footing, the base of 
which is three feet below the 
natural inside grade, and four 
feet below the outside finish 
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grade. There is no basement. 
lloor joists are 2x8, sixteen 
inches on center and ceiling 
joists are 2x4 with the same 
spacing as the floor joists. 
Roof rafters are the same size 
and spacing as the ceiling 
joists. Roof pitch is 12/7, 
and the roof is 12-inch clear 
red cedar shingles, five inch 
exposure, on 1x4 spaced roof 
boards. 

Walls are plastered, and 
floors with the exception of 
the utility room are 234-inch 
yellow pine. The utility room, 
which contains laundry tubs 
and the oil heater, has a three- 
inch reinforced concrete floor 
with a two-inch shoulder, and 
is pitched to a centrally located 
floor drain. The ceiling is 
insulated with two-inch rock 
wool batts, outside walls have 
14-inch Celotex, and interior 
partitions have rock lath. 
Mounted outside the rear of 
the house, and hidden with a 
picket fence, is the fuel oil 
tank. 





Salesmen Launch 1940 at Convention 


New Or LEANS, LA,, Jan. 8.—Anticipating an 
upward swing in business during 1940, the Celo- 
tex Corp. is prepared to provide a group of 
building products unified for the benefit of its 
dealers and the buying public, Henry W. Col- 
lins, vice president in charge of merchandising, 
told 300 men attending the opening session of 
the company’s annual sales convention, here, 
Jan. 3. Mr. Collins’ address was the “kickoff” 
for the three-day meeting at which the corpora- 
tion’s 1940 merchandising and advertising pro- 
gram was outlined. 

The Celotex Corp. is looking forward to a 
substantial increase in new home construction 


this year, according to Mr. Collins. “Reports 
from all Celotex branches and sales territories 
indicate that nearly all of the company’s 8,300 
dealers expect new home construction this year 
to exceed all others since 1928,” he said. 

A recent survey made by the company in 
thirty-seven States indicates a substantial in- 
crease in farm construction, it was stated. Mr. 
Collins said that prospects for farm building 
are considered the best in years by authorities. 

The afternoon of Jan. 3 was spent touring 
the company’s 160-acre plant at Marrero under 
the guidance of Mauran F. Parsons, vice presi- 
dent in charge of the plant. A banquet was 


held the evening of the first day, and the fol- 
lowing two days were devoted to business 
sessions. 





Urges Severance Tax 


SACRAMENTO, CALir., Jan. 6.—A severance tax 
for the $75,000,000 timber industry of California 
has been proposed by Carl Sugar, chairman of 
the State forestry board here. It is pointed out 
the proposal contemplates doing away with the 
real property tax charged against 3,500,000 acres 
of timberland in the State, replacing the levy 
with a tax on the timber when it is felled. 





Three hundred Celotex salesmen from all sections of the nation are shown at their annual sales convention in New Orleans, La. 
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Hardwood Wholesalers Enter 
New Year Cheertully 


Definitely expressing themselves as more en- 
couraged over the outlook for 1940 than they 
were for 1939 a year ago, the members of the 
National Association of Hardwood Wholesalers 
closed their sixth annual convention in Chicago, 
Jan. 5. on a note of optimism. Most of the 
afternoon session was devoted to hearing the 
views of the hardwood men as they look ahead 
into the new year. President John I. Shafer 
presided over the meetings. 

The interesting discussion period was 
launched by John W. McClure, secretary-treas- 
urer of the National Hardwood Lumber Asso- 
ciation, who believes that the industry can ex- 
pect its 1940 volume to be from 5 to 10 percent 
«bove that of the year just ended. He thinks 
the improvement may come in spurts, with the 
first occurring late in January or in February. 
Mr. McClure foresees an increasing volume in 
construction in the next twelve months, unless 
something entirely unpredictable occurs. 

It is his opinion that 1940 is almost bound to 
be a gcod period, following as it does a decade 
of depression. He hopes that it will prove to 
be a year of “great decisions,” one of which he 
believes will be that of European countries to 
evolve a lasting peace. In the United States, 
he said, the people will decide this year whether 
freedom and enterprise are to be preserved or 
totalitarianism take over. 


Hardwood Paneling Popular 


The popularity being achieved by hardwood 
paneling was called encouraging by Mr. Mc- 
Clure. He says that the public is ready to ac- 





A. R. COPELAND, A. H. RUTH, 
Chicago; Chicago; 
Vice President Treasurer 


cept it in home finishing, and believes it will 
be but a short time before even very modest 
dwellings will have at least one room paneled 
with wood. Manufacturers of paneling have 
purposely gone into production slowly so that 
the job would be done without flaw. They 
do not want the infant residential paneling in- 
dustry to get a “black eye” at the start. 

According to Mr. McClure, the hardwood 
industry is to be diagnosed to learn why some 
markets are being lost so that they can be re- 
captured, present ones retained, and new ones 
gained. He sees no reason why hardwoods 
can not be put at the head of the parade of 
woods which are useful to mankind. 

“Don’t let the public believe that only clear 
wood is good wood,” the speaker urged the 
group. “If in 1940 a movement were started 
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to educate consumers to the truth that sound 
wood is good wood, it would mark a great 
victory, and benefit the hardwood lumber in- 
dustry tremendously. When we learn to sell 
our knots, streaks, and worm holes on the basis 
that anything sound is usable, we will greatly 
improve the situation,” he declared. 


Wholesalers Are Optimistic 

A few opinions on 1940 presented by hard- 
wood wholesalers were: 

PAuL Berry, Grand Rapids, Mich.: “I think 
we are on a better foundation for improvement 
than we were a year ago. The trouble abroad 
is more or less controlling the situation here.” 

A. R. CopELAND, Chicago: “The volume for 
the C. H. Worcester Co. in 1939 increased, but 
profits were discouraging. We hope the price 
situation improves in *40 as well as volume.” 

RusseEL_t H. Downey, South Bend, Ind.: “We 
feel that 1940 will be pretty good, after enjoy- 
ing better business in the last quarter of last 
year than in the preceding nine months.” 

J. C. Watsu, Chicago: “I am more encour- 
aged over the outlook than I was a year ago, 
and am convinced improvement is at hand. If 
southern manufacturers keep their prices stiffer, 
we will all be better off.” 

ADRIAN VANKEULEN, Grand Rapids, Mich.: 
If the war increases, selling in the United 
States will open up, but, if it ends abruptly, it 
is hard to say what will occur. However, | 
expect fair business the first few months at 
least.” 

Speakers Discuss Europe 


Those attending the convention were vitally 
interested in the non-lumber talks given in the 
forenoon by Rev. Donald Harrington and Carl 
H. Lundquist, assistant corporation counsel of 
Chicago. Rev. Harrington told his experiences 
during fifteen months of study and travel 
throughout Europe, from which he returned 
late in August. He said that inside all the 
countries abroad there is “human dynamite” 
that may go off at almost any moment. The 
things he saw and heard while living in Hol- 
land, Germany, Czechoslovakia, Hungary, Ru- 
mania, and England were woven into a lively 
account. At the conclusion of his address, Mr. 
Lundquist, who had earlier delivered the offi- 
cial welcome to the convention on behalf of the 
city, told of the years he spent in Sweden and 
expressed his positiveness that Russia can never 
whip Finland, Sweden and Denmark. The last 
two countries will bolster Finland, if it becomes 
necessary. He does not see any Soviet accom- 
plishments of note before June 1, because of 
the three months of rain that will follow the 
extremely cold weather. 

Secretary G. A. Vangsness reviewed the his- 
tory of the association, and praised the co-op- 
eration always shown between the officers and 
members. Looking ahead, he predicted a de- 
cided improvement over 1939. He gave as his 
reasons the war conditions in Europe, making it 
impossible for those countries to carry on do- 
mestic programs and necessitating their turning 
to us for food and equipment, and the fact that 
it is election year in the United States and the 
resultant “hands off” policy toward business 
which is expected from the party in power. 


New Officers Elected 


The following officers were elected for the 
coming year: 

President — Adrian 
Rapids. 

First vice president—A. R. Copeland, Chi- 
cago. 

Second vice president—William Wheeler, 
Marshfield, Wis. 


VanKeulen, Grand 
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Treasurer — A. H. 
Ruth, Chicago. 

Directors — John E. 
Shafer, Logansport, 





JOHN I. SHAFER, 
Logansport, Ind.; 
Retiring President 





Ind. (retiring presi- 
dent); R. H. Downey, 
South Bend, Ind.; J. Cc. 
Walsh, Chicago; Paul wT 
Berry, Grand Rapids; Harry Christiansen, 
Milwaukee; Clark Dickerson, Reed _ City, 
Mich.; Fred Hoffman, Ft. Wayne, Ind.; George 
F. Kerns, M. D. Reeder, H. R. Foster, E. L. 
Koester, all of Chicago; Frank Reitz, Evans- 
ville, Ind.; William Wilcox, Chicago, and Wil- 
liam Kelley, Milwaukee, Wis. 

Mr. Vangsness was re-elected secretary by 
the directors. 

The annual banquet, with the members’ wives 
present, was followed by four vocal selections 
by Nancy Reeder, a talk by C. Wayland 
Brooks, candidate for the Republican nomina- 
tion for U. S. senator from Illinois, and the 
showing of colored movies of Yosemite falls 
and vicinity taken by H. R. Foster on his va- 
cation last summer. 








Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended Dec. 30 totaled 1,205,087 cars, as fol- 
lows: Forest products, 51,477 cars (a decrease 
of 17,663 cars below the amount for the two 
weeks ended Dec. 16); grain, 59,143 cars; 
livestock, 21,375 cars; coal, 272,098 cars; ore, 
20,128 cars; coke, 23,676 cars, merchandise, 
261,869 cars, and miscellaneous, 495,321 cars. 
The total loadings for the two weeks ended 
Dec. 30 show a decrease of 163,343 cars below 
the amount for the two weeks ended Dec. 16. 

Loading of revenue freight for the year 1939 
totaled 34,102,759 cars, an increase of 3,645,681 
cars, or 12 percent, above 1938. Forest prod- 
ucts loadings for the year totaled 1,584,085 
cars, an increase of 166,217 or 11.7 percent above 
1938 total. 


Forest Products Carloadings to 
Gain 9.8 Percent 


WASHINGTON, D. C., Jan 8.—Freight car load- 
ings in the first quarter of 1940 are expected to 
be about 12.1 percent above actual loadings in 
the same quarter in 1939, according to estimates 
just compiled by the thirteen Shippers’ Advisory 
Boards. Loadings of twenty-nine principal com- 
modities are estimated at 5,123,227 cars in the 
first quarter of 1940, compared with 4,570,472 
actual for the same period of the preceding year. 
All boards except the Southwest estimate an 
increase. 

Actual loadings for the first quarter of 1939, 
together with estimated carloadings for the first 
quarter of 1940 and percentage of increase, for 
commodities of special interest to lumbermen, 
are: Est. 

Carloadings Percent 
Actual Estimated Inc. 





Commodity 
Lumber and For- 


est Products... 346,968 381,091 9.8 
Gravel, Sand and 

re 161,787 178,299 10.2 
See 83,652 88,971 6.4 


Brick and Clay 
Products ...... 4 
Lime and Plaster 2 
Paper, Paper 
Board and Pre- 
pared Roofing.. 82,135 94,937 15.6 
Coal and Coke... 1,726,870 1,889,244 9.4 


305 51,877 7.4 
917 32,296 11.7 
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Indianans Start With Home 
Merchandising, Salesmanship 


[Special telegram to AMERICAN LUMBERMAN] 


Note: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 





INDIANAPOLIS, INpD., Jan. 10.—Emphasizing 
1940 as the biggest building year since 1929, 
the Indiana Lumber & Builders’ Supply Asso- 
ciation opened its fifty-sixth annual convention 
Jan. 9, at the Claypool Hotel, here. 

Hon. James M. Tucker, secretary State of 
Indiana, struck the keynote in the address of 
welcome with the remark that “Builders of the 
nation, in fostering building, are developing a 





G. R. DYE, 
Monon; 
Elected President 


R. W. SLAGLE, 
Indianapolis; 
Secretary 


love of the home that was the keystone of de- 
mocracy.” 

Illness of J. Frank Smith, president of the 
association, made it necessary to have his ad- 
dress read. His report covered the adverse 
circumstances under which he began his task, 
concluding with a reference to the brighter 
outlook today. “The young men who have 
come into the business seem conscious of their 
responsibility to the public,’ he stated. “Yards 
are being dressed up, particularly in the rural 
districts. Window displays and show rooms are 
conspicuous throughout the country. Greater 
interest was shown in association activities, and 
lumber dealers had arrived at a better under- 
standing of their kindred problems.” 

Secretary R. W. Slagle reported a gain of 
79 new members. The financial position of the 
association was very good. A greater number 
of dealer problems were being handled through 
the association and its twenty-two service de- 
partments. 


Testing Demand for Small Homes 

Roger Finkbine, president of the National 
Retail Lumber Dealers’ Association, compli- 
mented the Indiana association on being one 
of the faithful supporters of the National, whose 
duty it is to keep lumber dealers posted on all 
hills of importance in Congress. He spoke of 
the tenant farm building program, and of the 
tests the association is making in various areas 
of the country on the new FHA $2,500 homes 
program. Recommendations will be made to 
Congress to assist it in making this bill work- 
able in all sections of the country. Of particular 
interest was the new “Home” magazine, now 
taken over by the National association and 
published for lumber dealer distribution to 
dealers’ prospects. A rural and a city edition 
will be available for the two different types 
of trade. It will carry no advertising, but will 


have special articles for every member of the 
family. It will be largely pictorial, published 
six times a year and procurable by the lumber 
dealer at 3% cents per copy. He hopes enough 
profit can be taken from the magazine to start 
a National public relations program—a_pro- 
gram of reducing obstacles to the building 
industry, and of self-education. He stated that 
2,500 individuals have now taken the course, 
“Tested Selling,” and learned to build homes 
with local labor, materials and financing. 


Officers and Directors Elected 


The report of the nominating committee was 
accepted unanimously. G. R. Dye, Monon, was 
elected president; R. W. Slagle was continued 
as secretary. Directors selected were: 

W. L. Hubbard, Scottsburg; Jack Klemeyer, 
Vincennes; E. G. Collins, Bainbridge; Hubert 
Thomas, Shelbyville; Chester Locke, Hagers- 
town; Charles Rogers, Indianapolis; C. L. 
Van Scoyk, Kentland; W. J. Moon, Westfield; 
Fred Wehrenberg, Fort Wayne; A. G. Zim- 
merman, Wolcottville; John Cox, Nappanee; 
Cc. D. Root, Crown Point; C. S. Porter, East 
Chicago. 

Directors at large: E. S. Kemmer, Lafay- 
ette; Ernest Spickelmeier, Indianapolis; Phil 
Bash, Huntington; Irvin Kreisley, Tell City; 
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George Tarkelman, Richmond; Walter Ste- 
vens, Indianapolis, and John Suelzer, Jr., 
Fort Wayne. 


The Big Opportunity Is Salesmanship 


At the dealers’ breakfast held Wednesday 
morning in the Chateau room, Ray Saberson 
spoke on “Salesmanship, the Dealers’ Greatest 
Opportunity.” Knowing how to sell, he said, 
was the difference between underselling and 
overselling. Knowing how to sell was the dif- 
ference between profit and loss. Volume had 
very little to do with it, for many yards with 
volume lost money, while yards with smaller 
volume made large profits. He said: Don’t 
try to buy your way by underselling. If you 
recognize you have a real service for the com- 
munity, you can sell at a profit provided you 
are of service.” : 

H. R. Northup, National Lumber Manufac- 
turers’ Association, Washington, D. C., spoke 
on the “Indiana Homes Foundation.” He 
stated that homes will be easier to buy in 1940 
than in any other year in history. There is 
a great need, and there is more money in cir- 
culation than at any time since 1929. Through 
the “foundation,” lumber dealers would be pro- 
vided with literature on how to encourage sav- 
ing for and how to sell small homes. Advertis- 
ing service, model home display, lantern slides, 
and house plan services would be offered. 

W. H. Scales, structural engineer, National 
Lumber Manufacturers’ Association, showed 
lantern slides on construction with the TECO 
ring connector designed to use more lumber in 
spans from 20 to 200 feet in place of struc- 
tural steel. 


Roofer Manufacturers Optimis- 
tic, Predict Good Business 


CoLtumMsus, Ga., Jan. 9.—The Roofer Manu- 
facturers Association at its annual meeting, 
here, today heard expressions of opinion that 
the outlook for 1940, especially for the first 
half of the year, is the best in many years for 
the industry. Fair demand at from nineteen to 
twenty dollars per thousand was reported for 
roofers, with prospect for good business as 
soon as the winter weather clears. The follow- 
ing officers and directors were elected: 

President—A. B. Carroll, A. B. Carroll Lum- 
ber Co., Hurtsboro, Ala. 

Vice president—John M. McElrath, Jeffries- 
McElrath Lumber Manufacturing Co., Macon, 
Ga. 

Secretary—W. R. Melton, Cuthbert, Ga. 

Directors—A. B. Carroll, John M. McElrath, 
and Hugh Thurston, Thomaston, Ga.; R. E. 
Sullivan, Ellaville, Ga.; J. H. Starr, Atlanta, 
Ga. 

The nominating committee was composed of 
Walter E. King, Cuthbert, Ga.; J. M. McEIl- 
rath, Macon, Ga.; Charles Mayson, Madison, 
Ga., a former president of the association, and 
H. Dixon Smith, Columbus, Ga. The officers 
were elected by the new board of directors. 
Mr. Melton, who has served as secretary of the 
association for the past ten or eleven years, 
recently severed his connection with the King 
Lumber Co., Cuthbert, to accept the postmaster- 
ship of Cuthbert. At the annual meeting the 
members were unwilling to accept Mr. Mel- 
ton’s resignation as secretary, and succeeded in 
persuading him to continue in this office. 

The roofer manufacturers held their business 
session, starting at three o'clock in the after- 
noon, and concluded the annual meeting with a 
banquet and dance, starting at eight o’clock. 
Guests included wives of the members and in- 
vited wholesalers, and railroad representatives. 
J. H. Starr, Atlanta, retiring president of the 
association, acted as master of ceremonies at 
the banquet. The principal speaker was Theo 
J. McGee, Columbus lawyer and FHA officer. 
who spoke on the European situation, basing 
his talk. on personal observations made while 
on a trip to Russia, Germany and other Euro- 


pean countries just prior to the breaking out 
of the war. The convention committee was 
made up of H. Dixon Smith, Columbus, and 
Gerald Saunders, Alexander Lumber Co., 
Waverly Hall, Ga. 

President Starr expressed his appreciation 
to the members of the group for their support 
during his tenure in office, and he predicted 
that 1940 will be one of the best years in asso- 
ciation history. During the business session 
grade-marking was discussed, and changes were 
suggested which are to be worked out by the 
president and secretary, who will supply mem- 
bers of the association with a new uniform 
stamp. Members were warned not to apply the 
stamp too near the end of the boards. 

Speakers at the business session included a 
number of wholesalers, manufacturers and rail- 
road men, all of whom expressed optimism. 





A. B. CARROLL; J. H. STARR, 
Hurtsboro, Ala.; Atlanta, Ga.; 
Elected President Retiring President 
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Associations’ Plans and Activities 


Meetings to Be Held 


Jan. 16-19—Ohio Association of Retail Lumber 
Dealers, Biltmore Hotel, Dayton, Ohio. Annual. 


Jan. 16-18—Northwestern Lumbermen’s Associat- 
tion, Municipal Auditorium, Minneapolis, Minn. 
Annual. 


Jan. 17-19—Union Association of Lumber and Sash 
and Door Salesmen, Dayton, Ohio. Annual. 


Jan. 18-18—Northeastern Lumber Manufacturers 
Association (Ine.), Parker House, Boston, 
Mass. Annual. 


Jan. 22-24—-Mountain States Lumber Dealers’ Asso- 
ciation, Shirley-Savoy Hotel, Denver, Colo. An- 
nual. 


Jan. 23—Intercoastal Lumber Distributors Associa- 


tion (Inec.), National Republican Club, New 
York City. Annual, 





Jan. 23—Southeastern Hardwood Manufacturers’ 
Club, Mayflower Hotel, Jacksonville, Fla. An- 
nual, 


Jan. 23-25—Kentucky Lumber & Supply Associa- 
tion, Brown Hotel, Louisville, Ky. Annual. 


Jan. 23-25—Northeastern Retail Lumbermen’s As- 
sociation, Hotel Pennsylvania, New York City. 
Annual. 


Jan. 24-26—Southwestern Lumbermen’s Association, 
Auditorium, Kansas City, Mo. Annual. 


Jan, 25-26—Pacific Division, National Wooden Box 
Association, Clift Hotel, San Francisco, Calif. 
Tri-annual. 


Jan. 26—Indiana Hardwood Lumbermen’s Associa- 
tion, Severin Hotel, Indianapolis, Ind. Annual. 


Jan. 26—West Coast Lumbermen’s Association, 
Hotel Portland, Portland, Ore. Annual. 


Jan. 28-30—West Virginia Lumber & Builders’ 
Supply Dealers’ Association, Daniel Boone Ho- 
tel, Charleston, W. Va. Annual. 


Jan. 30-Feb. 1—Middle Atlantic Lumbermen’s As- 
sociation, Bellevue-Stratford Hotel, Philadel- 
phia, Pa. Annual. 


Jan. 30-Feb. 2—Michigan Retail Lumber Dealers’ 
Association, Book-Cadillac Hotel, Detroit, 
Mich. Annual. 

Jan. 31-Feb. 1—Michigan Association of Traveling 
Lumber & Sash & Door Salesmen, Book-Cadil- 
lac Hotel, Detroit, Mich. Annual. 


Jan. 31-Feb. 2—Iowa Retail Lumbermen’s Associa- 
tion, Coliseum, Des Moines, Iowa. Annual. 


Feb. 1-3—American Forestry Association, Biloxi, 
Miss. National Conference. 

Feb. 6-7—Canadian Lumbermen’s Association, 
Mount Royal Hotel, Montreal, Canada. Annual. 


Feb. 6-8—Illinois Lumber & Material Dealers’ As- 
sociation, Stevens Hotel, Chicago. Annual. 


Feb. 7-9—Lumber Dealers’ Association of Western 
Pennsylvania, Hotel William Penn, Pittsburgh, 
Pa. Annual. 


Feb. 13-15—Wisconsin Retail Lumbermen’s Asso- 
ciation, Auditorium, Milwaukee, Wis. Annual. 

Feb. 14-16—Virginia Building Material Association, 
Roanoke Hotel, Roanoke, Va. Annual. 

Feb. 15—Western Pine Association, Hotel Portland, 
Portland, Ore. Annual. 


Feb. 15-17—Ontario Retail Lumber Dealers’ Asso- 
ciation, Royal York Hotel, Toronto, Canada. 
Annual. 


Feb. 21-23—Nebraska Lumber Merchants’ Associa 
tion, Auditorum, Omaha, Neb. Annual. 


Feb, 22-23—Tennessee Lumber, Millwork & Supply 
Dealers’ Association, Hotel Hermitage, Nash- 
ville. Annual. 


Feb. 22-24—Western Retail Lumbermen’s Associa- 
tion, jointly with Utah Retail Lumber Dealers’ 
_— Hotel Utah, Salt Lake City. An- 
nual, 


March 5-6—South Dakota Retail Lumbermen’s As- 
sociation, Carpenter Hotel and Coliseum, 
Sioux Falls, 8S. D. 


March 7-8—Southwestern Iowa Retail Lumbermen’s 


Association, Chieftan Hotel, Council Bluffs, 
Iowa. Annual, 





March 12-13—North Dakota Retail Lumbermen’s 
Association, Auditorium, Fargo, N. D. Annual. 


April 4-6—Florida Lumber & Millwork Association, 
ev Biltmore Hotel, Coral Gables, Fla. An- 
nual, 

April 8-10—Lumbermen’s Association of Texas, 
Fort Worth, Tex. Annual. 


May 5-7—National Retail Lumber Dealers’ Asso- 
ciation, Shoreham Hotel, Washington, D. C. 
Annual meeting of Board of Directors. 


May 19-25—Producers Council; American Institute 
of Architects, Louisville, Ky. Annual meetings. 


June 4-3—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual. 

June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel, Louisville. Ky. 

Nov. 11-16—National Association of Real Estate 
Boards, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual. 





"Heavy" Entertainment Schedule 
for Southwestern Convention 


Kansas City, Mo., Jan. 8—The Dec 30 issue 
of the AMERICAN LUMBERMAN contained a list 
of the speakers who will address the fifty-second 
annual convention of the Southwestern Lumber- 
men’s Association, here, Jan. 24, 25 and 26. 
E. E. Woods, secretary, announces that this 
year’s convention will have a very complete 
program of entertainment. The annual ban- 
quet, which has come to be a regular feature 
of Southwestern conventions will be omitted 
this year, and an elaborate party to be held in 
the main arena of Kansas City’s new municipal 
auditorium will replace it. Everybody will be 
invited to the party, and everything will be 
free. A stag for the men, a Hoo-Hoo Conca- 
tenation, and a complete program for the ladies 
is included. Additional space is being con- 
tracted by exhibitors, and interest in the forth- 
coming event is increasing as the date 
approaches. 





Comprehensive Program Scheduled 
for Dealers of Buckeye State 


Dayton, Out10, Jan. 8—National significance 
is attached to the address of Thurman W. 
Arnold, assistant attorney general of the United 
States in charge of the Justice Department’s 
anti-trust division, which will be made during 
the fifty-ninth annual convention of the Ohio 
Association of Retail Lumber Dealers, here, 
Jan. 17, 18, and 19. Findley M. Torrence, of 
Xenia, secretary of the association, in announc- 
ing Mr. Arnold’s appearance on the program, 
stated : 

It may be unusual for an industry to invite 
its most severe critic to be its guest speaker, 
but what could be more logical? At worst, 
a pitifully small minority of those engaged 
in the building industry are guilty of the 
abuses which his department is now investi- 
gating. 


Mr. Arnold is one of a number of nationally 
famous figures in the building industry who 
will address approximately 1600 retail dealers 
who will gather at the meeting. Theme of the 
1940 convention is “More Home for the 
Money.” 

Roy T. Wenzlick, of St. Louis, president of 
Real Estate Analysts (Inc.), internationally 


famed by virtue of accurately predicting three 
years ago the mounting volume of residence 
construction in the United States, is another 


featured speaker. Mr. Wenzlick insists that . 


those who build homes early in 1940 will obtain 
maximum values. He affirms that inflation of 
both labor and material costs will be felt by 
the summer of 1940, and that prices will ad- 
vance steadily during the next five years. 


Among the more popular scheduled speakers 
are two nationally famed retailers, James H. 
Kimball, of Hingham, Mass., and Otto Lieber 
of Neenah, Wis. Also awaited with extreme 
interest by Buckeye dealers is the convention 
clinic to be presided over by Walter Scales, 
technical engineer for the National Lumber 
Manufacturers Association. Mr. Scales will 
supply specific answers to questions of dealers 
regarding all phases of wood utilization. 





Annual Meeting of Western Pine 
Association is Scheduled 


PorTLAND, OrE., Jan. 6—The annual meet- 
ing of the Western Pine Association will be 
held, here, Feb. 15, at the Hotel Portland. An- 
nual reports and the election of new officers 
will feature the meeting. The complete pro- 
gram has not yet been announced. This will 
be the second annual meeting of a major divi- 
sion of the industry to be held in Portland dur- 
ing the current convention season. The West 
Coast Lumbermen’s Association is to meet, 
here, Jan. 26. 





Hardwood  Lumbermen 
Schedule Convention 


INDIANAPOLIS, IND., Jan. 8—The annual meet- 
ing of Indiana Hardwood Lumbermen’s Asso- 
ciation will be held here, Jan. 26 at the Severin 
hotel. The business session will be held in 
the afternoon, as usual, with a prominent 
speaker scheduled for appearance. This meet- 
ing will be followed by the annual banquet 
during the evening. Charles E. Neel, Union 
City, is president of the association; H. C. 
Spear, Bedford, first vice president; Louis J. 
Eckstein, Jasper, second vice president; and 
C. Fred Klee, Indianapolis, secretary-treasurer. 


Indiana 


Northeastern Convention Plans 
Rapidly Taking Shape 


New York, N. Y., Jan. 8—For the third 
consecutive year Roy Wenzlick, president, Real 
Estate Analysts, St. Louis, Mo., will address 
the 46th annual convention of the Northeastern 
Retail Lumbermen’s Association here, Jan. 23, 
24 and 25. His appearance on the program is 
by popular demand. He enjoys an excellent 
record of accurate forecasting and his predic- 
tions during the past few years have been 
borne out in large measure by actual develop- 
ments. 

Mr. Wenzlick anticipates a sizable increase 
in volume of residential construction during 
the next six months. His conclusions are de- 
veloped as a result of statistical surveys of the 
many and varied factors which influence the 
real estate market. The help which is secured 
by anticipation of the building trend can be 
of real value and is eagerly looked for by the 
many dealers who attend Northeastern con- 
ventions. 

The market for small homes and how it can 
best be developed by the retailer will come in 
for considerable discussion at the convention. 
Leading the subject and discussing what prog- 
ress has been made to date will be Fred H. 
Ludwig, president, Merritt Lumber Yards, 
Reading, Pa. Representing the industry at the 
recent annual Chamber of Commerce Confer- 
ence on housing, Mr. Ludwig made a decided 
impression upon the representatives of industry 
and business as to the position of the dealer, 
and the progress which is being made by the 
industry in developing the small homes market. 
Because of the significance of this subject, it 
is being given a very thorough treatment and 
considerable space on the convention program. 

The convention committee is developing the 
program designed to provide Northeastern 
dealers with complete information on all of 
the subjects which are of current interest to 
them. While the program is not, as yet, com- 
plete, a number of other speakers equally prom- 
inent in their fields are scheduled to address 
the convention. The entertainment features will 
include the Old Guard Dinner on Monday eve- 
ning, Jan. 22; an evening at Billy Rose’s Dia- 
mond Horseshoe, at which convention delegates 
will be given the opportunity of witnessing 











Janu 


Billy 
tures 
banq 
Thu 
is sc 
Man 
tainn 
shop 
Wan 


Ni 
I 
Be 
meet 
factt 
Jan. 
Re 
She} 
will 
estr 
luml 
the 
adm 
nolo 
tanec 
cipl 
an ¢ 
eral 
best 
sre 
Eve 
ican 
hist 
the 
Yar 
Woo 


h 


P 
tine’ 
deal 
ers, 
Lun 
Feb 
ness 
afte 
on 1 
and 
sele 
lead 
Pro 
the 
tifie 
The 
of r 


P 


l 
con 
to 
194 
nes 
Ho 
met 
the 
tior 
Or: 
Lu 
pre 
for 
in 
St. 
an 
Co 
sut 
Tov 
Ins 
De 
N. 
abc 
spe 
wa 
Eu 
te> 
to 





n’s 


ifs, 
n’s 


on, 
in- 


as, 


ute 
gs. 
ber 
ye, 
ion 
Sy. 
ate 
ia, 


ird 
eal 
25S 
rm 
23, 

is 
ent 


en 
p- 


ASe 
ng 


the 
the 
red 


the 
yn- 


‘an 

in 
on. 
ge- 
H. 
ds, 
the 
er- 
led 
try 
er, 
the 
pet. 

it 
nd 
1m. 


ing 





January 18, 1940 


silly Rose’s new and latest entertainment fea- 
tures. On Wednesday night, Jan. 24, the annual 
banquet will be held at the Hotel Pennsylvania. 
Thursday evening, Jan. 25, the theatre party 
is scheduled for the Music Box theatre, “The 
Man Who Came for Dinner.” Ladies’ enter- 
tainment will include matinee performance, 
shopping tours, luncheon and fashion show at 
Wanamaker’s, ladies’ bridge and other events. 





Northeastern Manufacturers Plan 
Instructive, Entertaining Session 


Boston, Mass., Jan. 8.—The seventh annual 
meeting of the Northeastern Lumber Manu- 
facturers Association (Inc.) will be held, here, 
Jan. 19 at the Parker House, according to 
R. E. Broderick, executive secretary. H. B. 
Shepard of the United States Forest Service 
will speak on recent and proposed Federal for- 
estry legislation and its relationship to the 
lumber industry. Prof. Ronald H. Robnett of 
the department of business and engineering 
administration, Massachusetts Institute of Tech- 
nology, will give an address on, “The Impor- 
tance of Knowing Your Costs, and the Prin- 
ciples of How to Find Them.” There will be 
an open forum in addition to the formal pro- 
eram. Stewart H. Holbrook, author of two 
best sellers, “Holy Old Mackinaw” and “Iron 
Brew,” as well as articles in the Saturday 
Evening Post, Colliers, Esquire and the Amer- 
ican Mercury, will be present to discuss the 
historical, lighter side of the industry. This is 
the favorite subject of the eighth generation 
Yankee author who knows and has worked the 
woods from coast to coast. 


Middle Atlantic Dealers Plan to 
Hear and Talk "Shop" 


PHILADELPHIA, PA., Jan. 8.—Subjects of per- 
tinent interest to dealers will be discussed in 
dealer forums, as well as by authoritative speak- 
ers, at the annual meeting of the Middle Atlantic 
Lumbermen’s Association, here, Jan. 30, 31, and 
Feb. 1st at the Bellevue-Stratford hotel. Busi- 
ness sessions at the convention will be held each 
afternoon from two to 4:30 o’clock. Discussion 
on the first day will center on recent legislation 
and its effect on the lumber business. Dealers 
selected in advance will answer questions and 
lead discussions at the open forums. “Dealer's 
Profit Program for 1940”, will be the subject for 
the second day, presenting the association’s Cer- 
tified Lumber Standards plan as a profit builder. 
The annual election of officers and the adoption 
of resolutions will take place on the third day. 








Plans Are Announced for lowa's 
Seventh Annual Clinic 


Des Moines, Iowa, Jan. 8.—Plans are now 
completed for Iowa’s Seventh Annual Clinic 
to be held, here, January 31, February 1, 2, 
1940. A record attendance is expected as busi- 
ness has been good in Towa in 1939. President 
Horace Greenwood of the Iowa Retail Lumber- 
men’s Association, Emerson, Iowa, will open 
the Clinic with an address on Iowa’s associa- 
tion activities for 1939 and plans for 1940. 
Ormie Lance, secretary of the Northwestern 
Lumbermen’s Association, Minneapolis, will 
present “Tested Selling Methods” and plans 
for the holding of schools throughout the State 
in 1940. John B. Egan, Wood Conversion Co., 
St. Paul, will tell the dealers “How to Make 
an Instalment Sale.” J. E. Tobey, Appalachian 


Coals (Inc.), Cincinnati, will speak on the 
ment “How to Meet the Challenge to Coal in 
owa 


Douglas Whitlock, Structural Clay Products 
Institute, Washington, D. C., will discuss “The 
Dealer’s Responsibility to His Customers.” 
N. T. Mears, St. Paul, will talk to the dealers 
about “The World as It Is Today.” Mr. Mears 
spent eight months in Europe just before the 
war broke out and really has a picture of the 
European situation. George Andrews, the Celo- 
tex Corp., Chicago, will discuss how easy it is 
to “Meet the Competition of the Roofing Ap- 
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plicator.” Professor Henry Giese and C. H. Van 
Vlack, extension department, Iowa State Col- 
lege, will conduct the Farm Day Program and 
discuss “Farm Building Construction.” Roy 
Wenzlick, Real Estate Analysts, Inc., St. Louis, 
Missouri, will talk on the subject, “The War 
in Europe and New Building in Iowa.” 

George W. Dulany, Jr., Snark of the Universe 
of Hoo-Hoo International, will be present to 
preside over the Hoo-Hoo banquet, show and 
concatenation, Wednesday night, January 31, 
7:09 P. M. Ran Engelbeck, president of the 
Iowa Hoo-Hoo Club, has completed all plans 
for this affair. Secretary “Bill” Badeaux ad- 
vises that all exhibit space has been taken in 
the exhibit hall. The business program and en- 
tertainment will excel that of any previous 
clinic. Every effort has been put forth to give 
the dealers of Iowa a clinic that will be helpful 
and profitable to all. 


Michigan Dealers Will Be Offered 
Well-Rounded Program 


Detroit, Micu., Jan. 8—The program for 
the fifty-first annual convention of the Michigan 
Retail Lumber Dealers Association has been 








Compton Withdraws 
Name From Considera- 
tion For Ohio University 

Presidency 


The following telegram to the AMER- 
ICAN LUMBERMAN, under date of Jan. 8, 
and the appended letter, from Wilson 


Compton, Secretary - Manager National 
Lumber Manufacturers’ Association, 


Washington, D. C., are self-explanatory : 


Yesterday I requested the Board of 
Trustees of the Ohio State University to 
withdraw my name from further con- 
sideration for its Presidency. Am mail- 
ing you copy of that letter as given to 
press today in Columbus. 


Be of letter sent to chairman, Board 
Trustees, the Ohio State University, 
ke Ohio, follows: 


Miss M. Edith Campbell, Chairman 
Board of Trustees, Ohio State University 
Columbus, Ohio 

My dear Miss Campbell: 

No son of Ohio could fail to have 
been warmed and complimented by the 
interest and enthusiasm manifested by 
the majority of its Board of Trustees, 
and by yourself as Chairman, in having 
him come back to Ohio as President of 
the State University. 

I have often said and I earnestly be- 
lieve that public education is the most 
important responsibility and task in this 
generation. To that end the Ohio State 
University has before it a notable and 
challenging opportunity. 

So in asking that my name be re- 
garded as not available for further con- 
sideration may I express the hope that 
you and your colleagues will continue 
to seek for the University a leadership 
which will have the united support of 
its Trustees. 

Yours sincerely, 
Witson Compton. 
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completed. The meeting to be held, here, at 
the Book-Cadillac hotel, Jan. 31 and Feb. 1, 
and 2, will offer such speakers as: 

I. N. Tate, Weyerhaeuser Sales Co., St. Paul, 
Minn., “The Changing Lumber Picture”; 
Roger S. Finkbine, president, National Retail 
Lumber Dealers’ Association, “The National 
Association’s Program for 1940”; Roy Wenz- 
lick, Real Estate Analysts (Inc.), St. Louis, 
Mo., “The Effect of the War in Europe on 
Real Estate and Construction in the United 
States.” 

A moving picture “California Pine and Sugar 
Pine,” showing mill operations, will be fur- 
nished through the courtesy of Red River Lum- 
ber Co., Westwood, Calif. An extensive ladies 
program has been arranged, including lunch- 
eons, bridge teas, theatre parties, etc., as well 
as attendance at the annual banquet and dance. 
The Old Guard dinner will be held on the eve- 
ning of Jan. 31, at 6:30 o’clock, and the Mid- 
night Frolic will be staged on the same evening 
by the members of the travelling lumber and 
sash and door salesmen’s group. 





Michigan Traveling Salesmen Com- 
plete Convention Arrangements 


Detroit, MicuH., Jan. 8—The thirty-fourth 
annual convention of the Michigan Association 
of Traveling Lumber & Sash & Door Salesmen 
will be held in conjunction with the Michigan 
Retail Lumber Dealers’ Association convention, 
here, at the Book-Cadillac hotel, Jan. 31 to 
Feb. 2. Features of the meeting will be the 
customary “frolic”? on the night of Jan. 31. 
and the annual business luncheon Feb. 1. The 
frolic will be more or less of a frivolous affair 
given over to relaxation for the dealers, sales- 
men and others in attendance. The annual busi- 
ness luncheon is the regular yearly meeting, 
devoted to such business as is pertinent, and 
includes election of officers and directors for 
the ensuing year. This is a closed meeting for 
members only. <A. C. Blixberg, Detroit, is 
secretary-treasurer of the association. 





SPA "Display Counter" to Be Shown 
at Eight Conventions 


New OrteAns, La., Jan. 8.—The Southern 
Pine Association will be represented by an at- 
tractive exhibit at eight State and regional 
retail lumber dealers’ conventions during the 
next few weeks, according to A. S. Boisfon- 
taine, trade promotion manager, who announced 
the list of conventions today. The gatherings 
at which the SPA exhibit will be displayed in- 
clude: 

Indiana Lumber & Builders Supply Associa- 
tion, Indianapolis; Ohio Association of Retail 
Lumber Dealers, Dayton; Kentucky Lumber 
& Supply Association, Louisville; Northeast- 
ern Retail Lumbermen’s Association, New 
York City; Southwestern Lumbermen’s Asso- 
ciation, Kansas City, Mo.; Middle Atlantic 
Lumbermen’s Association, Philadelphia, Pa.; 
Michigan Retail Lumber Dealer’s Association, 
Detroit; and Illinois Lumber & Material Deal- 
ers Association, Chicago. 

The exhibit prepared by the SPA for this 
year’s dealers’ conventions is titled, “A Mod- 
ern Dealer Display Counter,” and is an actual 
model of an idea which can be adopted by re- 
tailers for use in their own show rooms, so as 
to provide an opportunity to demonstrate to 
customers, fundamental problems relating to 
home construction. The exhibit consists of 
three units, which can be set up to fit into a 
booth 8 by 8 feet, but the wings can be moved 
so as to fill up a larger space. 

One section of the exhibit illustrates good 
construction, there being a panel representing 
a wall constructed from the foundation to the 
top of the studs, showing how the sills are 
bolted to the chain wall foundation; well sea- 
soned joists, side-wall framing, studs, sheathing 
applied diagonally, bracing of openings, etc. 
Adjoining are two panels showing edge-grain 
flooring and flat-grain flooring, and attractive 
patterns in laying the floors. 

Since the factors of accurate manufacture, cor- 
rect grading and proper”seasoning are impor- 
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tant to the performance of lumber, the middle 
section of the exhibit consists of three panels 
showing replicas of the official SPA grade- 
marks, a picture of an inspector using the 
moisture gauge to determine the accurate moist- 
ure content of lumber, and a sawmill worker 
using a caliper on a piece of lumber to assure 
the accuracy of its manufacture. 

The third section of the exhibit also contains 
three panels, one showing an outside wall sec- 
tion finished in Southern pine siding, pattern 
No. 105. The two top boards are in natural 
condition, the next two have one coat of paint 
and the two at the bottom have three coats. 
This panel shows the texture and grain of the 
Southern pine siding and also demonstrates 
its paint holding qualities. The middle panel 
shows a combination of horizontal and vertical 
V-joint panelling with random width boards on 
the interior wall, and the third panel shows a 
modern living room interior wall on which wide 
hoards have been applied horizontally with an 
attractive molding between the boards. The in- 
terior panels show some of the Southern pine 
interior finish in natural color and also in 
stains and varnish. 





To Address Intercoastal Annual on 
Housing Investigation 


New York, Jan. 8.—Harry L. Martin; secre- 
tary-manager of the Intercoastal Lumber Dis- 
tributors Association, announces that Corwin D. 
Edwards, special assistant to the attorney gen- 
eral of the United States, will be the guest 
speaker at the luncheon of the association to be 
held at the National Republican Club, 54 West 
10th Street, on Tuesday, Jan. 23. Mr. Edwards 
is in charge of the housing investigation being 
conducted by the Department of Justice. His 
topic will be, “Can the Anti-trust Laws Promote 
Housing Revival.” There will follow a question 
and answer period, when Mr. Edwards will an- 
swer all pertinent questions as to the law itself 
and the scope, disclosures thus far made in the 
investigation of current housing practices, and 
the cost trend of both labor and materials. The 
annual business meeting of the association 
will precede the luncheon and will start at 10:30. 





Wisconsin Dealers to Pay Tribute to 
Founders of Association 


MiILwAuker, Wis., Jan. 8.—Plans are pro- 
gressing rapidly for the fiftieth annual conven- 
tion of the Wisconsin Retail Lumbermen’s 
Association to be held in connection with the 
lumber and building material exposition at the 
Milwaukee Auditorium on Feb. 13 to 15. Un- 
usual interest is being created this year because 
of the Golden Jubilee features that will per- 
meate throughout the exposition, progam and 
entertainment. 

The Wisconsin association was organized in 
the city of Madison. The first officers were the 
late C. F. Mohr, of Portage, president, and 
T. E. Brittingham, of Madison, secretary. 
There have been twenty-three presidents, in- 
cluding C. S. Walker, of Columbus, who is 
completing his second term. There have been 
seven secretaries, with the incumbent, Don S. 
Montgomery, of Milwaukee, serving since 1917. 

One of the anniversary features planned is 
an historical exhibit at the convention, to oc- 
cupy the lobby of the Fifth Street entrance of 
the Auditorium. Here will be displayed inter- 
esting relics of the retail lumber business, 
including photographs of pioneer individuals and 
groups, early convention badges, programs, and 
souvenirs, old invoices, statements, yard equip- 
ment and the like dating back half a century. 

A tribute will be paid to the founders of the 
association and the other pioneers who have 
worked shoulder to shoulder throughout the 
years in building the strength and long record 
of the association. This will be highlighted in 
a dramatic presentation of a tableau commemo- 
rating the Golden Jubilee at the opening session 
on Feb. 13. A parchment Citation of Recogni- 
tion will be awarded to those members or their 
regular employees who have been in the retail 
lumber business for 50 years, or prior to 1890. 
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A similar citation will be presented to the 
association’s charter members whose firms are 
still in business. Firms of eight charter mem- 
bers out of the original 44 are still in existence, 
according to Mr. Montgomery. 


* 





Toronto Wholesalers to Assist 
Ontario Dealers at Convention 


Toronto, CAn., Jan. 8—The annual meeting 
of the Wholesale Lumber Dealers Association 
was held, here, Jan. 8 at the Albany Club. 
Satisfactory reports were presented, showing 
that the association was in good financial con- 
dition. W. C. Carter, retiring president, was 
in the chair. It was decided that in future, 
the regular meetings of the association would 
be held on the third Monday of each month. 
The election of officers and directors all from 
Toronto, for the coming year resulted as 
follows: 

President—-L, M. Stark, Robertson, Stark & 
Hlolland Ltd. 

Vice president—cC. R. Burgess, Robert Bury 
& Co. 

Directors—L. D. Barelay, Canadian Western 
Lumber Co., Ltd.; Alex P. Read, Read Bros. 
Ltd.; V. G. Moore, British Columbia Plywoods 
Ltd.; W. Cc. Carter, Fesserton Timber Co. Ltd., 
the retiring president. 

The suggestion of Horace Boultbee, secre- 
tary-manager of the Ontario Retail Lumber 
Dealers’ Association, that a wholesale enter- 
tainment committee be formed, to assist the 
O.R.L.D.A. at its forthcoming annual conven- 
tion, met with approval. 





A Bundle from Heaven 


Mitwavuker, Wts., Jan. 8—A news item in 
the Milwaukee Journal of yesterday revealed 
that Don Montgomery, secretary of the Wis- 
consin Retail Lumbermen’s Association, last 
week got a most unusual bill of lading, dated 
Dec. 30, 1939. It recorded the receipt “from 
heaven,” via the Stork Express, Inc., of one 
package. The article was described as “one lit- 
tle bundle (male), weight 6 pounds and 9 
ounces.” The article was sent “first class” and 
the express company was urged to “expedite” 
because the bundle was “perishable.” The ship- 
per was Dr. F. Nothnagel. It was consigned to 
Mr. and Mrs. F. M. Pantzer of Sheboygan. 
Mrs. Pantzer was temporarily at the Chester 
hospital, Chester, Pa., her home town. The bill 
of lading was proud Papa Pantzer’s way of an- 
nouncing to the world that another little Pan- 
zer had arrived. 





Canadian Wholesale Group's Name 
Changed to Cover Membership 


MontTrEAL, CAN., Jan. 8.—Founded in 1922, 
the Montreal Wholesale Lumber Dealers’ Asso- 
ciation recently changed the name of the or- 
ganization, by unanimous approval, to Quebec 
Province Wholesale Lumber Association. Ro- 
land Bock, of Bock & Tetreau, Ltd., Montreal, 
P. Q., who was elected president for 1940, is 
well known in New York lumber trade circles. 
He was president of the association in 1930 and 
1936, when it functioned under the original 
title. The change in name was occasioned by 
the fact that membership in the organization is 
Province-wide. 





Commission Group to Issue Year 
Book—Official Roster 


CLEVELAND, Ono, Jan. 8—Within the next 
thirty days the Year Book and Official Roster 
of the National Association of Commission 
Lumber Salesmen will be published and dis- 
tributed to manufacturers, wholesalers, sales- 
men, consumers, retail yards, architects and 
others who desire to have in their file a com- 
plete memorandum of the organization. The 
Year Book, while listing the individuals and 
firms who hold membership, does not cover the 
entire personnel of the commission lumber sales- 
men, but does list a large group of carefully 
selected, well trained sales specialists, located 
in every section of the country, catering to 
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every branch of the wood consuming industry, 
According to the association, a representative 
of the group appeared before the National 
Lumber Manufacturers’ Association meeting in 
San Francisco recently and presented the part 
the association and its members can play in 
carrying the product of every mill to every 
market. It was the speaker’s opinion that a 
salesman in handling various lumber and timber 
items can serve his trade, as well as the pro- 
ducer, to an advantage. 





Louisiana Dealers Appoint 
Secretary 


New Orveans, La., Jan. 10—R. Needham 
Ball, formerly secretary-manager of the New 
Mexico Building Material Dealers’ Association, 
at Albuquerque, N. M., has been named secre- 
tary-manager of the Louisiana Building Mate- 
rial Dealers’ Association as a step toward 
revival of activity of that ea ag x accord- 
ing to announcement of Ben Johnston, its 
president. The association will ae State head- 
quarters in Baton Rouge, La., and will under- 
take an extensive trade promotion program. 
Prior to his affiliation with the New Mexico 
organization, Mr. Ball was associated with the 
Arizona Retail Lumber Dealers’ Association at 
Tucson, Ariz. 





Mississippi Valley Salesmen in Annual 
Meeting; Elect Officers 


MINNEAPOLIS, MINN., Jan. 8.—Thirty mem- 
bers of the Mississippi Valley Lumber & Sash 
& Door Salesmen’s Association were in at- 
tendance at the forty-ninth annual meeting of 
the organization, here, Dec. 29. W. M. Watt- 
son was elected president for the ensuing year, 
and other officers chosen were T. T. Jones, 
vice-president; T. M. Partridge, treasurer; J. 
F. Hayden, secretary, and J. Millard and 
J. L. Westrum, members of the executive com- 
mittee. 

Retiring president H. F. Partridge presided 
at the session. The treasurer’s report was sub- 
mitted by T. M. Partidge, who also pesented 
membership applications of Don Bell, Bell 
Lumber & Pole Co. and W. C. Winton and 
Harry M. Kramer, Winton Lumber Sales Co. 
The memberships were accepted by unanimous 
vote. The retiring president appointed a com- 
mittee consisting of O. O. Bye, chairman, J. A. 
Gray and H. E. Cornelius to co-operate with 
a similar committee from the Twin Cities Hoo- 
Hoo club in arranging the annual joint banquet 
of the organizations, to be held during the 
week of the Northwestern Lumbermen’s Asso- 
ciation convention. President Wattson ap- 
pointed a special membership committee com- 
prised of Torval Hanson, W. C. Morley and 
George Swanson, and also reappointed I. B. 
LeVesconte chairman of the flower committee. 
The nominating committee consisted of R. A. 
Gore, S. M. Boyd and J. A. Gray. 





Nothing Is Expected from Investi- 


gation of South's Associations 


New ORLEANS, Jan. 8.—Investigation of lum- 
ber trade association activities in the South 
under the joint Federal Trade Commission- 
FBI set-up will be concluded around Feb. 15, 
according to reliable but confidential business 
sources. The inquiry, according to trade com- 
ment, has been quite thorough, embracing not 
only direct examination of trade association 
factors but also interviews with those engaged 
in the lumber business. Agents, it is under- 
stood, have been active throughout the South, 
with coordination headquarters in New Or- 
leans. Direct comment as to progress or pos- 
sible developments could not be obtained from 
Federal sources. It is freely said in the trade 
that little, if anything, will come from the 
investigation into the lumber industry itself, 
it being pointed out that the prices and close 
competition of producers and their agents in 
the markets should definitely demonstrate the 
lack of any possible combination serving to 
effect undue profit or basic prices. 
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Among the Lumbermen’s 


Clubs 


ALAMS In Annual Meeting; Elect 
Officers, Directors 


Newark, N. J., Jan. 8.—George Cosgrove, 
loomfield, N. J., was elected president of the 
Associated Lumber & Allied Materials Sales- 
men at a meeting here, today at the Newark 
\thletic Club. Other officers elected were: Vice- 
president, George W. Scribner Jr., Newark; 
treasurer, C. H. Herschey, East Orange, and 
secretary, William Cunningham, Berkeley 
Heights. Charles Brown of Union City and 
George Mendlin of East Orange were named 
to the board of directors. 





Baltimore Lumber Exchange Com- 
mittees Are Named 
BALTIMORE, Mp.—At the first meeting of the 
managing committee of Baltimore Lumber Ex- 
change Jan. 2 under newly-elected President 
Smith he announced the make-up of the various 


standing committees, which will look after 
various details. 

Arbitration and Grievance—L. Alan Dill, 
James Lumber Co., chairman; W. J. Appel, 
W. J. Appel Lumber Co.; Henry D. Dreyer, 


Jr., H. D. Dreyer & Co., Inc.; W. Hunter Ed- 
wards, B. W. Edwards & Sons; Daniel lh. 
Senft, Canton Lumber Co. 

Inspection—W. Hunter Edwards, chairman; 
Henry D. Dreyer, Jr., W. J. Appel, George A. 
Tuerk, Acme Box Co., and Daniel L. Senft. 

Membership—Daniel L. Senft, chairman; D. 
Carlysle MacLea, MacLea Lumber Co.; and 
Charles T. Howard, Colonna-Howard Lumber 
Co, 

Advertising—J. Jackson Waters, George E. 
Waters & Co. (Inec.), chairman; J. Jackson 
Kidd, Kidd & Buckingham Lumber Co.; and 
Albert H. League, League Lumber Co. 

School—D. Carlysle MacLea, chairman; 
Charles C. G. Sack, of George Sack & Sons, 
and Albert H. League. 


House--—Charles T. Howard, chairman, and 
Charles C. G. Sack, Jr., George Sack & Sons. 


National Councillor to Chamber of Com- 
merce of the United States—L. Alan Dill. 





Lumber Sales Club Hears Talk on 
Vaule of Friendships 


BALTIMORE, Mb., Jan. 9—The Baltimore and 
Washington Lumber Sales Club, at its monthly 
meeting, here, Jan. 8, had as its special guest 
F. Bowie Smith, the president of the Baltimore 
Lumber Exchange, who gave a talk on the value 
of friendship. Owing to the bad weather, the 
attendance was held down somewhat, but the 
evening none the less was voted a profitable 
one. There was a good dinner to pep up the 
spirits of the members, and George V. Fred- 
erickson, of the Weyerhaeuser Sales Co., the 
president, occupied the chair. 





Asheville, N. C. Dealers Unite to 
Promote Better Business 


ASHEVILLE, N. C., Jan. 8.—Several weeks 
ago the lumber and building material dealers 
of the Asheville trading area formed an organ- 
ization for the purpose of stimulating additional 
home building, improvement, and moderniza- 
ton. Officers were chosen as follows: 

President—J. E. Divelbiss, Jr., Community 
Coal & Lumber Co. 

Vice president—Jack Westall, J. M. Westall 
& Co. 

Secretary-treasurer—Charley Westall, W. H. 
Westall & Co. 

The dealers active in the new organization 
sponsored a good will dinner recently which was 
attendtd by seventy-five dealers, manufacturers, 
wholesalers and others from the local and ad- 
joining areas. John Thayer, manager, of an 
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Asheville radio station and a former member 
of the lumber and building material fraternity, 
served as toastmaster. Visiting dealers. whole- 
salers and manufacturers were introduced by 


~ W. H. Westall, dean of Asheville dealers, who 


told interestingly of his experiences of 40 years 
ago in the lumber business. E. M. Garner, 
secretary of the Carolina Lumber & Building 
Supply Dealers Association, Charlotte, N. C., 
offered the dealers every facility which the two- 
State organization has, to supplement the work 
of the local group. 





Canadian Christmas Party Benefits 
Charitable Institutions 


Toronto, Ont., Jan. 8.—The annual Christmas 
dinner of the Toronto lumbermen, here, at the 
Granite Club was attended by approximately 300 
members of the local fraternity. W. C. Carter 
presided, and D. C. Johnston of the National 
Lumber Co. acted as master of ceremonies. The 
event was sponsored by the Toronto Wholesale 
Lumber Dealers’ Association and the Ontario 
Retail Lumber Dealers’ Association. Arthur 
G. Slaght, K. C., M. P., Toronto, gave a detailed 
account of the operation of spies in Canada and 
the United States during the last war, and 
stressed the duty of Canadian citizens to assist 
in nullifying similar efforts during the present 
war. A substantial amount of money was raised 
for donation to Toronto charities and each one 
present contributed clothing for children in 
hospitals and charitable institutions. 





Salvage Lumber “'Situa- 
tion’’ Requires Action 


(Disrupted air mail schedules due to ground- 
ing of planes coming to Chicago from the cast 
on Jan. 11, delayed the arrival of convention 
reports of the annual meetings of the New 
England Wholesale Lumber Association and 
the New England group of the Intercoastal 
Lumber Distributors’ Association, held Jan. 10, 
at Boston. A report of these meetings will ap- 
pear in the Jan. 27 issue of the AMERICAN 
LUMBERMAN. A summary of the address of 
Herman I. Hymans, Commercial Lumber 
Products Co., Detroit, Mich., concerning his 
investigation of timber salvage conditions in the 
New England hurricane area, is contained in 
the following telegram from the Boston repre- 
sentative of the AMERICAN LUMBERMAN) : 

[Special telegram to AMERICAN LUMBERMAN] 


Boston, Mass., Jan. 10.—An interested and 
eager group of 100 wholesalers from Maine, 
New Hampshire, Massachusetts, and Connec- 
ticut greeted Mr. Hyman as he outlined all 
plans and negotiations to date for the marketing 
of the salvaged pine lumber in New England. 
Mr. Hyman had flown from New York late in 
the afternoon. An official of General Motors 
had asked him to investigate the salvage oper- 
ations and he had visited many of the mill sites 
and was impressed that the lumber was ex- 
ceptionally well sawed and piled. He felt that 
lumbermen should step in and do the rest oi 
the job, particularly wholesalers. There have 
been many conferences in New York, and some 
all-night ‘sessions during the past week, but 
definite plans have yet to be adopted. Twelve 
wholesalers only had agreed to subscribe for 
stated quantities of the 600,000,000 feet of lum- 
ber salvaged. 

Leslie Bean, director of salvage operations 
for the Government, declared that Mr. Hyman 
had stated the case for the marketing associa- 
tion fairly and correctly. He felt that the 
salvage job was nearing completion and it is 
now up to lumbermen to find a market for the 
lumber. His own work in New England is 
about finished, for within a week he will have 
been transferred to a new field. The last speaker 
at the meeting was Sid Darling, New York, 
secretary of the National-American Wholesale 
Lumber Association. 
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Sponsors Conferences 
for Lumber Salesmen 


SEATTLE, WasSsH., Jan. 8.— “Next to the 
steady promotion of low-cost housing—in fact, 
as an important part of it—should come the 
more effective training and stimulation of lum- 
ber salesmen. And not only salaried employees 
of manufacturing companies, but lumber whole- 
salers, commission salesmen, retail lumber deal- 
ers and their employees. This all has a vital 
bearing upon the success of the lumber industry 
—first, in putting the consumer’s dollar into 
home building; and, second, putting the maxi- 
mum share of those dollars into lumber.” 

Thus did Edmund Hayes, president of the 
West Coast Lumbermen’s Association, address- 
ing the recent national meeting of lumber man- 
ufacturers in San Francisco, Calif., outline 
what in his opinion constitutes a major objec- 
tive in “What Ought to Be Done to Meet the 
Problems Ahead of the Lumber Industry.” 
And, in doing so, he also set forth a sort of 
working gospel for the series of nation-wide 
salesmen’s conferences now being conducted by 
the West Coast branch of the lumber industry. 

The first of the projected series was held 
in New York City just before the start of the 
year, under the guidance and instructorship of 
R. T. Titus, the new WCLA trade extension 
director. “We hope and expect we can hold 
a score or more of these salesmen’s confer- 
ences throughout the country in 1940,” said 
Mr. Titus. “Wholesalers and commission sales- 
men, through whom some of our mills sell 
their lumber, are being cordially invited, as 
well as all representatives of our members.” 
Mr. Titus added that plans are already virtu- 
ally consummated for such meetings in Boston, 
Philadelphia, Indianapolis and Minneapolis, in 
addition to New York, and explained that in 
so far as it was possible to outline their scope 
at this writing, the conferences would concern 
themselves with such subjects as the following: 


Conference Subjects 


(1) Presentation of facts which will en- 
able lumber salesmen to explode such anti- 
wood myths as the one that “this country is 
faced with a timber shortage, hence we 
should use less lumber”; and the second that 
“wood construction is not permanent, is not 
fire-safe’’; the myth that “one can no longer 
get as good lumber as formerly”; and the 
propaganda that “lumber prices and building 
costs are too high.” 

(2) Discussion of the projected WCLA 
Salesman’s Manual. This long-wanted hand- 
book for lumber salesmen will contain valu- 
able selling ammunition in addition to es- 
sential technical data concerning West Coast 
woods and will have its contents built up as 
well as passed upon by the salesmen them- 
selves. 

(3) Explanation of the trade extension 
program of the West Coast Lumbermen’s As- 
sociation for 1940, with special emphasis upon 
those features involving the co-operation of 
the association and lumber salesmen in the 
problem of creating a wider and more stable 
market for West Coast lumber. 


Mr. Titus explained that an invitation had 
been extended to members of the National As- 
sociation of Commission Lumber Salesmen to 
join in the conferences wherever possible and 
that he hoped that others who are, or may be, 
interested in the distribution of West Coast for- 
est products would attend and profit by the 
cooperative effort. Dates and specific locations 
of forthcoming meetings will be announced. 





Jackson, Miss. Lumbermen's Club 
Active; Elects New Officers 


Jackson, Miss., Jan. 8—Paul P. Bellenger 
was elected president of the Jackson Lumber- 
men’s Club at a luncheon meeting of the group 
Jan. 5. Mr. Bellenger, who is connected with 
the Trenton Lumber Co., succeeds J. W. Ber- 
trand. Other officers elected include James 
Emigh of the Gooch Lumber Co., vice-president, 
and Louis Wilson, Trenton Lumber Co., sec- 
retary-treasurer. 
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Road Devil 
PAINT CONDITIONERS 


Make fresh paint fresher than fresh 
and old paint new, ELECTRICALLY 
perfectly condition contents of all 
sizes of cans, in a jiffy, without mar- 
ring can or label. 

The No. 30 RED DEVIL for !/4 pint to gallon cans 


is now offered with rugged permanent base, four 
can a square can adapter. 


Bal No. 34 RED DEVIL for 1/4 pint to quart 
« 
S| 8 


cans. Fits right on the counter. 
| se 
No. 33 RED DEVIL takes from 2 to 5 * . 
gallon cans. Triple 3-Way Action. Th AG 


LANDON P. SMITH, INC., IRVINGTON, N. J. 


ZIERS POINTS + GLASS PLIERS 
CRAPERS «+ PAINT CONDITIONERS 
ELECTRIC FENCERS 














OPERATED HOTELS 





Jn Cleveland 
HOTEL HOLLENDEN 


at In Columbus 
THE NEIL HOUSE 


Jn Akron 
THE MAYFLOWER 


aa | In Corning, N. f. 
BARON STEUBEN 











HOTEL 
i Jamestown, h. Y. 
THE JAMESTOWN 
and 
THE SAMUELS 
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NEWS OF BUILDING 


Residental Building Rises to 60 
Percent of Far West Total 


SAN FRANCISCO, — IF., Jan. 8—Total build- 
ing activity in the Far West has been greater 
during 1939 than in any other year since 1930, 
according to a survey of permits issued by 
eighteen leading western cities made by the 
Bank of America. Costs of construction aver- 
aged ahout 8 percent more in 1930 than during 
1939, so actual physical volume during 1939 ap- 
pears to have been greater. For the first eleven 
months of 1939, the value. of building permits 
issued by these cities was $176,082,000. The 
1939 increase was 10 percent. Recent recovery 
from depression lows has been principally due 
to substantial gains in new residential construc- 
tion, which in 1939 was valued at $104,000,000, 
a gain of 21 percent over 1938. Other construc- 
tion was valued at $72,039,000 in 1939, as com- 


projects which were opened to the public dur 
ing 1939. 

The first contingent will be joined during 
the early part of 1940 by about 115,000 men, 
women and children for whom decent homes at 
rentals within their means will be provided by 
USHA-aided projects now nearing completion. 

This migration for the next six months is 
scheduled at the rate of 4,800 families per 
month, and will be considerably more during the 
last half of the year, making a total of 500,000 
persons rehoused during the entire period. 





Capital Plans Rural Re-Housing; 
Amends Class 3 Rules 


WASHINGTON, Jan. 10.—The U. S. Housing 
Authority, headed by Nathan Straus and estab- 
lished to take over slum-clearance developments 
formerly handled by PWA, is making a strong 
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pared with $73,900,000 in 1938. It showed a 
decline ef about one-third from the comparable 
period in 1930, whereas residential building 
showed a gain of about 34 percent. Residential 
permits in 1939 averaged nearly 60 percent of 
the total value, as compared with 45 percent 
in 1938. Costs of construction averaged about 
106 percent of the 1926 level during the 1923-25 
peak period, as compared with an average of 
about 88 percent during 1939. After adjust- 
ing for only changes in construction costs, total 
building in 1939 averaged about 57 percent of 
the 1923-25 average, residential about 58 per- 
cent, and all other classes, about 55 percent. 





Progress in Slum Clearance 


Wasuincton, D. C., Jan. 8—The United 
States Housing Authority declares that more 
than half a million persons with small incomes 
will greet the advent of 1940 as the beginning 
of a truly New Year, marked in memories by 
their removal from the squalor and dangers of 
America’s slums. For 20,000 in 13 cities, the 
new era of health and happiness deriving from 
the slum clearance program of the United 
States Housing Authority already is begun. 
They are the tenants of 19 low-rent housing 


drive to farmers in the low-income brackets 
to get behind the pending bill increasing the 
borrowing and lending authority of that agency 
by $800,000,000. Mr. Straus and his associates 
propose to launch a big “shack clearance” pro- 
gram in rural areas, particularly in the South. 
Plans for the first five such projects are said 
to cover some 1,500 units, to cost about $2,300 
each, or a total of $3,450,000. It will be re- 
called that the bill now pending in the House 
earmarked $200,000,000 for rural slum clear- 
ance. USHA officials envision the construction 
of a large number of small modern homes on 
acre plots in the South, with well, fencing, some 
landscaping, and a sanitary outhouse. The land 
is to be donated by plantation owners. USHA 
does not make loans to build houses for sale— 
only for rent. The proposed shack clearance 
houses would rent for $50 to $60 a year. The 
low rental would be made possible by the 
USHA subsidy. As readers of the AMERICAN 
IL.UMBERMAN are aware, the Farm Security 
Administration has been building modest cot- 
tages for a lot less than $2,300 in connection 
with its farm tenant and rural rehabilitation 
programs. 


With the Federal Housing Administration 
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seeking to promote the building of modern 
small homes costing $2,500 and less on a wide 
front throughout the country, and more espe- 
cially in small communities and outlying dis- 
tricts, and the RFC Mortgage Co. announcing 
it is prepared to purchase mortgages covering 
such houses built under Class 3, Title I of the 
federal Housing Act, there is just a little sus- 
picion in certain quarters that Mr. Straus and 
his associates are seeking to launch a rival 
program, with units on the average costing a 
little less than the top FHA figure. Meanwhile, 
HA has issued its amended Title II property 
and construction requirement regulations with 
a view to having them apply to homes built 
under Class 3, Title I, costing up to $2,500 
with amortization over a period of 15 years. 
Comment heard here and there indicates that 
the regulations will require considerable further 
amendment if FHA really expects to go to 
town in a big way with its $2,500 home pro- 
oram. 





Issues Comparative Report on 
FHA Inspections and 
Appraisals 


SAN FrRANcIsco, CALIF., Jan. 8—During 1939, 
mortgages amounting to $51,085,200 were se- 
lected for appraisal on 11,042 new homes built 
under FHA inspection from approved plans and 
specifications, in the 46 northern California coun- 
ties, according to the district office of Federal 
Housing Administration. 

This compares to 9,126 new homes, with mort- 
gages amounting to $43,830,100, during 1938, 
which set a ten-year record for residential con- 
struction, and practically doubled the totals for 
1936 and 1937, combined. 

Including new homes not built under FHA in- 
spection but financed through the insured mort- 
gage plan, and existing dwellings on which mort- 
gages were selected for refinancing, the 1939 to- 
tal reached 16,580 homes for an aggregate of 
$74,909,200. 

Since insured mortgages became available 
through local lending institutions in 1935, the 
FHA reports selecting for appraisal mortgages 
on 60,074 homes in this district for a total of 
$268,378,400. 





Oakland Prepares For National 
Housing Exposition 

OAKLAND, Ca.ir., Jan. 8—‘Modern Effi- 
ciency” will be the theme of the third annual Oak- 
land National Housing Exposition, to be held in 
the Exposition building here Jan. 20 to 28. All 
branches of the building industry will be repre- 
sented in 100 exhibits costing more than $100,000. 

Lumber and products sold from lumber yards 
will dominate the lumber exhibit space which is 
the largest display section to be shown. The 
central feature of the Exposition will be a full- 
sized exhibit house built of lumber, which it is 
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believed will do a great deal for the promotion of 
the lumber industry. 

Through the offices of Wood Products, Inc., 
D. N. Edwards, secretary, a committee of lum- 
hermen is soliciting assistance for the indus- 
try’s exhibit. The committee comprises H. B. 
“Nick” Carter, Hogan Lumber Co.; H. “Abe” 
Lincoln, Lincoln Lumber Co.; M. A. Freitas, 
Smith Lumber Co., and William Chatham, Jr., 
Loop Lumber Co. 

Better Housing Bureau, co-operative promo- 
tional agency of East Bay lumber dealers here, 
is conducting a Dream Home contest in which the 
public is invited to submit model homes con- 
structed on an official baseboard representing 
single family dwellings, of any kind of building 
material. Five hundred dollars in cash is offered 
as prizes. 

Models must be delivered to the Bureau before 
Jan. 15. They will be exhibited at the Oakland 
National Housing Exposition, Jan. 20 to 28. 





War Exchange Rates Encour- 
ages Purchases from Canada 


MOonrtTREAL, QUE., Jan. 8.—A boom in the lum- 
ber industry of the Province of Quebec, because 
the war-time exchange rate favors United States 
purchasers of Canadian merchandise, was pre- 
dicted here by Hon. Georges Dansereau, minister 
without portfolio. As a lumber merchant, Mr. 
Dansereau is probably in better position to detect 
a trend in this industry than any of his col- 
leagues. Moreover, he is attached to the depart- 
ment of trade and commerce and, in that capacity, 
is familiar with the concerted drive now being 
launched by the Provincial Government to push 
the sale of Quebec goods across the border. A\I- 
ready, he said, United States lumber buyers have 
shown a wider interest than in previous years in 
the products of Quebec’s forest wealth. 





Resin Sealer and Self-Bonding 
Glue in "Frigid Test" 


SEATTLE, WaASH., Jan. 8.—When Admiral 
Richard E. Byrd’s flagship, the North Star, 
sailed for Little America this fall, it carried in 
its interesting cargo not only the famous 
“Snowmobile,” Alaskan dogs, and nine plywood 
prefabricated houses, but also a big supply of 
REZ synthetic resin sealer and Laux self-bond- 
ing glue, products of I. F. Laucks (Inc.) here. 

To protect the plywood houses against weather 
and wear, Byrd’s men will cover all the build- 
ings at their base camps with a coat of REZ 
after they are erected in the Antarctic. These 
buildings were prefabricated by the Putman 
Lumber Co., Shamrock, Fla., and were shop 
coated with REZ, as an extra vapor barrier. 
The two coats of REZ, one applied in Florida, 
and one after the buildings are erected, will go 
a long way in keeping out the dampness with 
which the explorers will have to contend at 
the South Pole. 

Two of the nine build- 
ings will be used for 
scientific research and 
in these buildings iron 
nails cannot be used, as 
they might upset mag- 
netic calculations, so 
Laux self-bonding, wa- 
ter-resistant glue and 
copper nails will be 
used in assembling these 
structures. 





Famous "Snowmobile" 
loaded on the foredeck 
of Admiral Byrd's Flag- 
ship North Star, just be-~ 
fore sailing to the Ant- 
arctic. The cab of the 
Snowmobile is lined with 
Rezited Super-Harbord 


a hinge that they are all talking and 
asking about. It meets the present 
day demand for streamline design 
(a hinge that is out of sight—out of 


ROSS 


IN\/IsI IBLE HINGES 


soienatitiesiacdameenanaae Be 
ready for our national advertising in 
House Beautiful, American Home, etc., 
etc. Millions in use for doors, folding 
partitions, casement windows. cupboard 
doors, furniture, etc. And—we cooperate 
and help you. Write today for our Re- 
sale Proposition. 


SOSS MFG. CO. 
657 E. First Avenue ROSELLE, N. J. 
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THE FOY PAINT CO., 


Paint profits begin in '40 for deal- 
ers who handle FOY'S Famous 
Finishes. Mark-up on these top- 
quality Paints, Enamels, Varnishes 


and other products ranges from 
43% to 74%. 


If you are looking for bigger sales 
volume and increased profits, with 
little added overhead, write NOW 
for details of the FOY Exclusive 


Franchise for your territory. 


CINCINNATI, OHIO 
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and Dimension 


that give battle 
to wear, tear, 
wind and weather 


Ii PAYS to buy from’ Bentley, what- 
ever your needs may be. Yard stock 
in the smallest items or timbers up to 
60 feet. When you order Zimmerman 
stock, Virgin Long Leaf, you get 
bright, dry, fresh lumber from the 
finest virgin pine forests in Louisiana. 
For Bentley Timbers and Dimension 
we use the CREAM of the Long Leaf. 
Lignasan-treated, to prevent stain and 
discolorattion. Good stocks of 4x4 
and 4x6. Straight Cars and Mixed 
Cars. Let us take care of your needs. 
Write us today. 


JABENTLEY LUMBER CO. 


ZIMMERMAN. LA. 








Your 
CAPITAL 


INVITES YOU 


A wonderful, thrilling 
adventure awaits you 
in Washington, D. C. In 
spiring and educational 
entertainment for your 
visit to the City of 
World Affairs! 











You will enjoy, the location 
of Hotel Annapolis, conve- 
nient to all points of interest 
Accommodations are mod 
ern and rates are moderate. 


AIR CONDITIONED 
GUEST ROOMS & PUBLIC SPACES 





ROOMS 


WITH BATH 


sDsmatt i 
FROMMme 











ANNAPOLIS 


IN WASHINGTON, D.C. 


lth TO 12th ST. AT H ST. 
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MOULDS BOATS FROM PLYWOOD 


ABERDEEN, Wasut., Jan. 6—Construction of 
Super Harboard plywood boats by a patent- 
pending process of bending which, according to 
its inventor, L. P. Burch of this city, is a revo- 
lutionary new technique of framing-planking, 
is going ahead rapidly at the Burchcraft Boat 
Co. plant here. 

“The process used in the construction of 
these boats demonstrates the Burchcraft method 
of moulding plywood, thereby proving the 
adaptability of this material to certain phases 


is select grain oak. The few outside seams ari 
permanently sealed with compressed virgin rub- 
ber strips and liberal use of brass screws. This 
system of construction uses no calking, con- 
densation is nil, and therefore the bilge area is 
dry. Seasonal calking, common with conven- 
tionally constructed boats, is eliminated by 
the Burchcraft method. 

The stressed Super Harboard used in the 
skin of the craft adds greatly to the structural 
strength of the boat, yet gives the resiliency 





A runabout Burchcraft boat so posed that a good idea of its plywood construction is obtained 


of moulded construction,” says L. D. Milbrad, 
sales manager for Burchcraft boats. 

“The rugged toughness of the _ three-ply 
quarter-inch Super Harboard, coupled with our 
labor saving method of application, points to 
new developments in the boat industry,” Mr. 
Milbrad continued. “The system of framing 
employed by the industry as far back as I can 
remember seems due for some changing.” 

Mr. Milbrad points out that the Burchcraft 
boat is perhaps the first wooden one, the dug 
out excepted, in which no vertical ribs are used. 
The hulls of all Burchcraft boats are made of 
two pieces of Super Harboard marine plywood. 
One piece is used on each side, extending from 
the keel to the gunnel, forming the sides. The 
stern piece, or transom, is made of vertical 
grain, top quality airplane spruce. The keel 
piece, gunnel and chine strips are made of hand 
selected first quality bending oak. The trim 


necessary for comfort in rough and choppy 
water, Mr. Milbrad explains. He says the 
Burchcraft performs better in heavy going at 
all speeds than other types of craft. 

At present, the Burchcraft plant here is 
manufacturing a runabout and a_ fisherman. 
The runabout, in the 14-foot size, retails 
for about $125 F. O. B. Grays Harbor, the 
fisherman in the 14-foot size sells for about 
$115 F. O. B. Grays Harbor, and in the 16- 
foot size for approximately $125. Plans are 
now being completed for adding dinghies, car 
top models and duck punts. 

The company will display some of its models 
at the New York motor boat show shortly 
after the first of the year, according to Mr. 
Milbrad, who recently returned from visiting 
dealers in Oregon and California. He reports 
that the various models are being warmly re- 
ceived on the Pacific Coast. 





Shutting Off Baltic Pulp to Stim- 
ulate Canadian Production 


Vancouver, B. C., Jan. 6.—Russia’s invasion 
of Finland has further restricted the competition 
against British Columbia and other Pacific 
Northwest pulp in world markets. Dislocation 
of shipping and other factors had previously 
brought sharp curtailment in pulp exports from 
Sweden and the Baltic countries, and German 
shipments were completely cut off. Now the 
Russo-Finnish war has eliminated Finland as 
a competitive factor. While Norwegian pulp 
is still available, and some Swedish pulp and 
Finnish pulp, as well as newsprint, they have 
declined sharply as a factor in world markets. 

In addition to mechanical pulp and newsprint, 
the Scandinavian countries have been important 
exporters of sulphite pulp, which is used in 
making fine paper, and of sulphate pulp, the raw 
material for coarse paper, bags and similar prod- 
ucts. Some sulphite pulp is used in making 
newsprint—the ratio is about 90 per cent 
mechanical, or groundwood, pulp and 10 per 
cent sulphite. All the Canadian companies 
make their own pulp, and a few, chiefly Abitibi, 
Canadian International, Fraser Cos. and B. C. 
Pulp & Paper, are exporters of sulphite, on a 
relatively small scale. Little sulphate pulp is 
exported from Canada. 

B. C. Pulp & Paper Co., operating two mills, 
one at Port Alice and the other at Woodfibre, 


is the British Columbia company expected to 
benefit most directly from advances in pulp 
prices. Powell River Co., however, has re- 
cently entered the unbleached pulp market, and 
Pacific Mills (Ltd.) is also an important factor 
in several grades of pulp. 





"Extra Heavy" Reservation for 
Training Courses 


New York City, Jan. 8.—Advance reserva- 
tions for the Johns-Manville Housing Guild 
schools are far beyond expectations, according 
to Arthur A. Hood, director of the training 
courses. The reservations pouring in have ne- 
cessitated a revision in the schedule in order to 
accommodate more dealers. Emphasis in the 
improved 1940 school will be on management, 
while a special course for consumer salesmen 
will run concurrently with the executive course 
as in the past. The company officers and sales- 
men will meet as a group during the forenoons, 
and in the afternoons the salesmen will take a 
special course in selling, while executives study 
package selling problems. The dealer forum, 
popular at most of the schools during the past 
year, will be a part of all courses this year. 

The list of schools now scheduled includes : 

Houston, Tex., Jan. 22 through Feb. 27; 
Chicago, Feb. 3-10; Atlantiv City, Feb. 12-17; 
Santa Monica, Feb. 25-Mar. 2. St. Louis, 
Mar. 10-16; and Atlanta, Mar. 25-30. 
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Books for Lumbermen’s Reading 


Tells Story of Nation's Forests 


Although few citizens of the United States 
know it, each of them possesses one and one- 
third acres as his share of the national forests. 
This information is relayed to readers by Wil- 
liam Atherton Du Puy in the opening sentence 
of his book, “The Nation’s Forests,” published 
by the MacMillan Co. [or readability and 
masterly illustrations, this hook can have few, 
if any, superiors. 

The author has ably told his readers the 
nature of the forests of their country, described 
their creation, beauty and romance, portrayed 
picturesquely their original majestic sweep 
across the nation, and deftly explained their 
importance in controlling erosion, sustaining 
the timber supply, and conserving wild life. 
Mr. Du Puy, also, tells the healthful recrea- 
tional facilities which the national forests offer 
to Americans. In gathering data which makes 
up the book, he traveled from coast to coast, 
witnessed floods, erosion and denuding of forest 
lands and knows how necessary it is that re 
forestation be continued. 

The late I. A. Sileox, chief of the United 
States lorest Service, in his introduction to 
the book praised the work highly, and viewed 
it as one of value for students and laymen who 
have little knowledge of the public ownership 
and management of certain basic natural re- 
sources. The book contains 264 pages and is 
priced at $3. 


For Children, a Book on Forestry 
and Lumbering 


Josephine Perry and Celeste Slauson have 
done a commendable job in preparing the text 
and securing the generous supply of fine photo- 
graphs which compose “Forestry and Lumber- 
ing,” the second book in the series America at 
Work. The book is simply written and is 
especially suitabie for children’s libraries. 

The text recounts the steady progress of 
lumbering and the advancement of forestry. 
The reader is told about the movement of the 
lumber industry across the United States from 


the white pine forests of New England, south- 
westward through New York and Pennsyl- 
vania to the Lake States, down to the southern 
pine forests, and then on to the Douglas fir 
region of Oregon and Washington. Forest 
practices in [europe for the past several hun- 
dreds of years are presented as background at 
the start of the book. 

The authors show the experimental stage 
through which forestry is passing, and explain 
how everyone can aid in ensufing the success 
of a permanent forestry program by helping 
to prevent devastating fires. The 125-page 
hook sells for $1.50. 


Broadleaf Trees and Their 
Products Discussed 


The author of “Sagas of the Evergreens,” 
Frank H. Lamb, has brought forth another 
quality work, “Pook of the Broadleaf Trees.” 
Beautifully bound and profusely illustrated, it 
contains descriptions of over 400 varieties of 
temperate zone broadleafs. Mr. Lamb has 
spent more than 40 years in intensive study 
of the world’s trees, circling the globe to visit 
its great forests. 

Each chapter of the book is a complete story 
of an individval tree or related group of trees 
or their products. In an entertaining manner, 
Mr. Lamb tells the uses made of various woods 
throughcut the ages, and their influence on 
design and construction. The author has the 
rare ability of combining factual information 
with his own friendly feeling toward trees and 
forests. Trees are discussed with appropriate 
and related facts about their history, cultiva- 
tion, and present use. Containing 367 pages, 
the book sells for $3.75. 


Hickory Handle Standards 


WasHInGTON, D. C., Jan. 8.—Printed copies 
of Simplified Practice Recommendation R77-39, 
Hickory Handles, are now available. This be- 
came effective from Oct. 15, 1939. Copies may 
be obtained from the Superintendent of Docu- 


ments, here, for 5 cents each. 





New Kiln Provides Fast, Accurate Drying 


DEWEYVILLE, TEX., Jan. 8.—One of the old- 
est and largest producers of southern pine and 
hardwoods is the Peavy-Moore Lumber Co., of 
Shreveport, La. A. J. Peavy, president, is one 
of the few remaining pioneer lumbermen who 
participated in the opening and development 
of the country’s southern timber. This com- 
pany is a well organized group and has main- 
tained a wide reputation for quality production 
of virgin longleaf and shortleaf pine and hard- 
wood. One of the company’s large mills is 
located here. A serious fire in July completely 
destroyed dry kilns at this mill and compelled 
shutting down of the plant. The company re- 
cently completed a battery of four modern Air- 














O-Speed fan kilns, as manufactured by the 
Standard Dry Kiln Co., Indianapolis, Ind. The 
kilns, 104 feet long, are designed to dry either 
hardwoods or softwoods with absolute precision. 
With the new equipment, the company has been 
able to dry its lumber in large solid piled loads 
and with faster speed than ever before. Fast, 
uniform, reversible air circulation has been ob- 
tained and perfect control of air temperature 
and humidity has been brought about with Fox- 
boro dual bulb, zone-type controls. 

As closing down of the mill meant complete 
unemployment for most of the people of Dewey- 
ville, it was necessary to install the new kilns 
in a minimum length of time. The simplified. 

direct-air flow incorporated 
in the Air-O-Speed design 
made possible the elimination 
of air ducts and complicated 
baffles. The Deweyville mill 





Four new internal fan kilns 

recently installed at the 

Peavy-Moore Lumber Co., 
Deweyville, Tex. 





is in charge of Cecil Smith, 
vice president of the com- 
pany, and R. Allen is super- 
intendent in charge of pro- 
duction. 





CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 


Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
| orders. Let us hear from you. 

| 





WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 
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FROM THE BARN DOOR HANGER 
TO THE TINY CABINET HINGE 


Every item of Stanley Hardware is built and 
priced for the satisfaction of you and your 
customers, and advertised so it will sell easily 
and profitably. Catalog No. 61 describes the 
line. The Stanley Works, New Britain, Conn. 


HARDWARE FOR CAREFREE DOORS 











Study e« e e 
ARCHITECTURE 


ee e in spare time 


Hundreds of men have become success- 
ful Architects through I. C. S. home 
study courses. 


I. C. S. texts are complete and prac- 
tical, and are used by many leading 
colleges and technical schools. 


The course has been a great help to me. 
Wilbur L. Lang, Contractor, Ottumwa, Ia. 


With 1.C.S. help | passed the N. Y. State Regis- 
tered Architects’ Examination. 
Oscar Fulreader, Architect, Rochester, N. Y. 


Your Institution comes close to the Ideal University 
of 1980, visioned by H. G. Wells. 
J. E. Tourtellotte, Architect, Portland, Ore. 


The first step these men took was to 
mark and mail an I. C. S. coupon. Make 
your start the same way—NOW! 


INTERNATIONAL CORRESPONDENCE SCHOOLS 
Box 4245, Scranton, Penna. 
Please send me information about the 
subject marked x: 

.. Architecture 


..Arch. Drawing 
.. Building Contracting 


..Reading Blueprints 
..Mason Foreman’s 
..Building Estimating 
WWE ak So io ct Js wie Sa Be Sense eRe ees 
MG dé. 65+ she Gio 6d Oh ape +S es 


Bomepieyed By .. ww. ccc ccc ccceesce 
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Re}, ic 
LEAF 


Yellow Pine 


Aristocrat of Structural Woods 

















Sell This Lumber Leader 


For all structural uses, recommend 
and sell this ever-dependable Long 
Leaf. Never will you have to make 
excuses for it. Strong-fibred, rot-re- 
sisting, time-defying, it keeps right on 
making good and giving satisfaction. 
Our Wiergate mill, largest in Texas, 
has finest equipment to produce high- 
est quality products in Long Leaf 
Yellow Pine. 


WIER LONG LEAF LUMBER CO. 


HOUSTON, TEXAS. 


“ills: Wiergate. Texas. 


* 


























WHITE PINE [32te— 


California White 
Also and Sugar Pine 


Fir Wallboard Wet’ Count Products 


William Schuette Company 


New York 


Office—4i East 42d St. PITTSBURGH, PA. 


Yard Stock Specialist 
SOUTHERN 


en I FSS MME 
HARDWOODS 


BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 











MIXED 
CARS 
OR 
STRAIGHT 
CARS 








TEXARKANA, ARK.-TEX. 
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Chicago Lumber Movement 


The following report by the Chicago Board as compared with 1938. In shingle receipts 
of Trade on the 1939 movement shows that in there was a decline of 25 percent, in shipments 
lumber receipts there was an increase of 27 a decline of 31 percent, but local consumption 
percent, in lumber shipments an increase of 26 or addition to stocks made a gain of 31 percent 
percent, and an increase in the local consump- in 1939 as compared with 1938, 
tion or addition to stocks of 25 percent in 1939 
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LUMBER RECEIPTS AND SHIPMENTS—(In Thousand Feet) 

CG WW RP eccce «+ 419,984 58,092 242,570 41,278 277,407 36,207 283,803 32,609 146,339 24,905 
EO dsc necacce 408,944 32,183 368,202 26, pod 544,787 41,883 562,447 33,631 440,742 27,438 
CRI & Pac...... . 70,236 1,366 69,473 2,476 96,680 465,311 78,678 32,966 35,955 2,403 
© De @ RR... 0: 266,261 9308 230,001 8; 243 $19,887 12,395 271,029 10,656 167,492 9,930 
Oe Bie vc cccccs 57,709 3,660 50,550 4,938 75,730 8,840 66,830 8,860 47,198 6,040 
2...) —— + 162,607 14,809 145,963 9,126 215,188 14,791 196,215 10,302 146,215 7,310 
CMS8StP & P 248,510 5,813 180,953 6,974 266,433 10,267 193,674 7,980 85,668 9,635 
Wabash (W of Chi) 38,666 28,72 39,466 24,026 48,818 43,332 34,178 37,305 23,707 23,479 
C GW RR...ccccce 41,545 6,161 35,064 5,496 47,710 8,022 40,475 7,682 23,912 3,362 
AT &SF RR.... 81,153 3,029 68,751 3,351 78,292 3,200 71,603 1,995 50,359 1,541 
M St P_ & S Ste M~ 37,745 16,639 26,666 12,436 46,694 12,926 34,763 9,916 26,136 7,082 
East’n, Southeast’n® 46/372 406.071 36,678 319,650 66,191 451,316 55,202 392,986 50.932 276.043 
[ll Waterways..... Be éseows | ae 2,482 ccccce GLI. wc cece Me. éaaene 
TOS oeccecs 1,881,484 585,855 1,497,853  464,6112,080,298 688,4891,838,976 586,688 1,248,669 399,168 


SHINGLE RECEIPTS & SHIPMENTS—(In Thousands) 








FOr OF i obsteeeeece 3,883 26,584 9,553 $4,699 3,901 20,698 4,763 33,100 17,504 
EO Ditevestecccee 15,078 12,287 41,927 17,999 38,746 16,314 34,379 27,930 29,311 
So eS @ POR ccsca 684 18,581 1,416 8,762 56,172 4,879 1,910 11,474 1,937 
Se BO Giwece coccee SECO 3 ceccce $3,365 4,342 163,882 1,319 118,994 682 74,615 4,363 
ins une see 2.900 53,298 6,593 69,877 5,812 48,800 9,857 39,400 8,437 
7 2 § ¢ pee 24,816 188 28,727 9,127 ees 2 eon 23,809 
CM St P & Pac.... 19,539 78,055 21,663 97,559 3,275 49,611 2,120 14,204 6,545 
Wabash (W of Chi) BS 7,368 939 14,831 2,557 9,594 3,896 19,968 1,132 32,338 
2 4 yp | ae 10,594 1,103 9,228 2'368 12,204 1,079 11.054 1,097 11.355 894 
Ri) 200 1,350 1,000 4,129 303 100 200 396 100 1,903 
M 8t P & 8S Ste M. eee 566 1,647 280 ecece 8 cesese ee 638 
East’n, Southeast’n® 6,812 120,942 $4,671 149,742 31,696 174,413 23,988 117,263 8,332 86,247 
Totals ........ 239,564 197,663 $18,757 286,938 448,985 270,972 298,484 219,748 221,642 213,926 
*INCLUDE— Pere Marquette Michigan Central PCCé&sL NYC & 8 L 
Wabash (East of Chi) cé&éoO N Y Central Bé&o C & Erie 
cceccé st L CréL PFtwé&c GT WwW 
(With Net Additions to Stock or Local Consumption) 
Into Stock Into Stock 
(In Thousand Feet) and Local (In Thousand Feet) and Local 
Receipts Shipments Consumption Receipts Shipments Consumption 
1939 ...1,881,481 585,855 1,295,629 1982 ... 716,527 264,697 450,830 
1938 ...1,497,853 464,611 1,033,242 1931 ...1,275,364 495,623 779,741 
1937 ...2,080,293 688,489 1,391,804 1930 ...1,812,745 761,732 1,051,013 
1936 ...1,838,976 586,688 1,252,288 1929 ...3,359,737 1,245,986 2,113,751 
1935 ...1,248,669 399,168 849,501 1928 ...3,838,291 1,331,210 2,507,081 
1934 ... 917,340 298,278 619,062 1927 ...3,923,002 1,521,878 2,401,124 
1933 ... 907,065 297,407 609,658 1926 ...4,097,667 1,909,470 2,188,197 








Company Opens New Modern Office Building 


Keystone Steel & Wire Co., Peoria, Ill., cele- conditioning, uniform indirect lighting, and gen- 
brated 50 years of progress on January 5, when eral acoustic treatment in the offices and cafe- 
a new classic modern office building was opened _ teria. All interior furnishings, including office 
to house the company’s administrative, executive accessories and machines, are new. 
and general office departments. The building, On the main floor, in addition to reception 
206 feet long and 58 feet deep, fronts U.S. room and executive offices, are located account- 
Highway 24, five miles south of Peoria, in Bar- ing, credit, cost, payroll, production, engineer- 
tonville, and is a part of a general plant ex- ing and purchase departments. Top floor con- 


pansion program to increase production facili- tains sales, advertising, order, traffic, filing, 
mailing, tabulating, transcribing departments. 


ties. Increased manufacturing, warehouse and 
power generating 
capacities were in- 
augurated recently. 

The design of 
the building is 
semi - modernistic. 
Entrance doors, 
door frames and 
canopy are alumi- 
num. The com- 
pany name, in 
large metal letters 
above the entrance, 
is illuminated at 
night by two flood 
lights. Outstanding 
interior features 
are complete air 
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January 13, 1940 


South's Rate Reduction Effec- 
tive at Once 


[Special telegram to AMERICAN LUMBERMAN] 

New OrtEAns, La., Jan. 9.—The Interstate 
Commerce Commision on Jan. 9, refused to 
exercise its power to suspend any part of the 
freight rate reduction on lumber from the South 
and Southwest to Official Territory, which 
means that such rate reductions definitely be- 
came operative Jan. 10, according to A. G. T. 
Moore, traffic department director for the 
Southern Pine Association. The SPA tariff 
No. 3, which will contain these rate reductions, 
is expected to be ready for distribution to sub- 
scribers the latter part of this month, and will 
cover all shipping points within producing terri- 
tory to Official Territory. Many mills withheld 
shipments pending the ICC decision on appli- 
cation of Virginia manufacturers for sus- 
pension, 


MEMPHIs, TENN., Jan. 9.—Reduced rates on 
lumber products, hardwoods and pine, shipped 
from the South and Southwest to the North 
and East (east of the Illinois-Indiana State 
line) and which had long been sought by 
the Southern Hardwood Traffic Association and 
the Southern Pine Association, were formally 
approved today by the Interstate Commerce 
Commission and made effective tonight at mid- 
night. They had been opposed by lumber in- 
terests in other areas on three separate occasions 
before the Commission. 

The reduced rates apply in connection with 
the usual lumber list, including lumber, box 
material, staves, heading, flooring, common 
veneer and other similar products. The mini- 
mum to be observed is the same as generally 
applies with the North and East, 36,000 pounds, 
subject to lower minimums for certain light- 
loading commodities, such as box materials, 
etc., which are to carry a 30,000-lb. minimum. 


The reductions range from one to four cents 
per 100 pounds and average more than three 
cents. The reduction on the average carload of 
hardwoods will be approximately $20. It is 
estimated the new rates will result in a saving 
of two million dollars annually. 





November Exports, Imports 


WASHINGTON, D. C., Jan. 8—Exports of hard- 
wood and softwood lumber (including boards, 
planks, scantlings, flooring, sawed timber) and 
logs from the United States for the first eleven 
months of 1939, totaled 1,083,779,000 board feet, 
as compared with 953,010,000 feet for the first 
eleven months of 1938, a gain of 14 percent, ac- 
cording to the Forest Products Division, Bureau 
of Foreign and Domestic Commerce. Of the to- 
tal 1939 amount, sawed material accounted for 
970,926,000 feet, as compared with 853,238,000 
feet, a gain of 14 percent. On the same basis of 
comparison, exports of logs and hewn timber to- 
taled 112,853,000 feet, as against 99,772,000 feet, 
a gain of 13 percent. 

In the following statistics, 1938 amounts are in 
parenthesis. Sawn hardwoods (including floor- 
ing) totaled 239,349,000 feet (234,342,000). Soft- 
wood log exports totaled 92,478,000 feet (79,375,- 
000 feet). Hardwood logs exports totaled 20,375,- 
000 feet (20,397,000). Total imports of hard- 
wood and softwood logs and lumber (including 
clapboards and cabinet woods) totaled 871,478,- 
000 feet (641,275,000), an increase of 36 percent. 
Of this amount, logs (hardwood and softwood) 
accounted for 216,291,000 feet (159,065,000) ; 
softwood lumber (including clapboards), 562,- 
980,000 feet (419,084,000); hardwood lumber 
and sawed cabinet woods, 92,207,000 feet (63,- 
126,000). Spruce imports totaled 266,682,000 
feet (176,029,000). Imports of fir and hem- 
lock combined totaled 150,509,000 feet (152,- 
155,000), and imports of pine totaled 105,617,- 
000 feet (56,152,000). The sawed ties and 
shook are not included in above figures. 


Sr 


Saw Manufacturer Publishes 
Four-Page Newspaper 


PHILADELPHIA, Pa., Jan. 8.—Henry Disston 
& Sons (Inc.), here, manufacturer of “Dis- 
steel” saws and knives, has just started the 
publication of the “I. P. News,” a four-page, 
nine by twelve-inch paper, which will be dis- 
tributed to the lumber manufacturing trade. 
It will be published monthly, and the first issue 
coincides with the start of the 100th anniver- 
sary of the company. 

It is the company’s desire to make the paper 
of as much interest as possible and messages 
and news should be addressed to the company’s 
editorial offices, in care of Donovan-Armstrong, 
Girard Trust Building, Philadelphia. Permis- 
sion has been given the Disston company to 
reprint pertinent information carried in the 
AMERICAN LUMBERMAN. 

The initial issue, in addition to presenting 
developments and ideas of the company, con- 
tains items of timely interest, news from vari- 
ous lumber producing centers and other fea- 
tures. 





"Wooden Exposition" to 


Reopen 


San Francisco, Cauir., Jan. 6.—Definite 
announcement that Treasure Island of the 1939 
Golden Gate International Exposition would be 
reopened for a “Fair in ’40” was made just 
prior to the Christmas holiday. The 1940 Ex- 
position will open in May and run four or four 
and one-half months. So prominent a place 
did wood construction play in the 1939 expo- 
sition that it was referred to on occasion as the 
“Wooden Exposition.” All but two of the 
major buildings were of wood construction, and 
plywood came into its own as a major. building 
material throughout the grounds. 





When lumber 
is wanted 
P.D.Q. "From 








VIRGIN PINE and HARDWOODS... . . 5 MODERN MILLS 


The 5 Mills of Angelina are modern mills, manned by skilled workers, 
equipped with up-to-date machines, manufacturing by advanced methods. 
Large stocks of Short Leaf Yellow Pine, Oak, Gum, Ash, Cypress, Gum 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, Ml. 
Retail and Industrial Sales 
A. E. BOATRIGHT LUMBER COMPANY. 
111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 


Veneer, Dimension, Finish, Casing, Base, Mouldings, Oak and Maple 
Flooring, Oak and Gum Trim, Hardwood Items, Pickets, Lath, Woven 
Wire Picket Fence. We invite your inquiries and orders. They will have 
prompt, careful attention. 


Phone, write or wire. Why not today? 


Angelina County Lumber Company, Keltys, Texas 


KURTH LUMBER MFG, CO. Clarksville, Texas 


CONROE LUMBER CORPORATION, Conroe, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 
TROUT CREEK LUMBER CO. Kirbyville, Texas 


TEXAS OAK FLOORING CO. Dallas, Texas 








LOS ANGELES, California 
ST. PAUL, Minnesota 





NATIONAL DISTRIBUTION 


Damudo Products “2 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN (~ 
Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


KANSAS CITY, Kansas 
CHICAGO, Illinois 


PACIFIC MUTUAL DOOR CO.., washineron 


Bee 


BROOKLYN, New York 
NEWARK, New Jersey 







WAREHOUSES 


For Orderly 
Distribution 
to the trade 


BALTIMORE, Maryland 








Pine that Sells on Merit 


To satisfy your customers and make your 


business grow, sell Sabine Shortleaf 
Southern Pine. Many a dealer has found 
that this time-tested lumber has the super- 
quality that meets the most exacting needs. 
ALL grades of Sabine now are Double- 
End Trimmed. And through EVERY process 


of production — drying, manufacturing, 
grading — the most scrupulous care is 
given. Common Lumber, Finish, Trim. 


End-Matched Y. P. Flooring, Sheathing. 
Oak Flooring, etc. Consult our nearest 
representative or mail us your inquiries 
and orders. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 


NDUSTRIA 
































' 





ELIZABETH, LOUISIANA 


Timbers, chemically treated to 
prevent stain. 





Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


AIWVWELLS 


LUMBER COMPANY 


MANUFACTURERS 
\ MENOMINEE 3” MICHIGAN. J 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


Wasutncron, D. C., Jan. 8—Following is the National Lumber Manufacturers’ Association re- 
port for two weeks ended Dec. 30, 1939, and for fifty-two weeks ended that date, covering mills 
whose statistics for both 1939 and 1938 are available, and percentages comparison with statistics 
of identical mills for the corresponding period of 1938: 








Av. No. Per- 

Mills Production cent 
TWO WEEKS: Rptg. 1939 of 1938 
Total Softwoods .. 399 312,902,000 112 
Total Hardwoods.. 75 16,417,000 148 
Total Lumber ..... 459 329,319,000 113 
PIOOPVURE? 2. ccciecs 80 17,085,000 1412 
FIFTY-TWO WEEKS: 
Total Softwoods .. 429 10,701,820,000 4117 
Total Hardwoods.. 86 372,630,000 107 
Total Lumber ..... 497 11,074,450,000 117 


Flooring* 464,077,000 1411 


Per- Per- 
Shipments cent Orders cent 
1939 of 1938 1939 of 1938 





343,750,000 100 354,986,000 110 
12,251,000 109 10,505,000 89 
356,001,000 100 365,491,000 100 
15,303,000 116 14,424,000 122 


if 4 
i 


212 1,000 116 +f, 440,000 115 
444,¢ 


272, 
2,000 136 436,015,000 132 











11,708,455,000 115 


6 

8 
11,657,148,000 116 ’ 

43,000 115 463,338,000 106 


466,7 





RELATION OF UNFILLED 


ORDERS TO STOCKS 


Wasuincton, D. C., Jan. 8—Following is statement of seven groups of identical mills of un 


filled orders and gross stock footage on Dec. 30: 


No. of Mills 


Unfilled Orders 
Reporting 1939 


: iross Stocks 
1938 1939 1938 





Total Softwoods* ............ 381 683,794,000 625,090,000  3,406,379,000  3,663,807,000 
frotal Hardwoods* ........... ‘76 48,827,000 55,765,000 336,184,000 369,725,000 
Total Lumber .. Mee te ee $45 732,621,000 680,855,000 3,742,563,000 4,033,532,000 
Hardwood Flooring .......:.. 90 52,052,000 62,937,000 94,338,000 114,519,000 


*Of Northern mills, 12 reported on softwood, 


stocks. 


i4 on hardwood unfilled orders; 16 mills on 


fIncludes 62 southern units and 14 northern miils. 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orveans, La., Jan. 10.—Following is 
a summary of reports from southern pine mills 
for two weeks ended Jan. 6: 


Average weekly number of mills, 117 
Units,} 101 


Two Weeks 
Three-year average production*.. .61,748,000 
MOCMRL PEOGUCTION «2... ccc esc csccs 52,380,000 
I fig et fore ec taeh aia a o's sie es 40,978,000 
eo me” ee re anne 38,904,000 


Number of mills, 126; Units,? 108 
On Jan. 6, 1940 
Sees ee ee 65,248,000 
eer re reer 422,284,000 
*October, 1935, to October, 1938. 


tUnit is 309,000 feet of “3-year average” 
production. 


Western Pine Summary 


PorTLAND, OrE., Jan. 8—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Dec. 30: 


Report of an Average of 110 Mills: 


Total for 2 weeks ended 
Dee. 30, 1939 Dec. 31, 1938 


Production ...... 91,304,000 71,434,000 
Shipments ....... 101,024,000 108,861,000 
Orders received... 120,982,000 98,978,000 


Report of 103 Identical Mills: 
Dec. 30, 1939 . ‘ 
Unfilled orders... 203,886,000 215,680,000 
Gross stocks ....1,503,745,000 1,587,912 
Report of 103 Identical Mills: 
-——Total for Year———__, 
1939 


1938 
Production ...... 3,196,638,000 2,695,668,000 
Shipments ....... 3,413,348,000 2,976,452,000 
Orders ..........3,394,231,000 3,038,444,000 





West Coast Facts-- December 


SEATTLE, WASH., Jan. 8.—The most signifi- 
cant feature of the December market for West 
Coast lumber was a partial recovery from the 
curtailed buying which followed the buying 
hysteria of September, says Monthly Lumber 
Facts, published by West Coast Lumbermen’s 
Association. December was thus a “return to 
normalcy,” following the up and down extremes 
in lumber buying during the fail months. The 
net volume of December orders for West Coast 
lumber was approximately the same as that for 
March, 1939, which represents a normal rela- 
tionship. Behind the recent rise, fall, and sub- 
stantial recovery of the market for West Coast 
lumber are these facts: 

1. The market for West Coast lumber has 
been affected but slightly by the war; and that 
effect has been adverse through still further 
reducing our Imited volume of foreign trade. 

2. The December recovery reflects primarily 
the continuing strength of the housing move- 
ment in the United States. The sustained vol- 
ume of building permits particularly for new 
residences, and of building contracts, has cre- 
ated a stable demand for lumber. Lumber 
dealers are anticipating a good building market 
in the spring of 1940 and are stocking their 
bins in preparation for it. 


Following is a summary of December (four 
weeks) figures: 
Weekly Averages for December 
Feet 


INN "70 oat aso a ae ee eerie *118,168,000 
NO 556, oc: asc Ga, wugns ch Saletan 113,489,000 
I Seite aia sieialle care Meikiciguy erate 115,644,000 


End month— 
Unfilled orders 


452,187,000 
Gross stocks 


930,000,000 


Cumulative Totals for 52 Weeks 


NIE. ih. :-'<' 0-16 Give &. atv iomnie een e 6,426,951,000 
I er nt ee 6,590,885,000 
I. at aky oratory bevel y e900 eer 6,699,583,000 
Orders by markets— 
NI Sadie oa hk ohne goes where's cree Sct. ie 2,787,019,000 
BEEN COPRO 2.0 ck cde eewes 2,528,802,000 
NN ake! 2 eek sal eal ds.nas nin wee Soe 421,671,000 
ee eee ee 962,091,000 


*Production was 60 percent of 1926-1929, 
the period of highest output. 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 
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Hymeneal 


KNLLEHER-POPE—Mr. and Mrs. Chester 
Cc. Pope, Beverley, Mass., have just announced 
the engagement of their daughter Elizabeth 
to Francis P. Kelleher of Manchester. The 
father of the bride-to-be, with his brother, 
operate the retail lumber and woodworking 
business of J. F. Pope & Son at Beverley. The 
business was founded by their grandfather, 
Jasper F. Pope. 


STEARNS-BRADLEY—Robert Lyon Stearns 
of Stearns, Ky., and Ludington, Mich., and 
Gloria Eden Bradley, Mt. Olivet, Ky., were 
married at Tucson, Ariz., on Jan. 3. Mr. 
Stearns is connected with the Stearns Coal 
& Lumber Co., Stearns, Ky., and is the son 
of R. L. Stearns, Sr., late utility magnate. 
The couple motored to Florida on a wedding 
trip. 


ONSTAD-SCHW ALEN—Miss Elizabeth Car- 
oline Schwalen was married to Curtis Gordon 
Onstad at St. Patrick’s Catholic church in 
Tacoma, Wash., Dec. 27. The bride is the 
daughter of Mr. and Mrs. B. V. Schwalen. Mr. 
Schwalen is treasurer of the Defiance Lum- 
ber Co., Tacoma, and the bride has been em- 
ployed in the office of that concern. Mr. 
Onstad is the son of Mr. and Mrs. A. H. 
Onstad, also of Tacoma, where Mr. Onstad, 
senior, is chief construction engineer for the 
Weyerhaeuser Timber Co. Mrs. Onstad is a 
graduate of the College of Puget Sound in 
Tacoma and Mr. Onstad is a graduate of the 
College of Mechanical Engineering, Univer- 
sity of Washington. The couple will make 
their home at Everett, Wash. 


EBERHARDT-CLAUNCH—At a Christmas 
dinner, the former Miss Juanita Claunch, 
Blairsville, Ill, and Glenn Eberhardt, West 
Frankfort, Ill., announced their secret mar- 
riage on Nov. 1. Mr. Eberhardt is employed 
in the Stotlar-Herrin Lumber Yard in Johns- 
ton City. The couple will make their home 
in Johnston City. 

SAUNDERS-MATHIS—A candlelight wed- 
ding service of unusual beauty was  sol- 
emnized on Christmas when Miss Betty Ann 
Mathis became the bride of Walter Saunders 
of Gillette, Wyo., son of Mr. and Mrs. W. B. 
Saunders. W. B. Saunders is president of the 
Saunders Lumber Co., Gillette, and his son is 
a director. The wedding took place at the 
Presbyterian church. Walter Saunders and 
his bride are students at the University of 
Wyoming. After completing his university 
education Mr. Saunders will engage actively 
in the lumber business with his father. 


KRUGER - FLETCHER — Miss Cunigunda 
Fletcher, Columbus, Neb., became the bride 
of Richard Kruger, Octavia, Neb., in Colum- 
bus recently. Mr. Kruger is an employee of 
the Joyce Lumber Co. The couple will make 
their home in Carroll, Iowa, where Mr. 
Kruger is employed. 











DIMELING-O’SHEA—Miss Katherine June 
O’Shea became the bride of Henry Bridge 
Dimeling, son of John Dimeling, president of 
the Panhandle Lumber Co., Spirit Lake, Idaho 
and Ione, Wash., on Dec. 27 in Spokane, Wash. 
The bride is a member of a well known 
family of pioneer Washington residents. The 
bridegroom is associated with his father in 
the lumber business as manager of the Ione 
plant. Mr. Dimeling attended Whitman Col- 
lege at Walla Walla, and LaFayette Univer- 
sity. He is a member of Phi Delta Theta 
fraternity, and a member of Spokane City and 
University clubs. 


KERWERDA-LONG—In a ceremony at the 
Trinity Lutheran parsonage in Rockford, IIL, 
Miss Dorothy Long, Beloit, Wis., became the 
bride of Donald E. Ferwerda, associated with 
the Sunstrand Milling Co. in Rockford. 


GONYEA - TURNER — Douglas Anderson 
Gonyea, son of Mr. and Mrs. Joseph Gonyea, 
Tacoma, Wash., was married in that city on 
Jan. 3 to Miss Martha Turner, daughter of 
Mrs. John Royal Turner. The bridegroom is 
the son of the vice president and treasurer 
of the Northwest Door Co., Tacoma, manu- 
facturers of plywood and doors. Following 
a wedding trip to California the couple will 
make their home in Tacoma. 





Guard Pine Against Rust 


Mavison, Wis., Jan. 8—More than two 
thirds of Wisconsin’s valuable white pine stands 
have been protected against blister rust, ac- 
cording to E. L. Chambers, of the Wisconsin 
Department of Agriculture. Last year 22,542 
acres of white pine received their first protec- 
tion, boosting the total to 243,053 acres. Pre- 
eradication survey data were recorded in con- 
nection with 17,740 acres of white pine and 
white pine planting sites, bringing the total area 
of mapped sites to 324,160 acres. It is esti- 
mated that there is 367,209 acres of valuable 
white pine in Wisconsin. 
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More building and better building for 19401 Get your 
full share of the business by handling ESSCO Preci- 
sion Lumber. Right now is a good time to check up on 
your stocks and make note of your requirements. Be 
ready to meet your customers’ every need for lumber 
products. This line covers an exceptional range of spe- 
cies and products, with every refinement and betterment 
of modern manufacture. For 61 years we have been 
serving the trade. There’s an ESSCO product for every 
lumber need. Why not write us today? 


ESSCO Southern Pine ES§SCO Southern Hardwoods 
ESSCO Ponderosa Pine ESSCO West Coast Woods 
ESSCO Oak Flooring 





EXCHANGE SAWMILLS SALES Co. 
1111 R. A. Long Building, KANSAS CITY, MO. 








THOUSANDS 


of Owners Say: 





Write for 
Complete Information 


HEATILATOR COMPANY 
581 E. BRIGHTON AVE. 
SYRACUSE, N. Y. 





















LWAYS a “honey” 

for economy, Fir Ply- 
wood has been a “‘prob- 
lem child’ for finishing. 
But when treated with 
FIRZITE, it “behaves” 
like a model of beauty 
and perfection. whether 
stained, painted or enam- 
eled. No “wild” grain! : 
Even hairline checking is HH 
largely eliminated! : 


One Coat of FIRZITE Does the Job! 


For better Fir Ply “behavior,"’ apply one coat FIR- 
ZITE, add enamel undercoat, then eggshell enamel 
finish. (See illustration.) FIRZITE penetrates spring 
and summer growths uniformly. Subsequent mate- 
rials “‘take’’ better. Smooth, rich finish makes Fir 
attractive as more expensive woods! Learn why this 
better Fir finishing service means greater customer 
satisfaction and extra profits for you. Send for 
illustrated folder and FREE ‘‘Firzited’’ panel! 


Covers 600 to 
800 sq. ft. per 
gallon 


By Quart 
or Gallon 


PAINT 
BREINIG BROTHERS rc. 


HOBOKEN, NEW JERSEY 












Correctly Designed Parts for 


TAIRWAYS 


Complete stocks for prompt shipment in OAK, 
RED GUM, BIRCH, YELLOW PINE. Other 
woods also available. 


With our modern equipment, we invite in- 
quiries to take care of your CIRCULAR and 
ODD STAIRWAY JOBS. Send us your prob- 
lems in special or difficult millwork, 


Write for Stair Folder “G.” 


Corbett Cabinet Mfg. Co., * px" 










Is at its best in this comfort- 
able, conveniently located 
hotel, where service and 
good food are a byword. 


HOTEL 


TNOX 


9TH AND WASHINGTON 
Over 50% of all rooms $3.50 or 
less single $5.00 or less 








double 
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WELL LOCATED FLORIDA MILL; 
A MODEL OPERATION 


Port St. Jor, Fia., Jan. 8.— The St. Joe 
Lumber & Export Co., here, operating on a 
double shift, is now cutting 120,000 ft. of long- 
leaf yellow pine daily. The company’s entire 
output is handled by the Putnam Lumber Co., 
Shamrock, Fla., manufacturer of Suwannee 
River tidewater red cypress and longleaf yel- 
low pine. The combined production capacity 
of the two companies is approximately 100,- 
000,000 ft. per vear. With its correctly de- 
signed plant layout and complete equipment, 
the St. Joe Lumber & Export Co. is a model 
operation. Sawmill and planing mill machin- 
ery consists of a single band mill, vertical re- 
saw, two planers, band resaw, rip saw, circular 
rip saw, three single-saw, exact length trim- 
mers, two DeWalt saws, three boring ma- 
chines, and a complete set of CCC camp form 
tables. The company’s modern dry kilns have 
a holding capacity of 70,000 ft. per day. Two 
dry sheds have a storage capacity of 1,500,000 
ft. each. 







“i. 


: de tee 
meting Os 33: 
‘ & is mee aa oe 


wok ok sh gk 


Partial view of the 
timber deck of the 
St. Joe Lumber & 
Export Co., Port St. 
Joe, Fla. In the back- 
ground may be seen 
the company's saw- 
mill 


The timber supply of the company consists 
of 400,000,000 ft. of longleaf yellow pine and 
tidewater red cypress. Logging equipment of 
St. Joe Lumber & Export Co. consists of a 
two-line steam skidder and a two-line Diesel 
skidder, three tractors of the crawler type, 
one decker loader, one American loader, two 
thirty-five ton Baldwin locomotives, one fifteen- 
ton Baldwin locomotive and thirty-five miles of 
rail. 

Shipping facilities include water, rail and 
truck. Shipments of 200,000 ft. or more for 
export are made direct from the Port St. Joe 
harbor which has thirty feet of water. Ap- 
proximately 40 percent of the company’s pro- 
duction goes export and the remainder to 
domestic markets. 

Officers of St. Joe Lumber & Export Com- 
pany are: M. L. Fleishel, president; B. E. 
Kenney, Sr., vice president and general man- 
ager; B. E. Kenney, Jr., treasurer, and J. E. 
Crosby, secretary. 


Employees of St. 
Joe Lumber & Ex- 
port Co. stacking 
South American 
scantlings on the 
timber deck 





Modern Sawmill Replacing Fire 
Damaged Equipment 


Kettys, Trex., Jan. 8—On the evening of 
Dec. 9, at 9:30 o’clock, the main sawmill build- 
ing of the Angelina County Lumber Co., here, 
was destroyed by fire. The flames completely 
destroyed the sawmill, its contents, the log 
haulup, refuse conveyor, refuse burner and a 
part of the timber dock, representing a loss of 
approximately $160,000, mostly covered by in- 
surance. According to D. W. Thompson, 
secretary-treasurer of the company, rebuilding 
got underway during the first week of January 
and it is thought that the new mill will be in 


operation by April 15 to May 1. The new mill 
will be a double band and a gang with all 
modern equipment. 

While the new mill is being built, it is planned 
to cut pine one shift of seven hours daily at the 
Angelina Hardwood Co. mill, Ewing, Tex., 
with which the Angelina County Lumber Co. 
is afhliated. This will give the latter a daily 
production of about 50,000 ft., to be transported 
over the company’s own railroad, the Angelina 
& Neches River Railroad Co. to Keltys where 
the lumber will be kiln dried for shipment from 
that point. In addition to regular seasonal 
orders, the company reports a heavy order file 


for railroad, car material and other special 


cutting. 
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THE LUMBERMAN POET 








THE WAY HOME 
(From Issue of Nov. 14, 1903) 


We ain’t very strong on right an’ on wrong, us fathers at Lumber Camp Ten; 

If a man wants to cuss or to kick up a fuss, it don’t bother the rest o’ the men. 

If a man’s on the square an’ inclined to be fair, we like him the better for that; 

But we don’t pick a quar’l with the man who will snarl, any more’n we would with a cat. 
If he looks for a row, we manage as how he don’t have to wander about; 

And a mighty good lick, or a duck in the crick, will gen’ally straighten him out. 


You can easy surmise we was took by su’prise when Scotty, the boss of the barn, 

Got serious kind an’ said, to his mind, he cared not a golly gosh darn. 

If a man went to kirk, or in camp had to work where he never heard singing or text— 
He could be just as good as any cuss could, in one place as well as the next. 

This theology biz, or whatever it is, was a new kind of talk around there. 

We didn’t think much on religion an’ such; we was rusty on preachin’ an’ prayer. 


There wasn’t a one, not a son-of-a-gun, but wanted to Heaven to get; 

But we had the idea that, if Heaven we’d see, we must go by the way of Marquette. 
When we're up in Camp Ten it is different then, away from the church an’ the chime; 
We have our own laws an’ fight our own cause an’ eat venison any old time. 

So when Scotty, the boss of the heifer an’ hoss, the other lads started to rake, 
They gave a ho-ho an’ told him to go an’ take a big jump in the lake. 


Now, isn’t it strange, how quickly we change from joy into sorrow an’ back, 

How a man seems to know he'll be called soon to go acrost the great river so black? 
In an hour, by the watch, that bundle of Scotch in a bunk we saw tumble an’ toss; 
For a kick on the head by that blamed heifer red had ended it all for the boss. 

No preacher was there with a comfortin’ prayer to make easy the comin’ of death. 
There was no one to say a text or to pray for the poor devil pantin’ for breath. 


Then he opened his eyes, but no pain or su’prise in the face of the man we could see; 
’Twas the face of a child, that looked upward an’ smiled, an’ said, “Fellows, listen to me: 


“Tf a man goes to kirk, or in camp has to 
“Remember he can be a God-lovin’ man in 
T% ’ > ’ 

It’s all over, I know, but I ain’t scared to 


work where he never hears singin’ or text, 
one place as well as the next. 
go, though my heart at the partin’ is sair; 


“T can see the white gate where my wee babbies wait—an’ I know that I’m goin’ straight there.” 


Forestry—The art of using an article and 
preserving it at the same time, and 
which promises to be very successfully 


and widely practiced. 


POET'S EPIGRAMS 


club. 


Every time the lumbermen organize an 
association, 
getting some one to start a women’s 


Satan tries to offset it by 
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SQ YEARS AGO 


From the AMERICAN LUMBERMAN 








Richard B. Appleby, the 
hardwood dealer of Chicago, 
is a man of strong, not to 
say eccentric, characteristics. 
He was formerly a portrait 
taker in New York City, and 
Rochester, N. Y., and he is as 
full of anecdotes about his ex- 
periences in that line, as 
Pandora’s box was prolific of 


evils. Pictures were then 
taken by the daguerrean 
method, and Mr. Appleby 


plumed himself on his perfec- 
tion in that art. His lines 
were always out for the cap- 
ture of great personages. He 
delighted to troll for public 
men. The climax of prizes of 
this kind was reached when 
he operated in Rochester. He 
there “took” President Fill- 
more and his entire cabinet, 
including the great Daniel 
Webster. Webster consented 
on the condition that he 
would sit but once. As luck 
would have it, a good portrait 
was secured at the first shot. 
He lost the eminent states- 





men’s portrait in the great 
Chicago fire. 


* * 


The saw and planing mill 
industries in these days of 
close competition are neces- 
sarily closely connected. The 
sawmills at Flint, Mich., 
which for so many years 
formed the principal industry 
of the place, having  sus- 
peuded for the lack of timber, 
affected the planing mill 
business to such an extent 
that they are also suspend- 
ing operations permanently. 

- * * 


The President has _ pro- 
claimed 9,000,000 acres of the 
Sioux lands in South Dakota 
opened to settlement, and a 
sort of Oklahoma scramble 
has begun, with some pros- 
pect that intending settlers 
will not be frozen out, as 
many were in Oklahoma. The 
on-rush will result in the es- 
tablishment of new lumber 
yards in South Dakota, but, 





if the dealers bear in mind 
the way the business was 
overdone in Oklahoma, they 
will use more moderation in 
their new field of operation. 


* * 7 


Minneapolis Building Asso- 
ciation Trouble—The recently 
announced recommendation 
of the bank examiner of Min- 
nesota to the attorney gen- 
eral, that the American Build- 
ing & Loan Association, of 
Minneapolis, be closed up, has 
created a profound sensation, 
and offers plenty of food for 
reflection. The American, al- 
though only about two years 
old, has issued over $25,000,- 
000 of its authorized capital, 
and the stock is held in al- 
most every State in the 
Union. If its affairs are 
wound up by the authorities, 
in accordance with Examiner 
Kenyon’s recommendation, it 
will create financial havoc in 
nearly every town and hamlet 
in America. 
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Booth -Kelly 


Douglas FIR 





CERTIFIED 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


Unsurpassed as a structural wood of 
100% dependability, this Booth-Kelly 
Douglas Fir is tough, strong and beau- 
tiful. It has astonishing durability. 
For strong and sturdy framing, for 
fine interior work, for flooring, frames 
and sash, this is the lumber preferred. 
It’s cut from our own timber — old- 
growth big-bodied, fine textured. It’s 
painstakingly manufactured in mills 
where all machines are modern and 
all methods up-to-date. 


’ And it’s CERTIFIED lumber, bear- 
ing the mark of “20,” Booth-Kelly’s 
pledge of superior quality—and the 
marks of West Coast Lumbermens 
Assn. and National Lumber Mfrs. 
Assn., guarantees of proper grading. 
You can back it with your unquali- 
fied recommendation. Mixed Car 
service. Let us quote or fill an order 
for you. Why not write us today? 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


ostlhiAtell 


“LUMBER CO 
EUGENE ORE: 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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“| ALWAYS get 
GOOD Lumber 
when I order 

it from 
SOUTHWEST 
LUMBER 
COMPANY, of 
Alamogordo, 


New Mexico.” 


Lumber buyers far and 
near have good words 
for our Douglas Fir. 
White Fir and Ponderosa 
Pine. You'll know why. 
once you know this lum- 
ber. High altitude Fir, 
especially suited to con- 
struction work. Up-to- 
date machines and mod- 
ern manufacturing _in- 
sure quality production. 
Box Shook and Crates. 


4l years’ service to the 
P| ty c trade. Let us quote or 
fill an order for you. 








| onan 
50,000 Feet ol Day 


Every 
Modern 
Facility 


Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


Ti oo foo) 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS FACTORY 


YARD STOCK t | R CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











LEMIEUX BROS.,INC. 


FORESTERS -- TIMBER ESTIMATORS 
APPRAISERS -- CIVIL ENGINEERS 
410-11 Maritime Bldg. NEW ORLEANS, LA. 
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Here’s What's New 


Prefinish for Fir Plywood Gives 
Smooth, Even Surface 


Breinig Bros. (Inc.), Hoboken, N. J., is now 
offering a free sample of “Firzited” plywood 
and an illustrated folder describing Firzite and 
results of its uses. Firzite is a new pre-finishing 
treatment for fir plywood, supplementing the 
company’s line of “Better Built” paints, var- 








nishes, wood finishes and other paint specialties. 
The accompanying cut, made from an actual 
fir plywood photograph, illustrates the painted 
effect obtained with the use of Firzite. The 
four stages shown from top to bottom are: 
bare fir; one coat of Firzite; enamel under- 
coat; and eggshell enamel finish. According 
to the manufacturer, Firzite, available in both 
quart and gallon cans, has an average coverage 
of 600 ft. per gallon and does away with the 
possibility of any grain effects or other diff- 
culties which might occur in staining, painting 
or enameling fir plywood. 


New Lock Now Regular Equipment 
on Frantz Junior Garage Door 


l'rantz Manufacturing Co., Sterling, Ill., an- 
nounces that a chromium-finished automobile 
type handle-lock is now being furnished as a 
part of “Junior Over-the-Top” garage door 
equipment. Catches on the inside of both 
side jambs engage as the door reaches the fully 





closed position. Thus, a turn of the key pre 
cludes and possibility of forcing entrance. Un- 
locked, a slight turn of the handle releases both 
catches. Modern styling for beauty, and chro- 
mium plating for permanent finish spotlight this 
new sales feature of “Junior Over-the-Top” 
door equipment, 


New Booklet for Consumer Tells 
What Constitutes Good 
Windows 


The Andersen Corporation, Bayport, Minn., 
manufacturer of wood windows, has just pub- 
lished a new booklet entitled “Only the Rich 
Can Afford Poor Windows.” The booklet con- 
tains numerous drawings of double-hung and 
casement windows and their frames, and sec- 
tion drawings showing construction and the ap- 
plication of weatherstrip. It is written for con- 
sumers with a view to giving them an under- 
standing of what constitutes good windows, and 
why their purchase is long-run economy. On 
the back page is a check list for the customer 
to use when buying windows. The booklet in- 
cludes 16 pages including the paper cover. 


Plywood Low-Cost Housing Data in 
Handbook Form 


The United States Plywood Corp., 616 West 
Forty-sixth St., New York, N. Y., is now 
offering, free, its publication, the ‘Plywood 
Handbook of Residential Construction,” an in- 
tensely practical summary of available technical 
information on the application of plywood to 
low-cost housing, as developed by engineering 
laboratories, architects, builders, and plywood 
manufacturers. Only such theory as has been 





field-tested is included in demonstrating modu- 
lar planning and dry-wall construction, endeav- 
oring to show the way out of “excess costs.” 
To obtain a copy, dealers should make their 
requests either on business letterheads or enclose 
a business card. There is no obligation. 


Kolor-Fast Nu-Wood Is Name of 
New Insulating Tile and Plank 


Kolor-Fast Nu-Wood has just been an- 
nounced by Wood Conversion Co., 120-1 First 
National Bank Bldg., St. Paul, Minn. It is an 
improved Nu-Wood in tested fade-proof colors 
for wall and ceiling treatment. It has the same 
texture as the old product, and the same sound 
absorption qualities. 

An exclusive new tongue and groove feature 
provides a tighter joint and greater supporting 
strength, and limits air leakage to a minimum. 
A new clip system provides a clean, perfect sur- 
face, but does not change the approved methods 
of applying Nu-Wood tile and plank. This new 
system eliminates nailing through the surface 
at the edges of both tile and plank. Light re- 
flectivity of standard Nu-Wood colors is in- 


_ creased by the new process. Range of colors 


available lends the product to any decorative 
scheme. 
Full information about Kolor-Fast Nu-Wood 
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will be sent to dealers who request it by writ- 
ing to Wood Conversion Co. at the address 
above, or sending the coupon appearing with the 
advertisement in this issue which announces the 
new product. 


New Resin Sealer and Primer Creates 
Bleached Effect 


|. F. Laucks (Inc.), Seattle, Wash., recently 
developed a new product, White Rez, a syn- 
thetic resin sealer and primer for bleached 
wood effects. According to the manufacturer, 
the tones that can be achieved on fir plywood, 
pine and other softwoods are limited only by 





the knowledge and technique of painters and 
finishers, as is true of hardwoods. It may be 
used under stain for bleached effects, or as an 
undercoat for paint and enamels. Complete de- 
tails are available, without obligation, from the 
manufacturer. 





WASHINGTON NOTES 











BRITAIN TIGHTENS RESTRICTIONS 


WasHincton, D. C., Jan. 8—The Forest 
Products Division of the Bureau of Foreign and 
Domestic Commerce has received a cable from 
the London office stating as follows: 

“The import of goods (prohibition) order, 
No. 12, effective Jan. 1, adds certain wood and 
timber and wood and timber products to the list 
of goods, the importation of which is prohibited 
except under license. The following is the full 
list of products in this category now subject to 
license : 

Wood and timber, hewn, sawn, planed, 
dressed, tongued, grooved, beaded, V-jointed, 
rebated, chambered, center beaded, center 
V-jointed, round edged, or similarly pre- 
pared (other than round wood logs of pine, 
spruce and aspen in the natural state or free 
from bark or bast, not hewn or sawn except 
cross-cut at the ends, in lengths not exceed- 
ing fifty inches, the top diameter not being 
more than twelve inches). Pitwood, pit props 
and mining timber of all descriptions. Build- 
er’s woodwork. Boxboards, whether in sets 
or not, and staves, boxes, barrels, casks and 
packing cases, and parts thereof, other than 
such articles in use at the time of importa- 
tion as carriers of goods. Plywood, lamin- 
ated, block and batten boards; veneers. 
Furniture* and parts thereof*; Beadings* and 
moldings*. Trunk and suitcase hoops, being 
battens of wood, bent to shape, whether 
round or otherwise shaped at the ends or not. 
Articles of a kind used for domestic pur- 
poses.* Wooden heels.* No licenses will be 
issued until further notice for the above 
goods marked with an asterisk. 


_ “In addition, the current open general license 
tor boxboards will be withdrawn Jan. 1, and 
thereafter no licenses will be issued until fur- 
ther notice for boxboards, other than plywood 
hoxboards, except in the case of contracts placed 
hefore Sept. 16, 1939. 

_ “This order has been issued by the Board of 
l'rade at the request of the Ministry of Supply, 
and applications for licenses must be submitted 
initially to the Timber Control, Ministry of 
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Supply, except in the case of trunk and suitcase 
hoops, applications in respect to which should 
be made direct to the Import Licensing Depart- 
ment.” 


APPROVE PURCHASES OF _ 143,558 
ACRES FOR NATIONAL FORESTS 


WASHINGTON, D. C., Jan. 8—Purchase of 
143,558 acres of land in twenty-two States and 
Puerto Rico, for incorporation in 38 established 
national forests and purchase units, was 
approved by the National Forest Reservation 
Commission in its final 1939 meeting. Total 
cost of the purchases will be $573,237.70. The 
Commission authorized the Forest Service to 
resume purchases of forest lands in Ohio, In- 
diana and Iowa, and within the Uharie Pur- 
chase Unit in North Carolina. 

President Roosevelt, by proclamation, having 
designated three groups of purchase units in 
Illinois and Missouri national forests, the Com- 
mission approved a recommendation that the 
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various groups be merged under the new na- 
tional forest names and their boundaries be 
made coincident with the boundaries of the for- 
ests. The new national forests and the groups 
of purchase units merged to make them are: 
The Shawnee national forest in Illinois, from 
the Shawnee and Illinois purchase units; the 
Clark national forest in Missouri, from the St. 
Francis, Fristoe, Wappapello and Clark pur- 
chase units; and the Mark Twain national for- 
est in Missouri, from the Gardner, Gasconade, 
Pond Fork and Table Rock purchase units. 

The Commission also approved the purchase 
of 2,354 acres of California redwood lands 
north of the Klamath River, in Del Norte 
County, and about 20 miles from Crescent City, 
estimated to support 131,704,000 board feet of 
merchantable timber. 





RAILROADS in 1938 paid, out of each dollar 
of total operating revenue, 9.5 cents in taxes, 
the greatest amount for any year on record. 





SELL 


SUPER-Warbord 
TENNIS TABLES 


FOR YEAR-ROUND USE 
—-OUTDOORS OR INDOORS ® 
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Now tennis tables are made of 
weatherproof plywood — creating a 
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profitable market to which you can sell the SUPER - Harbord 
WEATHERPROOF Tennis Table —the ONE table that can be used 


outdoors as well as in! 


Both frame and top of this table are made of SUPER-Harbord, the original weather- 
proof outdoor plywood, with plies fused together more solidly than a single board, 
stronger and more rigid for its thickness than any comparable tennis table material 
— proofed against moisture and weather conditions. 


The much-desired resilience and rigidity in playing surface and frame is afforded 
by the accurately squared, smoothly sanded top and the nine simple lock-construction 
frame units. No hardware is necessary . . . frame is easily assembled or taken down, 
rigid and accurate when assembled, easily stored when not in use. The table has extra 
uses too . . . as a sewing or canning table, play table for electric toys, etc. 


The frame of the SUPER-Harbord WEATHERPROOF Tennis Table is packed in a 
compact carton, conveniently handled and stored. One or two-piece top is optional. 
The table sells for only slightly more than tables of ordinary cold-glue plywood — and 
with a satisfactory margin of profit. 


By featuring the SUPER-Harbord Tennis Table for outdoor use as well—you can 
make your tennis table market an all-year market — increase your sales — pocket 
extra profits! Order early to anticipate demand. 


* The Original Weatherproof Outdoor Plywood 


HARBOR - PLYWOOD - CORPORATION 


Mills and General Offices, Hoquiam, Washington 
DISTRIBUTING WAREHOUSES: Atlanta, Baltimore, Chicago, Cincinnati, Cleveland, Columbus, 
Indianapolis, Jacksonville, Los Angeles, Louisville, Milwaukee, New Orleans, Philadelphia, 
Pittsburgh, San Francisco, Tacoma, Toledo, Washington, D. C. REPRESENTATIVES: Billings, 
Denver, Kansas City, Omaha, Worcester. 
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San Francisco, Calif. 


WATERFRONT STRIKE—The 53-day old 
strike at the San Francisco docks ended Jan. 
4 when a back-to-work agreement was 
signed by the Waterfront Employers Asso- 
ciation and the Ship Clerks Union wherein 
the clerks went back to work under wages 
and working rules in effect prior to the 
walkout. 

LUMBER CHARTERS—lIn the Pacific Coast 
freight and charter market there was less 
actual chartering than for any previous 
month of the year, according to General 
Steamship Corp. Rates advanced, but must 
advance further to compete with the level 
of rates offered in other world trades. Eight 
vessels were reported fixed for lumber, com- 
pared with nine in November, and 18 in 
December, 1938. Of the December fixtures, 
two were from British Columbia ports, four 
from North Pacific and one each from Pacific 
Coast and Columbia River. Three of the 
total fixtures were competed with wheat 
and/or general cargo. In the Japan trade, 
liner pegged rates remain at $15 on squares 
and $18 on logs. No charters are reported. 
For China the Conference pegged rates re- 
main at $15 on lumber and $20 on logs for 
Shanghai, with $3 higher for North China 
ports. Space is in demand and business can 
be done at around $2 higher. No full cargoes 
or sizable parcels were reported for United 
Kingdon-Continent. The Australia market 
was fairly active. Liner rates remain in the 
neighborhood of $20 to $23. It is understood 
that one or more vessels were taken for 
South Africa. In the intercoastal trade there 
was more lumber available than the liners 
could accommodate, and lumber shippers are 
prepared to pay a premium of about $2 over 
the Conference rate. American vessels not 
regularly employed in the intercoastal trade, 
however, are not interested in the business, 
as more remunerative employment appears 
to be obtainable offshore. 

LUMBER RECEIPTS—December receipts 
at San Francisco from interior points totaled 
8,380,000 feet, compared with 8,070,000 feet 
in November, and 6,420,000 feet in December, 
1938. Lumber cargo at Port of Redwood City 
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Market News from An e 


totaled 1,358,865 feet during December. Lum- 
ber receipts during November at Oakland 
amounted to 17,998,130 feet, compared with 
21,786,190 feet in October, and 16,389,270 feet 
in November, 1938. Lumber handled at Oak- 
land in the eleven-month period amounted to 
215,247,350 feet, against 179,875,820 feet in 
corresponding period of 1938. 

REDWOOD—Demand continues at fairly 
satisfactory pace. In general it is indicated 
the past year has been one of reasonably 
good volume, and it is believed business will 
be pretty good for at least the next six 
months. Mill stocks are reported fair in some 
items, with shortages in others. Clear all- 
heart and A grade are reported in fair sup- 
ply, while B grade is scarce. The tank and 
vat market is currently slow. 


Portland, Ore. 


WEST COAST WOODS — Some improve- 
ment is noted in the lumber market here, due 
chiefly to a sharp increase in the Atlantic 
coast demand. A spring market upturn is 
expected to become definitely apparent this 
year considerably earlier than usual. 


EAST COAST—Demand has been the best 
in the past fortnight the industry has ex- 
perienced since the early September buying 
movement that followed declaration of the 
European war. Prices are firm at recently 
reduced levels, and advances are considered 
not improbable. Volume was slightly lower 
the latter half of the current fortnight than 
in the previous week, but continues to main- 
tain a good level and to cover a wide range 
of needs. Intercoastal lines are advancing 
the rate $1 to $15. Space is very scarce, with 
none available for January and very little 
for February. March space is expected to 
be absorbed quickly. 


CALIFORNIA—The market is described as 
“sloppy,” with very little buying from either 
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Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Bivd. Los Angeles, Calif. 








SPECIAL: 








Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 
Send us a paper pattern with dimensions and kind of 


wood to be worked. We will quote you at once and 
give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry) 





TAYLOR, STILES & COMPANY -. riececsvitte, N. 1. 


WESTERN AGENTS: Hall & Brown 





W. W. Machine Co., St. Louis, Mo, 


northern California or the Los Angeles ter- 
ritory. Yard supplies of most items are re- 
ported adequate for immediate needs. 


FOREIGN—Offshore activity is limited to 
an improved inquiry from some _ South 
American markets, but firm bookings con- 
tinued limited. 





LOGS—Log inventory is somewhat under 
normal, as timber operations let up during 
the holidays. 


Tacoma, Wash. 

WEST COAST WOODS—Rail-served mar- 
kets, as well as California and Atlantic sea- 
board, are holding up in good shape, with 
every indication that improvement may be 
expected. Off-shore business, particularly to 
the Orient and Europe, is decicedly off, due 
largely to the dearth of shipping facilities. 
Inventories are in fair shape in virtually all 
lines. Mills and logging camps are operat- 
ing steadily, building up reserves. The log 
market continues to hold firm, with supplies 
apparently adequate for all expected de- 


mands. 
Spokane, Wash. 


INLAND EMPIRE PINES—The continued 
open weather here is permitting some 
of the smaller mills to operate to a much 
later date than customary. An encouraging 
number of orders and inquiries has been re- 
ceived this week, tending to bear out the 
prevalent belief that the early months of 
1940 are going to see an excellent lumber 
market. The one rift is a C. I. O. strike at 
the Keystone Frame & Manufacturing Co.; 
early settlement is hoped for. 


Seattle, Wash. 


WEST COAST WOODS—The general mar- 
ket picture has survived the holiday inertia 
with little change. 





RAIL— Demand is sluggish, with prices 
relatively unchanged. Most orders and in- 
quiries come from the middle West and are 
for mixed cars. Mills are not inclined to 
cut prices, and buyers who are willing to 
pay going prices have little difficulty getting 
the lumber they want. Some dumping of 
British Columbia lumber on the American 
market is reported. Storage sheds and docks 
in British Columbia ports are cluttered with 
lumber awaiting ships. High grade lumber, 
sold at an average of $30, can be shipped to 
the United States very favorably as exchange 
differential of around $3 or 10 percent is 
greater than the $2 duty. The fact that 
Canadian lumber is not cut to American 
specifications is expected to limit competi- 
tion. British Columbia shippers are trying 
to get lower rail rates so lumber can be 
moved to eastern ports by rail. Tramp steam- 
ers and all others are scarce. 


INTERCOASTAL—On Feb. 1 the rate will 
be advanced from $14 to $15. All February 
space is gone, and space is still the dominant 
factor in trading. Orders are priced accord- 
ing to difficulty of getting space. The vol- 
ume moving to the east coast is fair. 


CALIFORNIA—Ship space is adequate, but 
trading has been dull, due to the holidays 
and previous heavy shipments. Prices are 
somewhat weaker. End of the San Fran- 
cisco ship clerks strike is releasing consid- 
erable tonnage. 


HXPORT—The Chinese, Japanese and South 
African markets are quiet. The east coast 
of South America is very quiet, the market 
being overstocked, and prices have declined: 
the west coast is fairly active. Some large 
inquiries have come to both Canadian and 
American shippers from the United King- 
dom for lumber to move next May but mills 
are disinclined to commit themselves this 
far ahead. 


SHINGLES—Except for a 5 cent decline in 
No. 1 Royals, prices are unchanged. Stocks 
decreased the past fortnight. Some mills 
have a good backlog of orders, and those 
operating are disposing of shingles as they 
are made. 


LOGS—Prices are unchanged. Inventories 
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are being maintained, as a result of unsea- 
sonably good weather. Some camps are still 
inactive, but most have resumed operation 
following holiday shutdowns. 


Vancouver, B. C. 


BRITISH COLUMBIA’S logging industry 
has swung back into production again after 
the Christmas-New Year shutdown, but 
operations are likely to remain at less than 
50 percent capacity until the lumber ship- 
ping situation has been straightened out. 
Present rate of operation represents about 
40 percent of normal capacity. In the big 
timber country of Vancouver Island, rain has 
been extremely heavy; flood losses at several 
camps have been only partly repaired. Mar- 
ket for cedar logs is poor, but hemlock and 
Douglas fir logs are still active, as sawmills 
are still cutting steadily, despite the fact 
that widespread shutdown is threatened 
within a month or so unless some way is 
found of relieving the accumulation ready 
for shipment to Britain. The lumber indus- 
try entered the new year nearly seventy ships 
short of the number required to move orders 
placed by the British Government since the 
beginning of the war. 


Minneapolis, Minn. 


NORTHERN PINE—Stocks in the hands of 
manufacturers are in short supply. Head of 
the Lakes mills reported about 106,800,000 
feet on hand Dec. 31, or about 30 percent 
less than at the beginning of last year; but 
files of unfilled orders are thin. Current de- 
mand is chiefly from retailers, for mixed 
cars, with speedy delivery stipulated. Prices 
remain firm. 


NORTHERN WHITE CEDAR—With 
weather conditions favorable, production will 
be far in excess of that for last winter. 
Rural telephone and power line companies 
are suspending construction and _ replace- 
ment for the season, and retail dealers are 
not yet buying for spring trade, so demand is 
slow. Prices are firm. 


MILLWORK—Despite the holiday falling 
off in business, production well above the 
average of the past few years is indicated 
by the volume of orders on file. Prices are 


ae Kansas City, Mo. 


SOUTHWESTERN MARKET—Rain, snow 
and sub-zero weather affected the market 
during the last two weeks. In the holiday 
period, rate of production, sales and ship- 
ments had slackened. Prices held steady. 
Outside building work was abandoned 
throughout most of the area, but finishing 
work went ahead, with a fairly good demand 
for flooring, millwork and the like. Retail- 
ers inventories disclosed that stocks did not 
vary much from those of a year ago. Re- 
tailers generally had stocked up liberally fol- 
lowing the September buying wave. 


RETAIL—The Federal Reserve bank of 
Kansas City announced last week that dollar 
sales of 152 yards in this district were 0.2 
percent larger in November this year than 
in the same 1938 month. Sales were off 3% 
percent from October, however. For the first 
eleven months, sales were about unchanged 
from a year ago. Inventories were un- 
changed from a year ago, and only 0.2 per- 
cent larger than in October this year. 


SOUTHERN PINE—Production was _re- 
duced sharply in the southern part of the 
district last week, as sub-zero temperatures 
and rains forced mills to close down. Log- 
ging operations were at a standstill. Back 
order files have been worked off, and manu- 
facturers are in need of new business, it was 
said. Some shortages were reported in 6- 
and 8-inch No. 2 boards, and a number of 
medium grade dimension items. 


WESTERN PINE—Files of orders for Pon- 
derosa have been reduced measurably during 
the last four weeks. It is reported that mills 
have a number of orders on hand that will 
be shipped within the next few weeks, and 
it is hoped business will run along until the 


spring season opens up. Prices are steady 
and well ahead of those of a year ago. Mills 
have found it difficult to build up stocks, 
and assortments are broken rather badly. 


OAK FLOORING—Prices appeared to be 
easing a little during the week, due largely 
to price-cutting on the part of some of the 
smaller producers. Orders are still fairly 
large, and shipments are going forward. No. 2 
common was in surplus, but there is a 
searcity of 2%-inch No. 1 common. 


HARDWOOD—Sales fell off last week and 
have declined faster than sawmill output, 
though the weather has been against pro- 
duction. The decline in export business has 
been a factor. 
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DOUGLAS FIR—Demand is light. Prices 
are steady to stronger. Railroads are re- 
ported to be making ‘inquiries. 


SHINGLES—Canadian operators reentered 
the market during the week. Shortages of 
No. 2 shingles. continue, and prices for that 
item have been better than those of the 
other two yard grades. 


Shreveport, La. 


SOUTHERN PINE—Business is slowed 
down by bad weather in the northern and 
Southwest markets, and also in the produc- 
ing area, where cold and rain have hindered 
logging. Prices are fairly firm. A few con- 
cessions have been made on surplus stock. 
There was such a heavy demand through No- 
vember and prior to inventory that most 
mills have fairly good order files, and their 
stocks generally are low. 


SOUTHERN HARDWOODS — Though the 











Any Street, 
Any Place. 


Gentlemen: 


or 


or 


WITHOUT INSURANCE", 


fill their order." 


sales service? 


Season, we are 


Kittin 
JI ©, 


608 So. Dearborn St. 
Chicago 








A NEW YEAR LETTER 


CHICAGO 


Lumber and Woodworking Concerns, 


If, on some fine morning, you should 
learn through a competitor, or you should open your 
morning newspaper and find a headline reading: 


"SO & SO FILED A PETITION IN BANKRUPTCY" 
"SO & SO WENT INTO RECEIVERSHIP" 


"SO & SO SUFFERED A TOTAL LOSS BY FIRE 


what a grand and glorious feeling it 
would be to just sit back and say, "Thank goodness! 
They owe me nothing," or "Thank goodness! I did not 


Why not take a little time from your 
daily routine, and give some thought and considera-— 
tion to the protective features and sales advantages 
offered you by the Lumber Industry’s credit and 


A well placed credit has a tonic effect 
that peps you up and makes you feel like a "mil- 
lion." "It’s a grand and glorious feeling." 

Your request for full information rela- 
tive to the Lumber Industry’s Sales and Credit 
Service is a New Year’s step in the right direction, 
and will meet with a prompt and cheerful response. 


Again wishing you the Compliments of the 


Cordially yours, 


LUMBERMEN’S CREDIT ASSOCIATION INC. 


Pres. & Treas. 


Executive V.P. 


99 Wall Street 
New York City 
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Wedo not make the Most 
Oak Flooring, but we e Do 
make the BEST 


Ceatifico 


o\ 


OAK FLOORING 


~CAREFULLY SELECTED LUMBER- 
~-PROPERLY KILN DRIED-- 
~-PRECISION MACHINED-- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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KANSAS CITY, MO. 


oA 


ROPING 


Uniform zr 
SOLORT 


TEXTURE 
QUALITY 


HUTHER Bros. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves, 
any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 











Favorites for over 52 years. 
Today, write for catalog of 
complete Huther line. 


Huther Bros. Saw Mfg. Co. 


Rochester, N. Y. 


HOTEL BENSON 


PORTLAND 
OREGON’S 


Distinctive Hotel 








Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 








big furniture exhibits have hardly gotten 
under way, factory orders are already being 
placed in considerable quantity. While stocks 
are fairly well assorted, there is fully 50 
percent less lumber at big mills than is nor- 
mal, and dry stock, especially in gum, is 
completely sold out, while seasoning is now 
slow. Oak has been inactive, and a slight 
recession has been reported in oak flooring. 
Overseas demand is still dull, though a few 
sales of ash and hickory are reported. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Demand had 
shown a heavy decline during the holidays, 
owing to the desire on the part of consumers 
and retailers to hold inventories to a mini- 
mum. More buying is now in evidence, with 
wholesalers and consuming industries re- 
questing early shipment of lumber and floor- 
ing bought prior to the first of the year. 
Prices have held firm. Furniture factories 
have begun to come into the market again. 
Overseas shipments are picking up. Hard- 
wood production is being held to about 60 
percent of capacity—about the average for 
1939. 

FLOORING prices are holding firm; lists 
have not been changed since early in No- 
vember. 


Houston, Tex. 


SOUTHERN PINE—Business for shipment 
after Jan. 1 has not developed in seasonal 
volume, but there has been an increase in 
orders for prompt shipment. Some special 
prices are being made by mills having an 
excess of certain items, such as $22@23 on 
1x8-inch No. 2 shiplap, mill. But stocks 
are so low and badly broken that it is diffi- 
cult to place mixed-car orders. Prices as a 
rule are therefore firm. The English govern- 
ment is trying to buy a cargo of 3x8-inch 
12-foot and up 16 lineal low grade deals, but 
proposals for regular purchases are indefinite. 
The export market, while it is interfered with 
considerably by the war, is beginning to get 
active again, and most mills in position to 
furnish longleaf sawn timbers are booked up 
for the next sixty days. 


SOUTHERN HARDWOODS—The market 
has opened up in good shape, with stocks 
very low, and prices firm. 


SHINGLES AND LATH—Shingle trade has 
shown very little improvement, but prices 
are firm to advancing. Pine lath stocks are 
low, with prices firm. 


Birmingham, Ala. 


SOUTHERN PINE—Wintry weather, pre- 
ceded by rains, has reduced log input to a 
third of normal, with mill output probably 
not more than a tenth of normal. Buyers 
are placing few orders. While large mills 
have fair files, those of medium and small 
mills are slim. Many mills have only small 
stocks of shed items, with fair quantities of 
dimension items—principally under 16-foot. 
Low grade shed stocks, including Nos, 2 and 
3 air dried S4S and S2S&CM boards, are prac- 
tically cleaned out. C&better grades of floor- 
ing, ceiling, siding and finish stocKs are ade- 
quate, with B&better grades in surplus. Car 
decking is stacked for air drying; lining and 
siding are in good supply. Car material 


brings fair prices, but these are set by trad- 


Moore cross-circulation kilns of Ozan Lumber Co., 


Prescott, Ark., are shown at left. 


January 18, 1940 


ing. Price levels are changing rapidly, with 
the spread between mills now too wide. No. 2 
S4S dimension, 2x4- to 2x10-inch, 16-foot and 
under, sells at $18, with $2 added for 18- 
and 20-foot; 2x10-inch averages $3 over 2x8- 
inch, and 2x12-inch is $5 over the former. 
No. 1 dimension, 2x4- to 2x8-inch, random 
lengths, is $22@23; 2x10-inch is $30, with 18- 
and 20-foot up $3; 2x12-inch under 16-foot 
is $35, with 18- and 20-foot at $38@40. 
B&better, 1x3- and 1x4-inch, is $40; C, $34, 
D, $26; No. 2 $18@20, with No. 3 flooring, 
siding and partition at $12@138. 





Motor Trucks Maintain Log 
Supply of Olympic Mills 


SHELTON, WASH., Jan. 6—When about six 
months ago, the Phoenix Logging Co. closed its 
railroad logging operations out of Potlatch, near 
here, it left the Simpson Logging Co. virtually 
the only railroad operator in the Olympic penin- 
sula region. The Simpson company now has 
two main camp operations in this district, one on 
the Wynooche River and the other on the Upper 
Skokomish River. Private and Government- 
owned timber near both of these operations is 
ample to insure their continuation for many 
years. Motor truck activities have begun to as- 
sume sufficiently large proportions to almost 
make up in log output what has been lost through 
the limiting of rail operations. The daily motor 
truck movement is in the neighborhood of 600,- 
000 feet. Some of this is cut by local mills. The 
rest is rafted and sent to mills elsewhere on the 
Sound. 


Modern Kiln System Used by 


Arkansas Manufacturer 


Prescott, Ark., Jan. 8—Hubert Whitaker, 
sales manager of Ozan Lumber Co., takes pride 
in the high quality drying of Arkansas shortleat 
at the company’s modern mills at Prescott and 
Delight, Ark. Each of these plants is equipped 
with a battery of Moore reversible cross-circu- 
lation kilns. The drying elements inside the kilns 
are automatically controlled and drying is on 
conservative schedules. By having these mod- 
ern drying facilities, the Ozan Lumber Co. is 
able to make prompt deliveries of properly sea- 
soned, quality lumber to meet the requirements 
of its numerous customers. 

The accompanying pictures show the battery of 
Moore cross-circulation kilns at the Prescott 
plant, at left, and large capacity truckloads of 
fine shortleaf in front of the kilns at right. This 
stacking is typical of both Prescott and Delight 
plants. The Ozan Lumber Co. has a large body 
of famous Arkansas shortleaf timber which will 
enable it to operate in this section for many years. 
Both plants are equipped to furnish lumber in all 
standard building items and can promptly supply 
any assortment desired. J. R. Bemis is president, 
and Hubert Whitaker is secretary and sales man- 
ager of Ozan Lumber Co. E. F. Coston is in 
charge of the drying at the Delight plant, and 
L. B. Huff is in charge of the drying at the Pres- 
cott mill. 








At right are loads 


of fine Arkansas shortleaf pine, typical of the high grade output of this progressive company 
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THE BUSINESS RECORD 








Business Changes 


ALABAMA. Montgomery—A. D. Rich Lumber 
Co. succeeded by Campbell Lumber Co. 


ARIZONA. Tucson—Tucson Lumber & Supply 
Co. purchased by M. T. Zeloske. 


ARKANSAS. Fayetteville—Miller Hardwood Co. 
(Ine.) succeeded by I. O. Miller & Co. 


FLORIDA. Neptune Beach (P. O. at Atlantic 
Beach)—Ocean Beaches Lumber Co. succeeded by 
Ocean Lumber Co. 

Tampa—Lumpber Storage Warehouse (Inc.) 
changed name to Logan Lumber Co. 

ILLINOIS. Agnew (P. O. at Sterling)—August 
H. Meins & Co. succeeded by Habben Bros. 

Batavia—Kahlke & Thorsen Lumber Co. suc- 
ceeded by Thorsen Lumber Co. 

Chicago—J. O. Nessen Lumber Co., wholesale 
lumber department merged with Marsh & Truman 
Lumber Co., 332 South Michigan Avenue. 

INDIANA. Fort Wayne—Paragon Cooperage Co., 
408 Peoples Trust Building, dissolved partnership. 
Charles A. Spanley will conduct the wholesale 
cooperage business under the present name and 
John E. O’Connor will continue as a wholesaler 
of other wood products. 

New Albany—L. D. Shrader Lumber Co. (Tne.) 
succeeded by Kirk Lumber Co. 

TOWA. Cedar Falls—Waits & Baxter Timber 
Co, succeeded by Waits Lumber Co. 

KANSAS. Clay Center—Clay Center Lumber & 
Coal Co. changed name to Fullingtons. 

MICHIGAN. Grand Rapids—Hayes Body Corp. 
changed name to Hayes Manufacturing Co. 

MINNESOTA. Danube—N. T. Knott Lumber Co. 
(Inec.) changed name to Danube Lumber & Supply 
Ce. 

NEBRASKA. Creighton—Weller Bros. succeeded 
by West Lumber & Coal Co. 

Newman Grove—Weller Bros. succeeded by 
Farmers Lumber & Coal Co. 

OKLAHOMA. Turley—George Plowman suc- 
ceeded by C. R. Burden. 

OREGON. Cheshire and Junction City—James 
J. Purdy succeeded by Mac-Ray Lumber Co. 

SOUTH DAKOTA. Armour—Floete Lumber Co. 
stock and business purchased by Fullerton Lum- 
ber Co. 

UTAH. Payson—Chase Lumber & Coal Co. suc- 
ceeded by Chase Lumber Co. 

CANADA. ONTARIO. Burlington—O. W. Rhynas 


7 Son (Ltd.) sueceeded by A. S. Nicholson & Son 
(Tad.). 


New Mills and Equipment 


ALABAMA. Birmingham—Belcher Lumber Co. 
has installed a new steam power plant at a cost 
of about $40,000. 


ARKANSAS. Conway—Pioneer Stave & Heading 
Co. recently began operating. 


CALIFORNIA. Etna—The George M. Huff Lum- 
ber Co. of Los Angeles is reported building a saw- 


= on French Creek about five miles south of 
tna. 


- GEORGIA. Valdosta—Southeastern Plywood 
Corp., a new corporation, is establishing a ply- 
wood plant here. 


MICHIGAN. St. Ignace—Michigan Maple Block 
Co, has erected a new mill here. 


NEW YORK. Potsdam—Elliott Hardwood Co. 
ee at once the mill recently destroyed 
vy fire. 

SOUTH CAROLINA. Cleveland—Saluda Lumber 
Co. new plant has begun operations. 


TENNESSEE. Columbia—Welch & Williams Co. 


has announced a harrel heading mill to be erected 
here soon. 


VIRGINIA. Waynesboro—Wayne Veneer Curp., 
recently incorporated, will construct a veneer plant 


here, 
Casualties 


ALABAMA. Mount Vernon—Mobile River Saw- 
mill Co. suffered loss by fire, the sawmill, the oak 
flooring manufacturing plant, the machine shop 
and about 200,000 feet of lumber being reported 
destroyed. About 11,000,000 feet of finished lumber 
were saved. Insurance was carried. Plans are be- 
ing shaped for immediate rebuilding of the five 
principal buildings. 

ARKANSAS. Warren—Southern Lumber Co. had 
11 dry kilns, rework plant and the lumber in the 
kilns and that stored in the cooling shed destroyed 
by fire. No other items of stock were destroyed. 
Plans have been made to immediately rebuild the 
dry kilns. 

D. C. Washington—Martin Wiegand Lumber Co., 
at South Capitol and G. Streets, suffered loss by 
fire estimated at $150,000. About a million feet 
of lumber, mostly expensive hardwoods and other 
high-priced stocks, the planing mill, sheds and 
other structures were destroyed. The office was 
saved. Loss reported covered by insurance and 
it is said the company will rebuild. 

ILLINOIS. West Frankfort—Treece Lumber Yard 
suffered loss by fire, estimated at $40,000, partly 
covered by insurance. 


MISSISSIPPI. Clarksdale—Bornman Lumber Co. 


sawmill destroyed by fire, with loss estimated at 
$30,000, partially covered by insurance. 


MISSOURI. Salem—Day Lumber Co. suffered 
loss by fire estimated at $15,000, with only a small 
portion covered by insurance. 


NEW HAMPSHIRE. Rochester—Plunkett-Web- 
ster Lumber Co. of New Rochelle, N. Y., is reported 
to have suffered $50,000 fire at its Rochester plant. 


NEW YORK. Brooklyn—Cross, Austin & Ireland 
Lumber Co. at 1246 Grand Street damaged by fire. 

Brooklyn—Lee, Story & Co., 1401 Bergen Street, 
damaged by fire, with loss estimated at $50,000. 


PENNSYLVANIA. Williamsport — Williamsport 
Planing Mill, office building. power plant, machinery 
and stocks of lumber and finished products were 
reported destroyed by fire, with loss covered by 
insurance. Plans for immediate continuance of 
work are being made. 

Rimersburg—Walter Lumber Co. suffered loss by 
fire estimated between $18,000 and $20,000. The 
office building was saved. 


TENNESSEE. Memphis Nickey Bros. (Inc.) 
lumber plant swept by fire, causing loss estimated 
at $350,000, covered by insurance. The company’s 
four unit flooring plant, five dry kilns and three 
million feet of hardwood lumber were destroyed. 
Salvaged was a million feet of hardwood flooring. 
The veneer mill, boiler room and offices were saved, 
as were other dry kilns. Plans are being made to 
rebuild the destroyed buildings at once. 


New Ventures 


ARIZONA. Holbrook—McSpadden & Challicombe 
are constructing a new lumber yard here. 

ARKANSAS, McRae—Bert Shannon, who opened 
a hardware business here a year ago, has added 
lumber and building material to his stock. He 
is now erecting a lumber shed and warehouse back 
of his store. 

CALIFORNIA. Lodi—Lodi Lumber Co. is a new 
lumber concern being established by Henry Bertsch 
and Tom Troy, and offering millwork, sash and a 
complete lumber supply including building mate- 
rials. 

ILLINOIS. Salem—Dave Ryan has announced 
the opening soon of a new lumber firm on Highway 
50 in the Salem oil field. 

INDIANA. North Manchester—Trick Lumber Co. 
will open some time in January. 


MICHIGAN. Big Rapids—Ben Swanson will 
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establish a lumber business on North State Street, 
handling lumber and building products. 

TEXAS. Houston—Standard Lumber Co., 1707 
North Main Street, has been established by Ed- 
ward Williams and Leo Buck. 


Incorporations 


ARKANSAS. Cotton Plant—John M. McLeod 
Lumber Co. (Inc.) formed. Stockholders and direc- 
tors are John M. McLeod, Mrs. Kathryn McLeod, 
S. J. Dean, John A. Moore and Ross Mathis. 

CONNECTICUT. Torrington—MacFarlane Lum- 
ber Co. (Inc.); $50,000. 

ILLINOIS. Chicago—Hart Building Supply Co., 
120 South La Salle Street; lumber, millwork, roof- 
ing materials. 

INDIANA. Muncie—Parson-Cole Lumber Corp., 
801 West Adams Street; lumber business. 

NORTH CAROLINA. Wise—Hicks Lumber Co.; 
to own and operate sawmills and buy and sell the 
products thereof. 

VIRGINIA. Waynesboro—Wayne Veneer Corp. 
recently incorporated. 

CANADA. BRITISH COLUMBIA. Vancouver— 
Pacific Coast Spruce (Canada) (Ltd.), 1318 Stand- 
ard Bank Building; $150,000. Timber merchants. 





Let Trade with Japan Continue, 
Ask Harbor Firms 


ABERDEEN, WASH., Jan. 6.—Some two score 
Grays and Willapa Harbor lumber companies 
have adopted a resolution asking continuance of 
ordinary trade during negotiation of a new 
commercial treaty between the United States and 
Japan. The resolution pleads that American 
business faces “irrecoverable loss” if commer- 
cial relations with Japan are suspended, and was 
issued through J. P. Herber, general manager of 
the Grays Harbor Exportation Co. The resolu- 
tion, which is directed to the Federal Govern- 
ment, says the lumber business already is affected 
and that unless the State Department makes an 
affirmative statement that ordinary commercial 
relations will continue, trade with Japan may 
cease entirely. Mr. Herber pointed out that ex- 
port business to Japan is customarily booked two 
or three months in advance, and that, because of 
the present uncertainty, it has already become 
impossible to negotiate contracts for Japanese ex- 
port for 1940. 





Make money with this onic 
overhead-type garage door: 


RETAIL 
PRICE 
ANY U.S 


JOBBING 
CENTER 





The Craw-Fir-Dor 
comes equipped with 
cylinder lock at no 
extra cost! 

e 
Can be installed in 
less than half a day! 


e 
Pre-fitted for 8’ by 7‘ 
opening. 3 designs! 

es 
Every garage owner 
is a good prospect! 






Two Craw-Fir-Dors installed in a double garage, 
422 Washington St., Kenmore, N.Y., by Skillen 
. Excavating Co. 


@ The Craw-Fir-Dor is the fastest-selling overhead-type garage 
door in America. It’s easy to install and operate ... needs no ser- 
vicing. The door is durable Douglas Fir, pre-fitted and primed at 
mill. The extra strength hardware includes a cylinder lock. Two 
new 16-panel designs at slightly higher cost. If your regular source 
of supply doesn’t handle the Craw-Fir-Dor, write Fir Door Insti- 
tute, Tacoma, Wash., or Crawford Door Co., Detroit, Michigan. 








_ Craw Cir. 


SELF ENERGIZING + ONE PIECE » OVERHEAD TYPE 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Jan. 8—The gain in residential 
construction—1939 over 1938—in this area will 
not be far from 40 percent. Reflecting the up- 
ward trend of building activity is the tally of 
107,000,000 feet of West Coast lumber landed at 
the Boston docks in 1939, a gain over 1938 of 
26,686,000 feet. Sporadic and brief stoppages of 
minor importance occurred on both coasts dur- 
ing 1939. Hopes are now high for another peace- 
ful year in water transportation, for as recently 
as Jan. 3 the National Maritime Union agreed 
upon terms and working conditions with the 
19 ship companies for a two-year contract. 
Here in the Boston area the truck owners, drivers 
and helpers have been closeted with the State 
board of conciliation and arbitration endeavoring 
to work out a contract that would be satisfactory 
to both parties. The owners demand a three 
year contract, in order to avoid the annual threat 
of a strike with which they have been forced to 
deal at each annual renewal date around New 
Year’s. 

In association circles comes the climax of the 
long list of State and regional annuals. For 
Wednesday of this week is listed the annual of 
the New England Wholesale Lumber Associa- 
tion at the University Club, at which the chief 
guest speaker, H. I. Hymans, of Detroit and New 
York, chairman of the board of the Northeastern 
Timber Marketing Association, will outline his 
plans for the disposal of the vast stock of pine 
lumber in New England salvaged from the logs 
felled in the 1938 hurricane. The business meet- 
ing of the wholesale association will be held in 
the afternoon, preceded by a luncheon and an- 
nual meeting of the New England group of 
intercoastal shippers of West Coast woods. The 
Northeastern Lumber Manufacturers Association 
will stage its annual meeting at the Parker 
House on Thursday and Friday, Jan. 18 and 19. 
From any point of view, the outstanding event 
is to be the annual of Northeastern Retail 
Lumbermen’s Association at Hotel Pennsyl- 
vania, New York, Jan. 23-25, for which an elab- 
orate program has been arranged for the more 
than three thousand members and guests that 
can be counted upon to register. 

WEST COAST WOODS—There have been 
few sales to dealers either in the form of 
schedules calling for direct shipment from 
the mills, or in small lots from the whole- 
sale distribution yards. F. a. s. prices at the 
mills have held steady, but the ships have 
announced an advance of $1 in the water 
freight rate, effective Feb. 15; all available 
space prior to that date is taken. This has 
earried the discount from page 16 of the 
West Coast list 33 from the previous quota- 
tions of $8@8.50, to $7@7.50, with most 
offices holding rigidly at the $7 level. Spot 
stocks of unsold lumber at the terminals are 
under 1% million feet, dropped here by the 
late December boats. A few lots of boards 
are available, and are usually held at 
$28.50@29.50 for the No. 2’s and $26.50@27 
for 3’s. Stocks at the retail yards in the ter- 
ritory served through Boston are reported 
as well below normal, due to very light buy- 
ing through the last quarter. 

EASTERN SPRUC E—Offices here have 
booked very little new business in the past 
six weeks, though practically all of the 
winter mills are in action and have order 
files that will absorb production well into 
February. There are no important price 
changes, for, regardless of the current lack 
of buying interest, there is a feeling among 
producers that there will be no basis upon 
which season prices can be fixed until they 
have a clearer picture as to the volume of 
spruce that will move from Canadian mills 
toward England in filling war orders. It is 
known that the input of logs to supply these 
mills through 1940 is being greatly increased, 
but it is too early to gauge the probable 
volume of Canadian spruce that will be avail- 
able for the New England and New York 
markets, after the home demand and the 
eall for war supplies overseas have been cov- 
ored. Local prices for dimension delivered 





at Boston rail rate points begin at $34 for 
the 2x3- and 4-inch, and up to $42@43 for 
2x10- and 12-inch. The supply of boards is 
limited, with the 5-inch at $36; 6- and 7-inch 
at $38, and up to $43 for the 10- and 12-inch, 
in the stock lengths. 


LATH AND SHINGLES—There are no new 
price trends in the market for spruce lath 
or for eastern white cedar shingles, and the 
supply of each is adequate, though not ex- 
cessive. The early fall advance of 20 cents 
per square for all grades of shingles is main- 
tained, and for delivery at Boston rate points 
the extras are quoted at $4.35, clears at $3.95, 
and 2nd clears and clear walls at $3.20. For 
the West Coast red cedars, prices are defi- 
nitely lower by 5 to 10 cents per square. For 
delivery at New England points, all rail, 
British Columbia mills are quoting 18-inch 
Perfections at $4.76, and the 16-inch 5X No.1 
at $4.31; No. 2 at $3.56, and No. 3 at $2.91. 
There is a recently developed pressure to 
sell, and some orders have been placed with 
Washington mills at 5 cents lower than the 
above quotations. The British Columbia 
prices have dropped 5 cents from _ the 
level of two weeks ago. From local distri- 
bution yards, dealers are picking up small 
lots of waterborne Perfections at $5.25; No. 1 
5X, $4.80; No. 2, $3.85, and No. 3, $3.45. There 
are some lots of old and somewhat weather 
beaten shingles available at 10 to 25 cents 
under these figures. 


EASTERN HARDWOODS—tThere is some 
inquiry from wood heel shops for thick 
maple, but very little business has been 
booked, as most shops carried over ample 
supplies into the new season, which will now 
run through Easter to close to June. Quota- 
tions are close to $75 for full length 2-inch 
plank, kiln dried, to grade No. 2 common 
and better, or $70 if the tally and inspec- 
tion are made before kiln drying. The new 





Children's Furniture Utilizes 
Trees Razed by Hurricane 


It seems like a long jump from the large 
area of forests in New England which were 
leveled in a devastating hurricane in September 
1938 to the juvenile table and chairs shown in 
the accompanying photograph. And, while this 
furniture doesn’t in the least resemble a mass 
of tangled trunks that was the end of vast tracts 
of fine trees, there is a definite connection. The 
three pieces were manufactured by Nichols & 
Stone Co., Gardner, Mass., from pine blown 
down in the great storm. 

This set is one of, the new juveniles being 
shown at the winter national show in the 
American Furniture Mart, Chicago, and stresses 
authenticity of design, historic background and 
exact reproduction of adult pieces. 


Courtesy American Furniture Mart 


January 13, 1940 


season at the shops was 20 to 30 days late 
in getting under way. The mills have full 
order files calling for maple and birch, 
mostly maple, for delivery to the woodwork- 
ers and furniture plants. Prices are firm at 
previous quotations, but very little new busi- 
ness has been booked through the holiday 
period. 

PINE BOXBOARDS—There are liberal 
offerings of square edge in a sharp trading 
market, as producers press to move accumu- 
lations. There is real concern among regu- 
lar operators as to the success or failure of 
the Government plans for moving most of 
the 600,000,000 feet of hurricane pine to con- 
suming centers outside of New England. 
Sales of inch square edge f.o.b. the mill yards 
are at $32@34 for the No. 3 common, and as 
low as $22 and as high as $27 for the No. 4. 
There are scant offerings of inch round edge. 
The box shops have picked up some lots as 
low as $11@12, but most sales of good aver- 
age widths are within the range of $14@16. 


It is noted that the President’s recommenda- 
tions for appropriations by the new Congress 
includes $3,450,320 for timber salvage work and 
forest fire control in the New England States. 
In view of the fact that Forest Service experts 
estimate the amount of down timber in the hur- 
ricane area that must be left in the woods as 
unrecoverable at 2% billion feet, the need of 
continuing vigilance over a period of years is 
apparent. 


Frank B. McQuesten, long identified with the 
George McQuesten Co., of East Boston, and 
Mrs. McQuesten are spending their usual win- 
ter season in the South at Palm Beach, Fila., 
where they are guests at The Breakers. On 
Jan. 15, E. Carleton Hammond, long identified 
with the Boston trade, starts his annual drive 
by motor for stops at many Florida resorts. E. 
L. Gibbs, of 79 Milk Street, Boston, leaves on 
Jan. 19 with Mrs. Gibbs for a ten weeks’ so- 
journ at Sebring, where they will be guests 
at Kenilworth Lodge. 


The many friends in the trade of Fred Badger, 
veteran salesman with Shepard & Morse Lum- 
ber Co., will be interested in learning that the 
2-year-old child that strayed away from its home 
in Auburndale and was found in a snow bank 
ten hours later, was his granddaughter. The 
child was well wrapped and was little the worse 
for its exposure to the elements. Mr. Badger’s 
daughter is now Mrs. J. O. Edwards. 


NEW YORK, N. Y. 


Many development projects on a large scale 
have been temporarily set aside for various 
reasons, not the least important of which has 
been the uncertainty as to the probable trend of 
construction costs, due to current chaotic con- 
ditions in Europe and the sharp shrinkage of 
available tonnage for the movement by water 
of all types of commodities, into both war and 
peace zones. While this situation applies defi- 
nitely to the intercoastal movement of fir and 
hemlock, the advance in vessel rates has 
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been held to a single dollar from the $14 
rate that had held steady over a period of 
years. The new rate of $15 does not become 
effective until Feb. 15. A close check at 
local wholesale offices fails to indicate any 
rush of orders in efforts to take advantage 
of the old rate and its absence is explained 
by holiday buying lethargy, plus the fact 
that practically all available space through 
February has been taken. There is no selling 
pressure except at the higher rate, for sched- 
ules to be shipped after Feb. 15. Some busi- 
ness has been booked in the form of rush 
orders for favored customers, and it is being 
loaded into space that had been reserved. The 
dollar advance in rate has already found its 
way into current discount quotations for mill 
shipment schedules. Two weeks ago the dis- 
count from page 16 of West Coast list 33 
was held at a range of $8@8.50; it is now 
generally held at $7, but it is possible» to 
place an extra desirable schedule at the 
higher discount of $7.50. An important 
change is found in the current price level 
for hemlock dimension. It has moved up to 
an exact price parity with fir, instead of the 
usual $1@2 differential. Sources of supply 
for hemlock at the mills are limited, and it 
has been a searce article in the local market 
for fully a year. The supply of fir boards is 
in better balance with demand than at any 
time within a year. The No. 2’s are held 
at $29.50, and the 3’s at $27, and show an 
advance of 50 cents to $1. Sales in small 
lots to dealers at the wholesale yards have 
been seasonally slow. 

There have not been many transactions in 
eastern spruce, these being limited to carlots 
of small dimension for delivery by rail, with 
very few lots of dimension or random offer- 
ing for water shipment. At recently advanced 
prices, boards are little inquired for, but in 
most offices this lack of buying interest is 
charged to the holiday and inventory period. 
The mills are in a quandary as to the prob- 
able trend of the market and in making com- 
mitments are fully as cautious as are the 
buyers. Canadian shippers are enlisted “For 
the duration of the war” to move every foot 
of spruce to the Timber Control Board of 
England for which ship space can be se- 
cured. Whether there will be much or little 
Canadian spruce available for the New York 
market depends wholly upon the urgency of 
the call for deliveries to the allied forces 
overseas. Though bookings through the past 
thirty days have been light, the Maine mills 
are reported to have full order files to care 
for production well into February, and local 
dealers are concerned as to their ability to 
supply spring requirements when active 
building starts in late March. Prices, ad- 
vanced in September and December, are very 
firm at $35@36 for 2x3- and 4-inch scantling, 
and up to $43@45 for the 2x10- and 12-inch. 
Good dry boards, rough or worked, 6- and 
7-inch, are firmly held at $39@40 delivered 
at Harlem. River rate points. Most sales 
of 2- and, 38-inch bundled furring are at 
$33.50@35. Cargoes of random and dimension 
are offered sparingly at $35@36. 


W. Scott Blanchard, executive head of Blanch- 
ard Lumber Co., left his New York office Thurs- 
day evening for a six weeks’ visit to the West 
Coast, to include calls at his company’s Seattle 
office, and at shipping points and mills in Wash- 
ington and Oregon. 


J. A. Currey, head of J. C. Turner Lumber Co., 
Irvington, N. Y., and president of National- 
American Wholesale Lumber Association, leaves 
Jan. 9 with business associates for a visit to 
properties in Florida in which they are interested. 


Norfolk, Va. 


NORTH CAROLINA PINE—The market is 
very quiet, because most buyers are busy 
With inventories, but demand has improved 
Since the first of the year. Prices have been 
maintained on a fairly level basis. Many 
mills have advanced their lists in line with 
the freight rate reduction that will be effec- 
tive Jan. 10. From Carolina mills to Phila- 
delphia, rate will be reduced from 29 to 27 
cents, and from South Carolina mills taking 
higher rates, the reduction will be 3 cents. 
Demand for 4/4 and thicker B&better pine, 
rough and dressed, in all widths, has been 
much better, and prices have stiffened. Box 
manufacturers have not been in the market 
for much rough box, and are trying hard for 
low priced lumber. There has been a slightly 
better demand for dressed and resawn lum- 
ber. A distinct shortage of 4-inch air dried 
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pine is noted in the Carolinas. Improvement 
is reported in demand for dressed air dried 
No. 2 common and better boards in mixed 
ears for quick shipment. Mixed cars of 
dressed framing have been selling better and 
inquiries have also picked up. Georgia mills 
report that a very pleasing increase in busi- 
ness in air dried roofers has firmed prices to 
$12 for 4-inch, $17 for 6-, 8- and 10-inch, and 
$18 for 12-inch, f. o. b. cars, Georgia Main 


Line rate. 
Buffalo, N. Y. 


Lumber demand has been light. Retailers 
are inclined to hold off in making additions 
to their stocks. No heavy mill surpluses are 
reported. Lumber prices are about holding 
their own. 


HARDWOODS—The market is quiet, but 
woodworking lines appear to have good pros- 
pects for spring business. Furniture sales 
during the holidays are said to have been 
more satisfactory than in some preceding 
seasons. Hardwood prices are easy, some re- 
ductions having been made in the past few 
weeks. An exception is Philippine mahogany, 
which is higher. 


WESTERN PINES—Demand is slow, as 
most buyers are holding off until more need 
of stock is shown. Prices are reported hold- 
ing firm. 


NORTHERN PINE—While the market is 
somewhat slow, prices are being well main- 
tained by the mills. It is predicted that 
because of increased costs of operation at 
Canadian mills, a higher market will be seen 
during the present year. The amount of 
stock at these mills is small, because of 
heavy foreign buying. 


Baltimore, Md. 


NORTH CAROLINA PINE—A new cold 
wave, with more snow, has slowed up con- 
struction and brought some further narrow- 
ing in the lumber movement. Box makers 
continue busy, and other avenues of distribu- 
tion are also receptive. Quotations are quite 
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steady, and some items that dropped a little 
are inclined to stiffen once more. Stocks are 
adequate. 


LONGLEAF PINE—Demand, for larger 
sizes especially, keeps up in a gratifying 
manner. While the market has been draggy, 
an upward trend is indicated. Requirements 
of consuming industries seem to be as large 
as or larger than before the holidays. 


CYPRESS—Inquiry seems to be picking up 
again, and finds prices steady. 


WEST COAST WOODS—Representatives of 
the West Coast mills are becoming rather 
busy again, and the stiffening tendency in 
the quotations, evident even before the holi- 
days, is becoming more marked. Stocks 
suffice to take care of current wants. 


HARDWOODS—Reports tell of increasing 
activity and rising prices, demand rapidly 
regaining its pre-holiday level. Quotations 
show gains of $2 to $3 and even more. Stocks 
of good dry lumber are almost scarce. 








Canada's November Exports 


MOonrTREAL, QUE., Jan. 8.—Canada’s export of 
planks and boards, going largely to the United 
States and the United Kingdom, amounted in 
November to 138,924,000 feet valued at $3,- 
805,012, compared with 244,085,000 feet at $6,- 
035,417 in October, and 156,875,000 feet at 
$3,475,130 in November, 1938, the Dominion 
Bureau of Statistics reports. Exports during 
the eleven months ended November, aggregated 
1,962,848,000 feet, as compared with 1,509,826,000 
feet in the corresponding period last year. The 
leading varieties exported in November were 
as follows, with figures for 1938 in brackets: 
Spruce 60,702,000 (56,498,000) feet; Douglas 
fir, 37,400,000 feet (61,448,000) ; pine, 15,644,000 
feet (11,203,000) ; hemlock, 10,193,000 feet (14,- 
981,000); birch, 8,244,000 feet (4,913,000) ; 
cedar, 4,531,000 feet (5,167,000) ; maple, 976,000 
feet (925,003). 





LEE H. SHEPHERD, President M. C. SHEPHERD, Vice-President 


MANUFACTURERS and 
WHOLESALERS of 


Timbers, Rough and Dressed, up to 18x 30-40 . . . Plank 
... Dimension... Boards... Flooring . .. Kiln-Dried Finish 
... Ceiling . . . Siding . . . Railroad and Car Material. 


Material from both mills Grade-Marked if desired 


H. SCOTT SHEPHERD, Secy.-Treas. 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


Yellow Pine and Hardwoods 





ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 
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How About Another Helping of 
Burrus Southern Pine « 


When it comes to lumber for general all-around 
construction and factory uses, you just can’t beat 
this Burrus Southern Pine. 
preferred stock of careful, discriminating buyers. 
who want to give best values to their customers. 
Trade-marked and grade-marked, produced under 
the grading rules of Southern Pine Association, 
its moisture content is guaranteed. All standard 
building items. Let us quote. 


Burrus Lumber Company 


No wonder it’s the 





BEAUMONT, TEXAS 
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Set of Blue Prints and 


ree BOOK 


FZ ‘ 
“HOW TO READ BLUE PRINTS” 






Sent to Employees of 


LUMBER DEALERS 


This Free Trial Lesson on “How to Read Blue 
Prints.” and a set of blue print plans,—to 
show you how this 36 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 


A-424 Tech Bldg., 118 E. 26th St., Chicago, III. 





Loose Leaf Tally Books ; 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 
Tally Cards Rules 
Crayon Gauges 
Rule Cases Hammer Stamps 
Pickaroons Marking Sticks 
Car Movers Leather Aprons 
Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 











Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 
Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 








GILBERT NELSON & CO. 


Public Accountants 


332 S$. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











| Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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Newsy Notes of Persons and Places 


and OFFICE 








Douglas B. Jones, of the R. T. Jones Lum- 
ber Co., North Tonawanda, N. Y., has left for 
a two months’ business trip to the Pacific Coast. 

Frank H. Harris, vice president of Van 
Arsdale-Harris Lumber Co., San Francisco, 
spent the Christmas holidays at Palm Springs. 
He. was accompanied by Mrs. Harris. 


Charles W. Baldy, who has handled Appal- 
achian hardwoods in the East, for the past 
thirty years, with headquarters in Buffalo, is 
now wholesaling West Coast lumber as an addi- 
tional line. 


W. P. Foster, who has been an employee of 
the Warfield Lumber & Coal Co., Monmouth, 
Ill., for thirty years, has left his post at the 
age of 80. He intends to remain in the town 
and enjoy a rest. 


Roderic Olzendam of Tacoma, Wash., public 
relations director for the Weyerhaeuser Timber 
Co., has accepted an invitation to be the prin- 
cipal speaker at the annual banquet of the South 


Bend (Wash.) Chamber of Commerce on 
Jan. 11. 
Kansas Wholesale Lumber, Inc., Wichita, 


Kans., announces that effective Jan. 1, Paul W. 
Ashmore became a member of its organization. 
Mr. Ashmore has a _ wide acquaintanceship 
among the lumbermen of the territory which he 
will travel. 


Andrew Landram, sales manager of the St. 
Paul & Tacoma Lumber Co., won the 16-yard 
trap shooting event held Dec. 31 at the Tacoma 
(Wash.) Gun Club for the benefit of the Dr. 
John C. Siegle Memorial fund. He scored 48 
out of a possible 50. 


The Lissberger Box Co. of Baltimore, Md., 
which manufactures wood and fibre boxes, has 
moved from 907 Ensor Street into a building at 
12-16-1240 South Lakewood Avenue, where it 
has much enlarged space. Albert E. Lissberger, 
Jr., is owner of the business. 


A daughter, Elizabeth Anne, was born, Nov. 
22, 1939, to Mr. and Mrs. J. Alfred C. Dodd 
of Middletown, Conn. Mr. Dodd is secretary- 
treasurer of the Strong & Hale Lumber Co., 
Portland, Conn., and a director of the Connecti- 
cut State Lumber Dealers Association. 


The Smith-Orr Co., Dearborn, Mich., has 
announced to its customers that it has moved to 
larger quarters on Warren Avenue, three blocks 
west of Schaefer Road. There are seven acres 
of land in the new location, with ample track- 
age, and 60,000 square feet of shed room. 


G. F. Jewett of the Potlatch Forests, Inc., 
Lewiston, Ida., is on a two-weeks’ trip to 
Washington, D. C., and other eastern points. 
In Washington Mr. Jewett expects to appear 
before the joint congressional committee on 
forestry to present the views of the industry 
to the committee. 


John C,; Light inserted an attractive “good- 
bye” notice in the Dec. 22 issue of the Miami, 
Ariz., newspaper to tell his customers and 
friends that he was retiring on Jan. 1 from 
active business. It marks the ending of 63 
years in one line of business for him. Twenty- 
five of them have been spent in Miami. 


Ernest W. Demarest, president of the Pacific 
National Lumber Co. of Tacoma, Wash., and a 
director of the United States Chamber of Com- 
merce, is recovering from injuries sustained 
Dec. 23 when his automobile crashed into a 
bus in Tacoma as he was driving home. He 
suffered a broken nose, severe cuts about the 
face and internal injuries. 


The New York office employees of the Lum- 


bermen’s Credit Association, Inc., staged quite 
an elaborate playlet at their annual Christmas 
party, Dec. 22. Personages portrayed included 
William Clancy and his son, Will C. Clancy. 
Most of the staff had a part in the production. 
In addition there were refreshments, singing 
and dancing. 


James M. Brown, president of the Long Lake 
Lumber Co., Spokane, Wash., and past Snark 
of the Universe of Hoo-Hoo, has gone to 
Washington, D. C., accompanied by his son 
Lawrence, who is returning for the second 
semester of school at Georgetown University. 
Mr. Brown will attend to matters of business 
in Washington and New York. 


Palburn (Inc.), a Buffalo (N. Y.) whole- 
sale lumber company, will celebrate its sixty- 
fifth anniversary this year. It was established 
as a partnership by Robert Palen and Millard 
S. Burns under the name of Palen & Burns. 
Eighteen years ago the business was incorpor- 
ated under its present name. Lewis J. Lewis is 
president, and Raymond E. Grove is vice presi- 
dent and secretary-treasurer. 


Norton Clapp, secretary of the Weyerhaeuser 
Timber Co. and outgoing president of the 
Tacoma (Wash.) Chamber of Commerce, was 
an honor guest at that organization’s 55th an- 
nual dinner in Tacoma the night of Dec. 28. 
He heard the highly successful year of his 
administration receive the enthusiastic com- 
mendation of 483 Tacoma citizens who at- 
tended the affair. 


Paul M. Smith, district manager for the 
Wheeler Osgood Sales Corp., has been chosen 
to head the publicity and tourist committee of 
the Tacoma (Wash.) Chamber of Commerce 
during 1940. W. H. Price, manager of the 
reforestation and land department of the Wey- 
erhaeuser Timber Co., has been selected to 
direct the Tacoma Chamber’s State develop- 
ment committee during the coming year. Harris 
Warnick, president-manager of the Puget Sound 
Manufacturing Co., sash and door manufac- 
turer, has been named head of the finance and 
organization committee. 





News from Arkansas 


William D. Gill, an official of the Poinsett 
Lumber & Manufacturing Co. of Trumann, 
Ark., recently spoke before classes at Arkansas 
State College, Jonesboro, on “Plywoods.” 


Charles Stuck of the C. A. Stuck & Sons, 
Inc., at Jonesboro, Ark., awarded prizes to stu- 
dents of Holy Angels Academy of that city in 
an essay contest on home remodeling. The 
title of the esay was “How I Would Remodel 
My Home With $500.” 


M. E. O’Conner, former Pine Bluff lumber- 
man, now West Coast sales managtr for the 
DeSoto Hardwood Flooring Co., of Memphis, 
Tenn., with headquarters in Los Angeles, Calif, 
visited friends and relatives here last month. 


T. J. Reynolds, president of the Valley Lum- 
ber & Supply Co., Hot Springs, Ark., has 
opened the Valley Glass and Mirror Co. as a 
department of that concern. 


L. M. Hawkins, Little Rock, has been named 
chairman of a committee representing retail 
lumber dealers to assemble factual data to turn 
over to the State to support its case before the 
ICC to obtain a more equitable freight rate for 
Arkansas’ commercial and industrial interests. 


The Pierce-Young Lumber Co., Morrilton, 
Ark., is constructing buildings for a new plan- 
ing mill at Shirley at an approximate cost of 
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$50,000. C. E. Lewis of Pangburn is super- 
vising the construction of the plant and will 
be the manager when it is complete. A dry 
kiln is being built that will hold 100,000 feet ot 
lumber. 

Charlie Razer has assumed his duties as as- 
sistant manager of the Arkmo Lumber Co. at 
Helena, Ark. He resided in Blytheville five 
years before going to Helena. 


Tom G. Clark, Clark County Lumber Co., 
Arkadelphia, Ark., lumberman, Mrs. Clark and 
their children have returned from a_ holiday 
visit with friends and relatives in Los Angeles. 


C. N. Houck, secretary-treasurer of the 
Miller Lumber Co., Marianna, Ark., was re- 
cently chosen first president of the Agricul- 
tural Council of Arkansas, a new farmers’ or- 
ganization for State economic development. 





RETAIL YARD CHANGES 


Wausa, Nes.—G. A. Paine has resigned 
from the managership of the Independent Lum- 
ber & Coal Co. to accept a position in Auburn, 
Neb. 

Hurcurinson, Minn.—A. S. Klaus, manager 
of the local branch of Thompson Yards, Inc., 
has resigned, and been succeeded by Lester F. 
Zajicek. 

Morris, Itt—Henry O. Newman has re- 
signed from the managership of the local I. N. 
R. Beatty Lumber Co., and the position is 
filled by Byron G. Marvick. 

Bucyrus, Ou1o.—Dawson Hanline, assistant 
manager of the Gordon Lumber Co. in Fre- 
mont for’three years, has been named manager 
of the Gledhill & Kime Lumber Co. here. 

New BraunrFfets, Tex.—C. A. Blanton has 
been transferred from managership of the local 
yard of William Cameron & Co., Inc., to head 
the concern’s interests in Fort Worth. Clarence 
\lfrey succeeds him here. 





Ready to Ship Again After Fire 


WarrEN, ARK., Jan. 8.—Although fire de- 
stroyed its eleven dry kilns, rework plant, and 
the lumber in the kilns and that stored in the 
cooling shed, the Southern Lumber Co., Warren, 
Ark., is able to handle mixed car orders for 
genuine Arkansas Soft Pine finish, trip and 
mouldings, yard and shed stock, Southern Brand 
oak and beech flooring, and hardwood trim. 
Plans have been made to immediately rebuild 
the dry kilns with the latest type cross circu- 
lation’ fan kilns. 


New Company Formed of Old One 


Corton PLant, ArK., Jan. 8—The John M. 
McLeod Lumber Co. Inc., was formed at a 
meeting of stockholders of the new concern last 
week. The company has taken over the entire 
business of the Southern Lumber and Supply 
Co. Stockholders and directors in the new 
company are: John M. McLeod, Mrs. Kathryn 
McLeod, S. J. Dean, John A. Moore and Ross 
Mathis. 

The new company purchased for cash all of 
the assets of the Southern Lumber and Supply 
Company, and is beginning business with new 
stocks and no debts. 








Experienced Logger Named to 
Head Southwestern Operation 


McNary, Ariz., Jan. 8—Ellsworth S. Young 
has succeeded Paul E. Freydig as superintendent 
of the logging operations of the Southwest 
Lumber Mills (Inc.), here. Mr. Young comes 
to McNary from Skamokawa, Wash., and is a 
logger and logging engineer of more than 
twenty years experience. A graduate of the 
College of Forestry, of Oregon State College, 
he was formerly logging engineer for the 
Clark & Wilson Lumber Co., Linnton, Ore., 
and later superintendent at Camp Talbot for 
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the McCormick Lumber Co., during the time 
that Mr. Freydig was in charge of that com- 
pany’s logging operations. Recently, Mr. Young 
has been associated with a number of large 
operations in Puget Sound and Columbia River 
and has carried on logging operations of his 
own, supplying logs for the commercial mar- 
ket. Mr. Freydig, who has had charge of the 
McNary operations during the past three years, 
will sail during early January, with his family, 
for Hobart, Tasmania, which will be his future 
home. He goes to the Antipodes to accept 
the position of manager of the timber and 
logging operations for the Australian News- 
print Mills, at Hobart. 





Creo-Dipt Salesmen Meet for 
Three-Day Conference 


NortH TONAWANDA, N. Y., Jan. 9.—A three- 
day sales meeting was concluded recently by 
the Creo-Dipt Co. (Inc.), of this city. The 
presiding officer at the sessions was H. P. Ken- 
dall, president of the company. He opened the 
meeting with an address on company policy for 
1940, and keynoted the slogan for the year, 
“Double Your Sales in 1940.” Mr. Kendall 
stated that the past year saw the company in- 
troduce and successfully merchandise Zephyr 
wall shingles and 
Zephyr insulation board. 
At present the company 
is introducing “Expo- 
sure Dipped” stained 
shingles for low cost 
houses. 

Following Mr. Ken- 
dall’s opening address, 
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L. J. Leatzaw, sales 
manager, discussed new 
and old distributors, and 
stated that in less than 
five years the company 
has re-captured national 
distribution of its prod- 
ucts. The balance of 
the opening day was given over to addresses by 
salesmen on selling Creo-Dipt stain to various 
types of retail outlets. Stain was the topic for 
both day and evening sessions of the first day, 
and the meetings were held at the plant. 

The second day was given over to discussions 
of Creo-Dipt shingles, hand split shingles, 
Zephyr wall singles, Zephyr insulation board, 
and the merchandising of Exposure Dipped 
shingles. Group conferences were held in the 
evening at the Niagara Hotel, Niagara Falls. 
General sales problems were discussed on the 
last day, inspection trips were made to local 
installations of Zephyrs and Zephyr Board, and 
a farewell banquet was given in the evening at 
the hotel in Niagara Falls. 





Saw Manufacturer Honored 


INDIANAPOLIS, IND., Jan. 9.—Henry C. At- 
kins, president of E. C. Atkins & Co., saw 
manufacturers here, has been selected by offi- 
cials of the local Chamber of Commerce and 
other civic organizations as one of seven to 
be honored for distinguished service by being 
named to the Staff of Honor of Indianapolis. 

Requirements for the honor include the fo!- 
lowing: The recipient must have lived in the 
city at least ten years as a private citizen; he 
must have reached his seventieth year; he must 
have served the city over and above the re- 
quirements of good citizenship outside and _ be- 
yond his own chosen business, profession or 
calling. 

Mr. Atkins has been president of the In- 
dianapolis Community Fund, treasurer of the 
Y.M.C.A. for thirty-five years, and has been 
active as a member of boards and committees 
of other civic and philanthropic organizations. 


ai 


Reports Cheer in Far West 


BaLtimore, Mp., Jan. 10.—H. A. Crane, pres- 
ident of Dealers’ Warehouse Supply Co., Inc., 
this city, which deals in lumber and building 
materials, is back from a two weeks trip to 
the Middle West and the Pacific Coast, during 
which he visited a number of lumber mills and 
dealers. Mr. Crane went first to Memphis, 
Tenn., where he stopped at the E. L. Bruce 
Co., prominent in the oak flooring trade, with 
which he has maintained business relations for 
years. He then proceeded to New Orleans, and 
looked over the Celotex plant. St. Louis was an- 
other stopping place; then the swing continued 
to San Francisco, with a visit to the Union 
Lumber Co.; to Fort Bragg; Portland, Ore.; 
Spokane and Seattle, Wash. On the return 
trip Mr. Crane halted at Chicago to look in 
on the local trade. The big jumps were made 
by airplane, in which mode of travel Mr. Crane 
is a veteran. He came back with the report 
that much optimism prevails in the Far West 
and that a revival of importance is looked for. 





Joins Staff of Manufacturer 


St. STEPHEN, S. C., Jan. 8.— The Santee 
River Hardwood Co., manufacturer of hard- 
wood and cypress lumber here, announces the 
resignation of E. L. Flake who has been with 
the concern’s affiliated companies for twenty 
years. Mr. Flake plans to engage in the oil 
business in Louisiana. 

Succeeding Mr. Flake will be T. D. Higgins 
who has been with the Santee River Hardwood 
Company’s affiliates for twenty-six years. He 
opened the New York office nineteen years ago, 
and two years later became manager of the 
Chicago branch where he remained until 1929. 
In the latter year, he was transferred to the 
Buffalo territory which he will continue to 
cover in addition to the eastern district. 





Predicts Good 1940 for West Coast 
Lumber Industry 


Loncview, WaAsSH., Jan. 6.—Basing his predic- 
tions on an expanding domestic market growing 
out of a national program of low-cost dwellings 
construction, J. D. Tennant, vice president and 
general manager of the Long-Bell Lumber Co., 
forecast a generally favorable year for the West 
Coast lumber industry. But because of the un- 
settled state of world affairs, he warned against 
too much optimism. “Uncertain world conditions 
greatly influence the domestic market as well as 
foreign markets, and, contrary to the general 
opinion, the European conflict has resulted in a 
decrease rather than an increase of lumber ex- 
ports,” he said. 





Paint Concern Holds Holiday Party 
and Sales Meeting 


More than 200 employees of the Boston Var- 
nish Co., Boston, Mass., and their guests, were 
given a holiday party by the company to cele- 
brate the year end. After the luncheon, H. A. 
Hall, treasurer of the company, distributed 
bonus checks to all employees. J. B. Lord, 
president, stated that orders now on hand would 
in all probability make Kyanize sales for the 
year to come greatest in the history of the 
firm. 

Following the party by a few days came a 
three-day sales convention, held in the new as- 
sembly hall of the company offices, and con- 
ducted by Franklin J. Lane, vice president and 
sales manager. It was announced that sales 
for 1939 were at a record high. Several sales- 
men who had won contests were awarded prizes. 
The 1940 advertising campaign was unveiled 
by C. A. Dana Redmond, advertising counselor. 
Merchandising and promotion plans were out- 
lined by C. F. Eberle, advertising manager. 





THE AVERAGE haul of freight in this country 
was 357 miles in 1938, compared with 337.43 
miles in the preceding year. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


Kast and west side mills have reported the 


following average f. vo. b. mill sales prices 


on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales 
made in the period Dec. 26 to 30, but, where prices for this period were not available, 
prices for the month to date have been inserted and starred (*): 











West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Partition, Standard No. 2 Fencing & CM No. 2 Shortleaf 
Lengths Lengths Standard Lengths ex4 Dimension 
<3 rift— %4x4&6— ae 89 x 
B&bir Sht. 60.38 61.60] B&better..*48.38 46.25 > Pe Te ee 
No. 1 Sht. 51.75 57.00 ree 25.08 21.28 
No. 2 ....*36.69 *40.00 Surfaced Finish o 18 & 20 26.28 *23.43 
i Standard Lengths No. 2 Shiplap and [22 & 24 .. 28.00 ... 
1x3 flat ahetter Boards, Std. Leth. | 9x¢ 
rain— 
B&better.. 41.35 42.03] Inch thick— Shortleaf— 12 & 14 21.65 20.07 
a)... SEEM SCP EREE ccevedes 52.35 48.5011x8 ...... 24. 17 -22.34116 22.18 19.00 
No. 2 .... 29.57 *30.0616 ----+-e- 53.66 49.00}]1x10 ..... 24.36 22.86]118 AER» 23°92 #2186 
ix4 rift sacle ae 53.01 48.86]1x12 ..... 28.88 24.42]99 °° °° °° 24.00 *22.59 
4 pou - 4 9 ay f SVU seceeeecee at. ae 
B&btr Sht. 58.00 59.98 1x cecere rag ty # i‘ 22 & 24 27.24 *29.50 
No. 1, Sht. 46.68 48.75};5° ‘""** 76.01 72:25 No. 3 Fencing, 2x8 
No. 2 ....*%34.13 *38.82 5& 674 thick — (4.49 Standard Lengths 12 & 14 22.79 21.56 
1x4 flat ‘6, 8..... GR04 “OR 000izs4 ....::- 13.36 13.99]16 ....... 23.75 21.08 
grain— me) eee 74.43 66.25]1x6 SIS/S4S 18.96 18.07]18 & 20 24.10 *22.40 
B&better.. 43.01 39. 72 ee ae 93.17 81.75]1x6 CM .. 18.99 18.67]/22 & 24 31.00 
No. cove SR 38.25 
No. 2 ..-- 31.88 20.79 Inch thick— No. 3 Shiplap and xt 14 25.87 24.58 
Ceiling, Standard  wécgewas 1.80 39.53 Boards, Standard . Seeenaeeiegs 25.37 21.81 
Lengths ; settee yt p+ poe Lengths 18 & 20 25.80 *25.50 
x4— eovccocece 2 8 e 
Hibetter.. 37.00 *34.67 Ixs&id’ 21. 45.12 46:68]1X8_...... 19.89 *18.81} 2512 9 9 
Z 67 B20 6 1x10 ..... 20.79 18.98]12 & 14 .. 24.80 (21.00 
No. 1 ....*34.7 i) 8.20 60.04) v9 * 19:40 18:71]16 --.---- 24.24 *24.52 
Pe ac 94.48 5 00 Rough Finish, —<- , 18 Staeee ne 24.81 $24.70 
No. 1 * 25 50 2300 Standard Lengths No. 2 Shortleaf 20 & 34° °° a 4 a os 
sc = B&better— Dimension os & 
“| Fp oenas- Inch thick— 2x4 No. 3 Dimension 
ar engths, 1x6” |4 ........ 04 ...4.088 & 25.86 25 ¥ e 
“© (aiagdaadlle | Bieta so75 17 i]16 <.-.21 to 3620] Random Lengths 
ehiites epee BB civeccss 52.75 47.25/18 & 20 28.12 28.44]2x4 Short- 
_—s. @eee. ..° IxS&i0' 11. 52:50 5528/22 & 24 1193540 35:75] leaf ..... 19.48 15.58 
No. 116— fer 69.75 70.00 ox¢ Shortl’f & Longl’f— 
B&better..*41.00 *40.50 S&C/4 12 & 14 .. 24.68 23.18]ox6 ...... 18.27 17.43 
No. 1 .... 42.52 39.50]. thick 16 25.06 24.13]2 *17.18 17.29 
Assorted patterns— Ea oes erate *59.37 58.5017 peaeis One. 250 26 24 <a “197 aa 
B&better.. 42.25 *41.73)5&10 ..... *67.80 69.50 20 ee ae ryt gpd 3x10 iba rk: 17.72 16.39 
No. 1 .... 36.24 *35.30)12 ....... *81.17 80.0019 @°34°'° 34°38 #31190] 0. — Ie 
Railroad Material |C®sing, Base & Jamb,|2x8 Timbers, 29 & Under, 
Gar Galen. ciding Standard Lengths |12 & 14 .. 26.08 24.13 _— 
and roofing— B&better— BE aoa chai 26.28 25.28|Longleaf— 
ee 62.33 °57.75118 ....... 27.89 28.00]/4xX6—8x8 . 35.25 *28.00 
B&better— 1x6&8 .... 60.75 57.00}29 oa 29.38 27.75|/3&4x10 ...*38.00 tees 
1x4, 8 . *35.0011x5&10 ||. 62.75 *62.25)22 & 24 ..*37.13 *30.67| Shortleaf— 
1x4, 12&14. 14.042. 35 *44.00 No. 1, Fencing, _ 23.01 32.12 ee” He 33:83 
1x4, 9 .... 45.66 *46.50 Standard Lengths > ail she 39°53 31.89] 2&4x10 32.00 32.00 
1x4, 10... 44.06 *43.52)1x4 ...... 8 geet: © Beans R411 32:50|2X10-10x10 32.00 26.00 
SxS, S.... ..-. COROGLING ...... S988 SESSILIS & 30... 34.97 84.50lcree acts cnet cater 
1x6, 1214 22°. $44.00) ee ce ee 
BG 36 24. ese MOR08 o. plap an : — ree 
1x6, 9 .... 44.01 44.50 Boards, 2 14 26.31 32.47 Plaster Lath 
Ix, 18°11. 63:50 <2") Standard Lengths 16 37.43 34.63 Kiln Dried 
1x6, 10 ... 42.00 *41.78]1x8 ...... 32.37 *30.50]18 ......: 767 3701 ~ 
No. 1_ }1x5&10° 2.1 34002 40,00 20 eased 401 38:00 at lh : 4.90 4.80 
1x4, 18 ...°48.00 ...."1x12 ..::. 42.92 ....022 & 24 .. 47.25 ....'No. 2 .::: 4.02 *%3.33 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 

4EX2%%” 349X114” %x2” 3x1” 
Clr. qtd. wht....$85.00 $75.00 $70.00 $66.00 
Clr. qtd. red.... 72.00 65.00 62.00 63.00 
Sel. qtd. wht.... 65.00 52.00 55.00 48.00 
Sel. qtd. red..... 65.00 55.00 56.00 52.00 
Clr. pin. wht.... 68.00 54.00 55.00 50.00 
Clr. pin. red..... 70.00 57.00 52.00 51.00 
Sel. pln. wht.... 62.00 50.00 47.00 42.00 


No. 1 com. red 59.00 49.00 39.00 38.00 
No. 2 common 39.00 34.00 32.00 27.00 

1x2” %x1%” x2” 
a a eee $80.00 $75.00 eee 
Cir. atd. red..... - 75.00 70.00 ‘ 
Sel. qtd. wht.. 63.00 61.00 


Clr. pin. red. 

Sel. pln. wht.. 
Sel. pln. red. 
No. 1 com. wht.. 4 i 
NS eee 55.00 52.00 43.00 
eG. 8 GOURMION. 2c ccccces 37.00 32.00 e 





New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
}#-inch stock, $8; for %-inch, $4; for %- and 
fr-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
}#-inch stock, $6; for %-inch, $3; for %- and 
fr-inch, $3.50. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
Dec. 26 to 3 inclusive. Averages include 
both direct ‘and wholesale sales, and are 
based on specified items only. Quotations 
follow: 

Ponderosa Pine 
SELEcTs, S2 or 4S— 1x8 Arg bf Age! 
$64 


— ee $58.52 $64.8 
2 SC rr 40.92 45:78 45. O7 
SHop, S2S— No. 1 No. 2 
| RA aera eee $35.02 $25.27 
UE akg ola hie: blank: hints: ie wieiw wie'o em 34.58 25.24 
Commons, S2 or 4S— No. 2 No. 
2 | | eee aren $28.65 $22.79 
oo Se ee 31.60 22.48 
ae Se a res eee $15.62 
Idaho White Pine 
SELEcTs, S2 or 4S— 1x8 5-6/4RW 
Choice ip) rr $72.87 88.04 
oe a i) | rer 43.12 64.85 


Commons, S? or 4S— 
Colonie Sterling Standard 
0.1 No. 2 No. 3 





oO. 
a eee $37.97 $35. > 5 $26.05 
+ Sa Se 70.88 41.93 29.42 
Utility (No. 4) “* S2 or ba RW RE. ...$18°33 
Spiects, S2 or rahe y vinw 5/4RW 6/4RW 
Beeme. BRL: .....<% $71.68 $72.29 $67.58 
SSR ES < 10:93 +e 57 68.51 
ee ee 55.00 55.00 54.00 
er 97's s2s— No. 1 No. 2 No. 3 
) UEP (aig) cite eat witrcarel oa ae $38.32 $30.56 TT 
6/4 Se 38.11 28.33 $20.87 
| RR Rea 49.71 36.38 20.00 
° Larch-Douglas Fir 
DMMIONSION, THO. 1; BEG <6 vcccteccivcect $22.03 
Dimension, No. 1, BEGRS ..cccccactecss 22.08 
poaras: No. 3, SE oF 4B, 158 .00ccvecscee 17.00 
Flooring vert. gr. C&Btr., 4 RL........ 36.66 





NORTHERN HARDWOOD 


Following are prevailing quotations f.ob. 
Wausau, Wis., on northern hardwoods: 
No.1 No.2 _ 3 
Brown Ash— FAS _ Sel. Com. Com 
Se veceees ay rt $38.00 $26.00 $18.06 
| ees | 8.00 41.00 28.00 
ees 73.00 83:00 48.00 32.00 19:00 
8/4 ........ 78.00 68.00 51.00 34.00 20.00 


No.1 No.2 oooh 3 


S 


Basswood— FAS Sel. Com. Com. 
| eee $78.00 $68.00 $48.00 $26.00 si. 06 
MOE wctvveus 83.00 73.00 53.00 30.00 21.00 
ae eer 86.00 76.00 54.00 32.00 23.00 
Oe vcveeees 93.00 83.00 64.00 34.00 23.00 

eS 8.00 88.00 71.00 45.00 

lS rt 103.00 93.00 76.00 50.00 
. er - 70.00 60.00 39.00 24.00 .... 
Key stock, 4/4, No. 1 and potter $78; or on 


grades, FAS, $88; No. 1, oe No. 1 and 
better, $83, or on "grades, os, $93; No. 1, $73. 


No.1 No.2 No.3 
Hard Sate FAS Sel. C " 
4/4 .. . $73. rs oes. os or 00 $30.00 $15.00 


| . 78.0 34.00 17.00 
a, eee 81.00 66.00 BF 00 36.00 17.00 
, re 86.00 71.00 60.00 36.00 18.00 
eee 86.00 71.00 60.00 37.00 18.00 
O/4 2. .-101.00 86.00 68.00 42.0 
De. aceudees 101.0 86.00 71.00 42.00 
ee ococewand 121.00 106.00 83.00 45.00 
BEES écceceer 121.00 106.00 83.00 = 00 
BPO acsucees 161.00 146.00 123.00 2 ahlaneaaa 
No. 1 No. 2. No. 3 
Soft Elm— FAS Com. & Sel. Com. Com. 
OPO ksesee .. - $48.00 $38 $27.00 $19.00 
ee seeeuwes 53.00 $3.00 20.00 
| ee 53.00 43.00 29.00 21.00 
hg: Slibajeain 56.00 46.00 32.00 21.00 
|, eee 59.00 49.00 34.00 
BEE cceveivsge 64.00 54.00 39.00 
No. 1 No. 2 No. 3 
Rock Elm— FAS Co Com Com 
saivanee ..-$48.00 $30.00 $19.00 $16.00 
Pe Miwaens -- 53.00 35.00 21.00 18.00 
DEO ccccvce ..- 63.00 43.00 23.00 18.00 
I cacias cs tehaleeracs 68.00 53.00 28.00 21.00 
a . 78.00 63.00 40.00 
Be ascceoets 88.00 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — Sel. Com. Com om 
> $86.00 $66.00 $46.00 $28.00 $17.00 
Re aie heenas 91.00 71.00 53.0 33.00 18.00 
ee 91.00 75.00 58.00 39.00 18.00 
|, Se 94.00 82.00 68.00 46.00 19.00 
Be wewedaiwn 96.00 86.00 73.00 47.00 
Eee wswnde wa 101.00 91.00 78.00 52.00 
TE <eceene 156.00 146.00 121.00 
| Baer 73.00 59.00 é 26.00 
2 re re 75.00 bin 00 46.00 27.00 .... 
0.1Com. No.2 No. 3 
Soft Maple— FA Sel Com. Co 
parry $59.00 $41.00 $25.00 $17.00 
|. See ee 66.00 46.00 29.00 18.60 
7 76.00 51.00 34.00 18.00 
Pe sicewnawe 81.00 56.00 34.00 19.90 





WESTERN RED CEDAR 


Seattle, Wash., Jan. 6.— Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %2-inch 


cl ii7 ” it) ” 

NN ek beavers $26.00 +=. 00 $19.00 
DE csccawecocwas 31.00 25.00 23.00 
EE are'earacclaie cacnare 38.00 34.00 31.00 

Clear Bungalow Siding, %-inch 
ear adn neon oes e Rabe ta we eRe ean $57.00 
CE 6 6c a ceb.ccae cee vero aeenreees cons 62.00 
DUMONE eis os see Kekos Rah eee cece 70.00 
Finish, B&better, S2 or 4S, 6-16’ 

$2S or S48 

or Rough 
eT ee $ 80.00 
ME. 5. ora. a werk Se ESE Or eke CECA 85.00 
I ica ab cit ania. We.g w@ree e Menge aioe Sime 90.00 
DE Fi cca mudebeslecnc meee Mare Kegrewed 95.00 
NT aos os teers es see 6 Wale een ee oleae ees ere 100.00 
NEE eiin dua we has ne 6 CeCe a aee iets 105.00 
DE iak sinat ve cena ees vey eae te soene wen 115.00 
|. Pe rer wre ree et 120.00 

Ceiling or Flooring, B&better, 4-16’ 

WOE occ edd cv skies eties sae eveeeeasetaed $36.00 
BN ae xiko ag Ota mne ONE wa ewer eba gana? 38.00 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 
Listing under $4...........+eeeeeeeeees 55% 
Edstingg $4 and OVEFP.. occ csccccsceceseces 50% 


Clear Lattice, 5/16”, 4 to 16’ 
100 lin. ft. 
$0.3 


eee eee rere reese eseeeeeeeesreeseeseeeses 
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Current Market Review 


Softwood bookings made some recov- 
ery in the two weeks ended Dec. 30, to 
10 percent above last year’s for the same 
period, as distributors, finding prices a 
little easier, placed orders for shipment 
after the first of the new year. There 
was a year-end decline in shipments, so 
new business exceeded them by about 4 
percent. Production also fell off during 
the pre-holiday period, and shipments 
were 10 percent ahead of it. Total out- 
put is not at all likely to reach the un- 
seasonally high levels of the late fall, for 
rains and cold in the South have been 
severely limiting woods and mill opera- 
tions. Mill stocks in that producing re- 
gion are a good deal lower than they 
were at this time last year, and northern 
pine and hemlock stocks are also much 
smaller. While distributors’ assortments 
seem to be adequate for present trade, the 
large additions made following the out- 
break of the European war have been 
greatly depleted, so that they are sending 
in some inquiry for future shipments, 
while mostly confining their purchases to 
mixed-car lots for pressing needs. The 
going into effect Jan. 10 of lower rates 
on southern pine will of course release 
some shipments. Inquirers find the mar- 
ket at about pre-holiday levels, with some 
mills getting out special offerings of sur- 
plus stocks at concessions, and others 
tightening up their prices. Uncertainties 
created by the European war continue to 
overhang the market, whose course may 
be largely determined by whether a large 
volume of southern pine and eastern and 


western Canadian lumber can move over-, 


seas. British Columbia mills are becom- 
ing impatient with accumulating stocks 
and, favored by a lower exchange rate 
that about offsets the United States im- 
port duty, are said to be making attrac- 
tive offers for rail delivery across the 
line. Water movement from the North- 
west States is restricted by lack of bot- 
toms, and lumber prices vary somewhat 
with their availability. With Northwest 
mill prices steady, the Feb. 15 advance 
in intercoastal rate is being figured into 
current quotations. Both Atlantic coast 
and California markets are seasonally 
dull, belated cold weather has brought a 
slowing down in middle West consump- 
tion, and rains in the South are having 
the same effect. The outlook for specula- 
tive construction has been clouded by the 
upward movement of costs, but it is be- 
lieved that the market will soon show the 
influence of preparations for a large 
volume of home building. 

Hardwood bookings during the two 
weeks ended Dec. 30 fell to 11 percent 
below last year’s for the corresponding 
period, and were behind the shipments, 
which in turn were below production. 
Mill stocks are low, however, and prices 
are maintaining their strength fairly well, 
with some recent losses being recovered. 


More orders have begun to come from 
furniture plants since the first of the 
year, but flooring plants are not buying 
and, with overseas rates high and space 
scarce, there is little export movement. 
Production in the South has been held 
down and rains and cold weather are 
now beginning to enforce the normal 
winter curtailment. Dry stocks from now 
on will be more difficult to obtain, so 
that a further strengthening in their 
prices is likely. 


SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Jan. 8 








Qrtd. Red Gum Plain Poplar 

Figured Wood No. 1 & Sel.— 

FAS— BLE v0.0.0 0:0 41.00 
AID so cuiciais 95.25 ery 2A Com.— ones 
Qrtd. Red Gum S7E o 20005 , 

Fas— at 
a tS te; een 18.00 
5/4 ws eee 97.00 | 574.00... 22.00 
we tS OR a og | S/t -.--- 22.00 
aia ae os 40.00 Soft Maple 

VAD sid cto Y — oe Wi 

Plain Red Gum TT 14.00 
No. 1 & Sel.— 
oe cd 29.50@31.25 | rags Beee™ 
No. 2 Com ‘Ci 35.00 
Sg ee "18. 00@19.50 No. 1 & Sol.— 

Qrtd. Sap Gum ~~ if 4/4 ~«.....- 25.00 
FAS— —_ Elm 
WIEBE S seice 40.00 @ 48.00 —— 

Hy, eS of icici 34.75 
No. 1 & Sel.— No. 1 & Sel.— 

nowreist S ues 26.75 
8/4 Roshae 35.00 @38.50 Cottonwood 
2/4 ..... 5 No. 1 & Sel.— 
No.2 ‘Com Gee oo 27.00 
Ee epee 25.00 | No. 2 Com.— 

Plain Sap Gum if 4/4 ...«..- 24.75 
No. 1 & Sel . ees 24.00 
1 24, 00@ 25. 00 Willow 
7 CS No. 1 & Sel.— 

No. 2 Com—— ~ § 4/4 ..ccvc 28.25 
eee eo 8 13.00 Magnolia 
Qrtd. Black Gum 
FAS— Ty) re 62.00 @ 64.00 
a scoters 36.00 | 5/4 ....-- ‘ 
No. 1 & Se NS ini 69.00 
Yh) ie 26.00@27.00 | No. 1 & Sel.— 
i Sen 98:00 | 4/4 ...0e- 29.50 
i wadirss 29.00 | 6/4 ...... 36.00 
ewer 30.00 | No. 2 Com.— 
10/4. occ. 35.00 | 5/4 ...... 22.00 
No. 2 Com.— BES 'v:0 <0 24.00 
ey 21.00 | 10/4 ..... 24.00 
Qrtd. Tupelo Cypress 
No. 1 & Sel.— arose 
Af Be 27.00 a4 seteee 23 
Plain White Oak Shop— ie . 
MNeia&OGl— f 8/6 ...... 28.50 @ 36.50 
PY ae 38.00 No. 1 Com.— i 
— a ae 37.50 
| _aeae 63.00 | 8/4 .---0- 39.50 
0.1 & Sel.— No. 2 Com 
OPE cceece 26.75@29.00 | 4/4 ------ 20.00 @30.00 
Mixed Oak Mixed Hardwoods 
Sound Square Edge Y: wernt 
Eg pling 50.00 | 4/4 ...... 8.00 


73 
DOUGLAS FIR 


— Wash., Jan. 6.—Current quotations 
:. b. mill on Douglas fir items in mixed 
one for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 
r 


B Cc D 

Sisk va sho eeek ae $41.00 $31.00 $22.00 

Flat Grain Flooring 
SUE Saicarcenbisiew ouaie anal $29.00 $26.00 $20.00 
SE tA ween ee oan ee 33.00 31.00 23.00 

Drop Siding 
1x6 Pat. No. 106....$32.00 $29.00 $23.00 
1x6 Pat. No. 116.... 32.00 29.00 23.00 
Ceiling 

RN cities ck cl nips erates $28.00 $26.00 $17.00 
SME 6.0.4.4 sta eee 29.00 27.00 17.00 

Boards and Shiplap 

1x6 1x8 1x10 1x12 
me Bsscees $20.00 $20.00 $19.00 $22.00 
a eer 16.00 16.00 16.00 16.00 
ae ee 12.00 12.00 12.00 12.00 

No. 1 Dimension 
12 14 16 18 20 

MR ko. ate cejarths $21.50 $21.50 $22.50 $22.50 $22.50 
ig eee 21.50 21.50 22.00 22.00 22.00 
2 ieee 21.50 21.50 21.50 21.50 21.50 
a 22.50 22.50 23.00 23.00 23.00 
WS Sancawnues 23.50 23.50 24.50 24.50 24.50 


No. 1 Rough and/or Surfaced Timbers 
4x4- to 4x12-inch planks 20 feet and 


Sere $19.00 
UBEES Se Tt. GMd BROTEEP ss... 6c csc ewes 18.00 
Se ee Be e000 ahecsbawnb wont 18.00 





RED CEDAR SHINGLES 


Seattle, Wash., Jan. 6.— Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 

Royals: 


a EE eo a ccs cine ovale eres atesaen $4.10 

Be EE. 0060 w.a50 ines 046 tS WMewTes Aenea 2.90 

SOE Se ncikih week tiene g sob eee cenereask 2.00 
Perfections 

1- IE? ik sa vcias co eie oats al eealale Oise) oeiiad $3.35 

ORT UE tae 10 el lolslineSei'e win alee 4 o's bvaialelotrintne 2.55 

SSG, PRIEET. oo sardines | eel ne o's Sia Soe 1.60 
XXXXX: 

REE TENE 5 sate ssi tg ta ches gore 4 es inlaw o ONE $3.00-$3.05 

at ESE Se a re ote 2.30- 2.35 

De NET ei dins-0-0 kl a kis ake ake cess bites 1.50- 1.55 





WEST COAST LOGS 


Seattle, Wash., Jan. 6.—Average prices of 
logs are as follows: 

Fir No. 1, $21-24; No. 2, $16-18; No. 3, 
$10.50-12. Peelers, No. 1, $34-35; No. 2, $28. 

Cedar Shingle logs $17.00; lumber logs, $30. 

Hemlock: No. 2&3, $13.00. 





WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin, Upper Michigan and Chicago 
territory: 


No. 1 Hemlock Boards, 81S or S1S1E Stand- 
ard and Extra Standard 


12&14 16 
rr $31.50 "352 50 $34.50 
TEC. cccewooecwoseee 33.00 34.00 35.50 
OS ee 33.00 34.00 35.50 
eee here 34.50 35.50 37.00 
ARAB: 0.0 csc cedcwseec'e 35.50 36.50 38.00 


For drop siding, ceiling, fancy shiplap 

grooved roofing or partition, add $3. 

No. 1 Hemlock Dimension, S81S1E or 84S 
Standard and Extra Standard: 

8’ 10’,12’&14’ 16’ 18&20’ 22&24’ 
2x 4 ....$35.50 $34. 50 $34.50 $36. $38.50 
22 6 4... Seae 33.50 33.50 36.50 38.50 
Se B- ... See 34.50 34.50 36.50 38.50 
2x10 .... 36.50 37.50 36.50 38.50 40.50 
pe er 38.50 37.50 38.50 40.50 


o 
o 





TIDEWATER RED CYPRESS 


Jacksonville, Fla., Jan. 8.—Following is a li st of wholesale prices on tidewater red cypress, 


f.o.b. Jacksonville. 





Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough. eA $107.50 $116.75 $140.00 $140.00 $147.00 
FAS, RW&L, rough... .$72.50 $84.50 93.50 107.50 121.00 121.00 127.50 
Select, RW&L, rough... 65.00 77.50 77.50 82.50 94.50 94.50 103.50 
No. 1 Shop, RW&L, rough 49.50 62.50 70.50 75.25 84.50 84.50 92.50 
Box, RW&L, rough..... 27.75 29.75 29.75 29.75 

Peck, RW&L, rough.... 27.00 29.00 29.00 30.25 CYPRESS oe. 
“A” Finish, RW&L, S4S 81.25 93.25 96.25 111.25 Bests, 18". + . 80 $8. 30 
E Tih Rwal. separ ask eth th) Ecceceatas 2B 
“Cc” Finish, : 71.75 3.75 3.75 90.75 

“p” Finish, RW&L, S48 68.75 80.75 80.75 83.75 sec XPRESS Lar H 

No. 1 Com. RW&L, S48. 64.00 69.00 69.00 70.00 No.1. No.3 
No. 2 Com. RW&L, S48. 42.50 44.50 44.50 43.50 3% x11%4x48" ...$5.45 $4.70 
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OBITUARY RECORD 








OTTO E. LAY, Kewaskum, Wis. It is with 
deep regret that we announce the death on 


Jan. 10 of Otto E. Lay, popular and well 
known retail lumberman, president of the 
J. H. Lay Lumber Co., and past president 


of the Wisconsin Retail Lumbermens Asso- 
ciation. News of Mr. Lay’s passing reached 
us just as we were going to press. Further 
details will be published in our next issue. 


R. M. GRAHAM, 55, vice president and gen- 
eral manager of the Monarch Lumber Co., 
Great Falls, Mont., died Jan. 2 from a heart 
ailment with which he was stricken several 
weeks before. Born in Superior, Wis., Mr. 
Graham graduated from Grinnell College in 
1906, and engaged in the lumber business in 
Minnesota, North Dakota and Montana. From 
1908 to 1910 he was in charge of the Rogers 
Lumber interests, then became superintend- 
ent of the Rogers-Templeton Lumber Co. 
yards in central Montana. In 1916 he re- 
turned to the Rogers Lumber Co. as general 
manager at Minot, No. Dak. In 1924 he be- 
came vice president and general manager of 
the Monarch Lumber Co., which was formed 
from the Rogers-Templeton, Rogers and sev- 
eral other yards. Mr. Graham was active in 
civie affairs and boy’s work, having been a 
Scoutmaster at one time. He is survived by 
Mrs. Graham and three children. The oldest, 
Robert M. Graham, Jr., had been with 
Monarch Lumber Co. at its Bozeman branch, 
when, upon his father being taken ill, he was 
transferred to Great Falls. William Graham 
is a student at Stanford University, and Mary 
Agnes Graham attends Northwestern Univer- 
sity. 


JOHN STARK CARGILE, 83, died at his 
home in Arkadelphia, Ark., on Dec. 29. For 
many years he and R. N. Garrett were asso- 
ciated in the operation of sawmills and rail- 
roads in Arkansas and Louisiana. After en- 
tering the lumber business in Union County 
they built a railroad to Winfield, La., and 
had mills in Union County and Jonesboro, La. 
The town of Cargile in Union County _ is 
named for Mr. Cargile. In 1892 he and Mr. 
Garrett organized the South Arkansas Lum- 
ber Co., and built the mill at Cargile. The 
sawmill at Jonesboro was built in 1901. In 
1908 they sold the railroad and lumber mills, 
and Mr. Cargile went to Arkadelphia where 
he became associated with the Graysonia- 
McCloud Lumber Co. at Graysonia. He was 
one of the largest stockholders and president 
for a number of years of the Elk Horn Bank 
and Trust Co., and was chairman of the State 
Highway Commission for four years. He is 
survived by four sons and four daughters. 
Interment was in Rose Hill Cemetery, Arka- 
delphia. 


CLIFFORD J. MANSFIELD, 78, well known 
lumber executive and banker of Warren and 
Denver, Colo., died in a Little Rock, Ark., 
hospital on Jan. 7. He was first engaged in 
the lumber business at Parsons, Kan., when 
he became associated with the Long-Bell 
Lumber Co., first as yard manager, next as 
auditor, and finally as sales manager, with 
headquarters at St. Louis. He resigned to 
become sales manager for the Arkansas Lum- 
ber Co. of Warren. He moved to Warren in 
1903 as general manager of the company, re- 
maining with the company until it relin- 
quished its timber holdings in Arkansas in 
1928. During this period he was also general 
manager of the Richton Lumber Co., Richton, 
Miss. He is survived by his wife, Mrs. Nora 
J. Mansfield, and a daughter, Mrs. Hallie 
Clemenson, both of Denver, one sister, two 
nephews and one niece. 


JOHN H. YOST, 80, prominent in the lum- 
ber business for many years, died at Lincoln, 
Neb., on Dec. 30. Mr. Yost came from Russia 
with his German parents at the age of 17, 
and got his first lumber job in a mill at 
Dorchester, Wis. In 1877 he moved with his 
family to Sutton, Neb., where he worked as 
a railroad section hand at both Sutton and 
Harvard. Later, he got a job as a $15 a 
month yard employee with a lumber company 
at Beatrice. Working for various lumber 
companies, and saving his money, he was 
able to buy a half interest in the Rockhill 
Lumber Co. at Harvard in 1890. That was 
the beginning of the Yost lumber yard line 
which now numbers 14 yards. Mr. Yost is 
survived by a son and two daughters. 


ALLEN BROWN, 53, prominent and widely 
known lumberman, died at the family home 
in Hot Springs, Ark., on Dec. 9. He was 
president of the Good Pine Lumber Co., and 
general manager of the Tall Timber, Good 
Pine, and Trout Creek Lumber Companies. 
In 1906 Mr. Brown became associated with 
William Buchanan in the lumber business at 
(ood Pine. Ill health forced his retirement 
three years ago, and since then he has spent 
most of his time with his family at Hot 
Springs. He was an active member of the 
Presbyterian Chureh at Good Pine, and an 


active Mason. He is survived by his brother, 
W. C. Brown, two sisters, Misses Jean and 
Josephine Brown, and an aunt, Miss Mary 
Brown, all of Hot Springs. 


EDWARD A. LANG, 65, of 5417 Kenmore 
Ave., Chicago, died of pneumonia on Dec. 28. 
For many years Mr. Lang was associated 
with the Chicago Mill & Lumber Co. He left 
that organization in 1925 to become _ vice 
president and general manager of the Elgin 
Lumber Co., Elgin, Ill. In 1936 he went to 
London, England, as foreign representative 
of the Chicago Mill & Lumber Co., a position 
which he held until September 1, 1939, when 
he returned to the United States. Interment 
was at the Bluff Hill Cemetery, Elgin, Ill. 


THOMAS J. MOSLEY, 53, editor and writer 
at the United States Forest Products labo- 
ratory, Madison, Wis., died Jan. 5. Most of 
Mr. Mosley’s work in the forest service was 
performed at the laboratory. A Rhodes 
scholar at Oxford from 1908 to 1911, Mr. Mos- 
ley was graduated with honors from South- 
western university, Texas, in 1907. After 
his return from England, he taught physics 
at that university until 1916 when he be- 
came associated with the National Bureau 
of Standards in Washington. From 1918 to 
1923 he was employed in the navy _ depart- 
ment, then came to the Forest Products 
laboratory where he has worked continuously 
with the exception of two years when he 
served as editor for the University of Wis- 
consin extension division. He has written 
articles for many leading publications. His 
widow, five daughters, and his stepfather 
survive. 


HARRY J. ATWELL, 59, mill superintend- 
ent of the Thomas L. Way Lumber Co., 
Schenectady, N. Y., died on Dec. 27 after an 
automobile accident in which he was believed 
to be only slightly injured. A slow brain 
hemorrhage developed. He had been con- 
nected with the company and its predecessor 
for about 15 years, and was a Mason and a 
member of the Baptist church. He is sur- 
vived by his widow, two daughters, a son, 
a brother and a sister. 


MRS. JOHANNA M. STEINMAN, 84 widow 
of Henry J. Steinman, founder of the Stein- 


man Lumber Co., Milwaukee, Wis., died at 
her home in Milwaukee, Jan. She had 
been a local resident for 82 years. Surviv- 


ing are her sons, Alfred H., president of the 
lumber company; Carl, vice president; Ed- 
ward, secretary, and Henry J. Steinman, jr., 
treasurer; as well as two daughters, 10 
grandchildren and six great-grandchildren. 
Her husband passed away in June 1931. 


CHARLES T. SLOVER, 75, retired pioneer 
Grays Harbor lumberman, died at his home 
in Aberdeen, Wash., Dec. 24. He and Mrs. 
Slover would have observed their 57th wed- 
ding anniversary on Christmas day. For 
many years, Mr. Slover was employed by the 
Grays Harbor Commercial Co. of Cosmopolis, 
Wash., as a foreman, log scaler and log 
buyer. Survivors include his widow, one 
daughter and four sons. 


GEORGE W. MEEK, 55, vice president and 
yard superintendent of the Engan-Braun 
Lumber Co., Fort Atkinson, Wis., was in- 
stantly killed by a Northwestern passenger 
train, Dec. He was a native of Dane, 
Wis., going to Fort Atkinson about 10 years 
ago. Recently he had been transferred to 
the main office of the N. J. Braun Lumber Co. 
in Jefferson. His widow, a son, and two 
daughters survive. 


LEON WILLIAM HALL, retail dealer at 
Dennis, Mass., died Dec. of a heart at- 
tack. He was a former town clerk and 
treasurer. Born in Providence, R. I., he at- 
tended a business school, and later was as- 
sociated with Swift & Co., of Chicago, before 
settling in Dennis 25 years ago, where he 
has since carried on a lumber and fuel busi- 
ness. He was a 32nd degree Mason and a 
member of the Knights of Pythias. 


WILLIAM FITZGERALD, SR., 73, Bay City, 
Mich., died on Dec. 26 of an illness from 
which he had been suffering for several 
months. He had been a resident of the Bay 
City area since early childhood. Starting as 
a farmer, he turned to lumbering, first cut- 
ting white pine, and later, hardwood. A few 
years ago he had lumbering interests on 
Sugar Island in Upper Michigan. Surviving 
are _ widow, and a son, William Fitzger- 
ald, Jr. 


JOHN ALBERT RESLER, 80, Caledonia, 
Ohio, died on Dec. 15 after a two-day illness 
of paralysis. Going to Caledonia in 1897, 
Mr. Resler opened a lumber yard and sawmill 
in partnership with his brother. He dis- 
solved the partnership in 1901, and the mill 
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burned in 1910. He continued to operate the 
lumber yard until 1920, when other activities 
claimed his attention. Surviving are two 
daughters, Miss Florence Resler and Mrs. 
Maude E. Robertson, both of Caledonia. 


JAMES FORREST, 62, of Pine Bluff, Ark., 
for more than 380 years prominent in lumber 
circles in South Arkansas and vice president 
of the Pine Bluff Mill & Lumber Co. until 
the firm was liquidated about a year ago, 
died recently. He was associated with the 
Stout Lumber Co. at Thornton and Bearden, 
and came to Pine Bluff six years ago with W. 
A. Smith and others and operated the Pine 
Bluff Mill & Lumber Co. Survivors include 
his widow and one son. 


N. P. SALLING, 81, founder of the Salling 
Lumber Co., Anderson, Ind., died on Jan. 3 
at his home in Los Angeles, Cal. A native 
of Denmark, Mr. Salling came to this country 
at the age of 13, and settled in Michigan, 
where he was at one time a lumber buyer. 
He went to Anderson in 1899, and formed the 
company which he operated until 1925. His 
wife, Mrs. Mary N. Salling, is the only im- 
mediate survivor. 


CLIFFORD L. GORTON, 49, Columbus, Ohio, 
sales agent for the Great Southern Lumber 
Co., of Louisiana, died of a heart attack on 
Dec. 20. He had held his position with the 
Great Southern Lumber Co. for the past 18 
years. Prior to that he was in the office of 
the Marion Lumber Co. Surviving are the 
widow, Mr. Gorton’s step-father, and three 
daughters. 


_W. J. ROSSON, 64, lumberman of Clarks- 
ville, Tenn., died on Dec. 15 after an illness 
of several months. During the past 25 years 
Mr. Rosson has operated several sawmills in 
the vicinity of Clarksville. Surviving are one 
son, John W. Rosson, Clarksville, two daugh- 
ters, Mrs. Frank Jones and Mrs. Jesse F. 
Anderson, two brothers and two sisters. 


HARRY BRINGOLF, 54, office manager for 
the West Fork Logging Co. in Mineral, 
Wash., died in Tacoma, Dec. 28. He had lived 
in Mineral for the last 11 years and had been 
employed by the West Fork Logging Co. 24 
years. He is survived by his widow, a son, 
) Bae two brothers, one sister and his 

r. 


ZIBA E. DOWNS, 72, partner of Ray BE. 
Clark in the Clark & Downs Lumber Co., New 
Harmony, Ind., died recently at his home. 
He had been a resident of New Harmony 
Since 1935 and. was active in business and 
civic affairs. Surviving are the widow, one 
daughter and sister. 





ERNEST G. PHILLIPS, 51, an inspector of 
the National Hardwood Lumber Association at 
Buffalo, died suddenly, Jan. 7, in his home. 
He had been with the association for a num- 
ber of years and was a member of a Buffalo 
pon - tag Odd Fellows. His widow and a son 
survive. 


HARRY G. WAKEFIELD, 52, recently a 
promoter of the River Valley Lumber Co., 
Columbus, Ohio, died on Dec. 28, after an 
illness of several weeks. He is survived by 
a daughter, Mrs. Marjorie Wakefield Gardner; 
a son, H. Kenneth Wakefield; one grandson, 
two brothers and two sisters. 


HERMAN JUNG, 72, president, 
Wood Products Co., Milwaukee, Wis., died 
at his home, Dec. 27. Surviving are his 
widow, two daughters, and a son, Clarence, 
vice president and treasurer of the wood 
products firm. 


W. F. McDOWELL, 67, manager of the 
Waverly (Iowa) Lumber Co., died Dec. 30. 
When the Waverly Lumber Co. was formed, 
he became its manager and held the position 
for 25 years. He is survived by his widow, 
two sons, and two daughters. 


_ WILLIAM CHAPMAN DEWEY, 52, prom- 
inent lumberman and secretary of the Chap- 
man and Dewey Lumber Co., Marked Tree, 
Ark., died Jan, 7, of a heart attack. In addi- 
tion to his widow and brother, he is survived 
by two sons. 


MRS. C. W. CROTY, Tomah, Wis., wife of 
Cc. W. Croty, well known lumberman of the 
north, died on Dec. 23 after an illness of a 
month, .In addition to her husband, Mrs. 
Croty is survived by a son, Sherman A. Croty. 


F. P. MURRAY, 78, a lumber and coal 
dealer at Macedon, N. Y., for more than forty 
years, died Dec. 29. He was a lifelong resi- 
dent of the village. 


JOHN W. ROGERS, 54, president of the J. 
W. Rogers Lumber Co. at Jackson and Utica, 
Miss., died at Jackson, Jan. 3. Surviving are 
the widow, two sisters and two brothers. 


MRS. J. R. WOODSON, Caldwell, Tex., wife 
of the head of the Woodson Lumber Co., died 
as the result of an automobile collision three 
miles west of Bryan, Tex. 


J. E. GAUGHAN, 75, president of the Glos- 
ter Lumber Co., died at his home in Camden, 
Ark., on Dec. 11 
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